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‘| amazed our board when | 
showed them a 39% savings 
TIMNIEICOMPIM IPTG 


TURNS 


OVERHEAD /NTO 


PROFITS 
THE BENEFITS , 


Let an A.T.C. Specialist do the same for you! 


plant with easy efficiency—spare your workers 
gruelling work, make money for you where it 


Yes, such savings are pos- 
CUTTING HANOLING sible. An A.T.C, Specialist 
ag Ph A will show you the record 
—give you proof that 
Automatic Fork Trucks 
bring business real profits 
... the dollar profits that 
55% material handling 
savings represent. 

These brawny giants of electric power have so 
many money-saving, energy-saving applications in 
your plant. By unit load pallet and skid principle, 
they move materials into, through and out of your 
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formerly was costing you money. 

No material or product is too cumbersome to lift, 
move or stack. You can store your products ceiling 
high. One man does it, where three or four men 
hand stack only half as high. You add storage space, 
release labor for more productive, pleasant work. 
Product damage is cut down, accidents lessened. 

Give your business this chance to turn a fixed 
overhead into a fixed profit, while you lighten labor’s 
load. Let an A.T.C. Material Handling Specialist 
survey your material handling. Mail the coupon. 


AUTOMATIC TRANSPORTATION COMPANY 
DIV. OF THE YALE & TOWNE MFG. CO. 
115 W. 87th Street, Dept. P, Chicago 20, Ill. 
Please mail me, without cost or obligation, complete facts about AUTO- 
MATIC FORK TRUCKS. 
¢. ) Have an A.T.C. Material Handling Specialist call. 
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ptical Storage with BAKER TRUCKS 


more than doubled Storage Facilities 
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In 1926, Merck & Co., Inc. bought its first 
Baker electric truck. Twelve years ago they 
found that storage along horizontal lines 
provided inadequate warehousing space to 
meet increasing needs. Rather than build an 
addition, they decided to install a Baker Hy- 
Lift Truck to tier material, thus using avail- 
able vertical storage space. So successful was 
this truck—not only in providing more 
storage capacity but also in speeding mate- 
rial movement—that more and more were 
installed, until today the Company operates 
a fleet of 18 Baker Trucks: Eleven Hy- 
Lift Trucks, two Low-Lift Trucks, two 
Fork Trucks, and three Platform 
Trucks. Besides obviating the need for 
new building by increasing existing 
storage facilities, these trucks are con- 
serving time and manpower on han- 
dling operations throughout the plant. 


A Baker Material Handling Engi- 
neer can help you make similar 
savings. Write for information. 


Hy-Lift Truck illustrated bas oversize 
“safety” platform providing greater 
carrying space. Operator can raise or 
lower load by remote control from 
the platform, 


(Iaset above) Baker Low-Lift Truck moves capacity load easily up 
a 10% ramp 70 feet long. 
(Below) This 4000 lb. Baker Truck does double duty. Besides its 
own big load, it bauls a loaded trailer. 


BAKER INDUSTRIAL TRUCK DIVISION of The Baker-Raulang Company 
2176 West 25th Street ©@ Cleveland 13, Ohio 
In Canada: Railway and Power Engineering Corporation, Limited 





. 


ee 


4 


ry re ed cy 
ClRZCS INDUSTRIAL TR 


SEPTEMBER, 1946 


SERVING YOU THROUGH SCIENCE 


3 THINGS WORTH 
ANOWING ABOUT 
(WOUSTRUAL TURES 





1. This line of U.S. Industrial Tires is so com- 


plete that you'll easily find just the tire you’re 
looking for. 





2. The quality of these tires is so high that you’ll 
be more than satisfied with their strength, du- 
rability and performance. 


3. And each of these tires is backed by the day- | N D U STRI L 
to-day, expert service of your local U.S. Tire A 


Distributor. He’s as close as your phone! Call 


him—today! Tl a EF S 








YOUR U. S. INDUSTRIAL TIRE DISTRIBUTOR HAS he Hight: 


G) UNITED STATES RUBBER COMPANY 


UE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N.Y. 
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VERY busi is 





BASIC POLICY 


gaged in and affected by distribution. All firms, 
industrial and mercantile, are shippers as well as receivers; all use 





transportation; all are confronted with handling and packing problems; 
all are concerned to some extent with the proper storage of raw materials 
or finished products; all have to deal with vexing financial and marketing 
questions; all need insurance: all have to consider service and apeeeusonse 
of one kind or another. These are all phases of distribution, which ~ 
before production with the movement row materials, and Continues @ 
—— until a finished product reaches its 

nal user or consumer. 





DISTRIBUTION AGE believes that costs can cut by better integration 
of all phases of distribution; that a part of x* resultant savings should 
be passed on to consumers to increase buying power; that by intelligent 
simplification and standordization of methods and practices distribution 
can be made more efficient and profitable in all branches of commerce 
and industry. The policy of this publication is to assist business manage- 
ment in the attainment of those objectives. 
































WHEN TIME COUNTS «es 


Garment manufacturers are really up 
in the air today thanks to Air Cargo 
Transport Corporation, the “Truckers 
of the Air.” They know that shipping 
fashions via ACT Sky-Vans means 
only a matter of hours from coast to 
coast. 


But speed is not the only advan- 
tage ACT offers the fashion industry. 
Equally important is the elimination 


AUR CARGO TRANSPORT 


EMPIRE STATE BUILDING, NEW YORK 1, 


of the extra costs of ordinary shipping. 


NO WRAPPING OR PACKING NEC- 
ESSARY —Flying your fashions elimi- 
nates wrapping, packing and necessary 
labor costs. The garments are shipped 
onracks in dustproof, ventilated planes. 
They arrive ‘Fashion Fresh” without 
the need of pressing ... ready for im- 
mediate selection by the buyers. Im- 
portant too, are the low inventories 


made possible when fashions are 
shipped the ACT way. 


Whether you are shipping fashions, 
flowers, seafood; publications or heavy 
machinery — it will pay you to inves- 
tigate the quick, personalized service 
of ACT. Our traffic men are always 
ready to discuss and analyze your 
shipping problems. Just call or write 
for full particulars. 


CORPORATION 
A CHARTER CARRIER 


N.Y. 
DISTRIBUTION AGE 
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Owners learn about profits 
from Highway Trailers 


TUDENTS in the little red 
schoolhouse learn the “three 
R’s’’. Highway Trailer owners learn 
the importance of “three E’s” — effi- 
ciency, economy, and extra years of 
service. It’s a profitable course, the 
product of over a quarter-century of 
successful trailer-building experi- 
ence. 


Highway’s own foundry, forge and 
machine shops. Our Edgerton plant 
contains the longest straightaway 
production line in the trailer in- 
dustry. 

Before you buy any trailers, get 
all the facts about the new Highway 
“Clippers” and ‘Freightmasters.” 


Highway commercial truck trail- 
ers are manufactured—not merely 
assembled. Highway factories are 
the last word in modern volume- 


Write today for free color booklets 
detailing Highway’s many points of 
superiority. You'll find a wealth of 
reasons why it pays to “‘let your next 


production efficiency, served by trailers be Highways.” 


HIGHWAY TRAILER COMPANY 


General Offices, Edgerton, Wisconsin 
Factories at: Edgerton, Wis., Stoughton, Wis., Farmingdale, L. I., N. Y. 


Commercial Truck Trailers + Earth Boring Machines 
Winches and other Public Utility Equipment 


On Eve0ery . U.S.) thighway 


HIGHWAY “““ TRAILERS 


; 
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Manufacturers! Farmers! Retailers! 


THE SHORTEST DISTANG 
BETWEEN TWO POINTS 


oe) 


Wack! 


Modern, Direct Truck Transportation is Often 
Faster than the U. S. Mails! 


For speed, safety, flexibility—and greater all- 
round economy—no other form of transporta- 
tion can match modern truck transport. 


Trucks pick up the load wherever it’s made 
or grown—and speed it direct to the manu- 
facturer, wholesaler or retailer. 


Extra crating is unnecessary, because your 
goods roll on rubber—with no “humping”, no 
“switching”, less handling. Goods arrive in better 
condition—with less breakage, less loss! 





Faster, more frequent deliveries mean 
- lower inventory, less storage space, greater 
turnover on your investment—higher profits. 


That’s why more and more people in every 
field are finding that it pays to specify “Ship 
by Truck”--pays in precious time, and in 
actual cash. 

Find out today what modern truck trans- 


port can do for you. Write or call your State 
Trucking Association ... affiliated with ATA. 


rue AMERICAN TRUCKING wouste 


AMERICAN TRUCKING ASSOCIATIONS. WASHINGTON 6, D. C. 


am SHIP BY FIZELE fe - Gtr THINGS EASE Ff) 
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Supplying the GROUND LINK 
for AIR MAIL... for YEARS! 


Ever since the inception of Air Mail, White shows an early White supplying the ground 
has been closely associated with its progress link for one of the first air mail flights in 
as illustrated by the page below. Reproduced contrast with a modern White mail truck 
from the August issue of Science Illustrated, it delivering mail to a Fairchild “flying mail car”. 
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Equipped with every facility for sorting and bandling all classes of mail, 
W bite specially constructed busses are being used by the U. S. Post Office 
in Washington, D. C. This system of handling mail, may well find its place 
in the pre-sorting of Air Mail on its way to the airport after it bas been 
collected on regular routes in outlying areas—expediting the handling of 


larger volumes of Air Mail resulting from the mew Sc-an-ounce rate. 
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Owe for the MONEY... 


Decide on a HERMAN for economy reason, if for no other. Herman’s 
mass production facilities mean more for your money in every way. 
Herman’s factory-to-you sales policy cuts the cost further. No com- 
missions . .. no middleman’s profits . . . no out-of-town overhead for 
you to pay. And Herman’s All-Steel . . . All-Welded construction 
means longer life and lower maintenance costs. 


“/we jor the SHOW... 


A Hetman is smart advertising for your business. The beautiful stream- 
lined styling of a Herman “Rolling Bill- —— 
OR 











board” attracts favorable attention... 
tells a quality story of your products. 
Advertising value alone soon pays for | hk 
a HERMAN. l ESR OOOO 


to get READY... 


Now is the time to plan your fleet requirements for the future. 
HERMAN can help ig orm tell us your requirements. An exper- 
ienced Herman executive, familiar with the delivery problems of your 














industry for years, will ay work with you—without obligation— 
in deciding the most practica 


‘Four tGO... 


type of job for your purpose. 


You know the approximate date you wish to put your new delivery 
equipment on the street. Trucks and steel are scarce and probably 
will continue to be for some months to come. The man who gets 
READY now is the man who will GO on schedule. 


HERMAN “Sted, Al-Welded 


FURNITURE VAN TRAILERS 








HERMAN BODY CO. - 4400 Clayton Ave.':+ St. Louis, Mo. 
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Use Battery Trucks 
for SAFE 
handling 





... Alkaline Batteries for 


Most Dependable Power 


Ce of the outstanding advantages of bat- 
tery industrial trucks for material handling 
is their inherent safety. Because they give off 
no fumes and are practically free from fire 
hazards, they can be used without restriction 
in almost any kind of plant. They can even 
be provided with spark-enclosed construc- 
tion for safe operation in hazardous loca- 
tions. Many are operating successfully in 
ordnance depots. 

With batteries exchanged two or three 
times per 24-hour day, the truck is kept con- 
tinuously supplied with power. While one 
battery operates the truck, another is being 


charged. Except for the few minutes needed - 


to change batteries, the truck need not stop 
for servicing its power unit. Its electric motor 
drives have a minimum of wearing parts; are 
inherently simple and trouble-free. The 
truck starts instantly; accelerates smoothly; 
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operates quietly; consumes no power during 
stops. Not only does it make efficient use of 
power but the current used for battery charg- 
ing is the lowest-cost power available. 

Thus the battery truck is an inherently 
dependable, safe and economical handling 
unit, especially when powered by Edison 
Alkaline Batteries. With steel cell construc- 
tion, a solution that is a natural preservative 
of steel and a fool-proof principle of opera- 
tion, they are the most durable, longest-lived 
and most trouble-free of all batteries. Edison 
Storage Battery Division of Thomas A. 
Edison, Incorporated, West Orange, N. J. In 
Canada: International Equipment Company, 
Limited, Montreal and Toronto. 


Caron 


ALKALINE BATTERIES 





Most Startling Recent Advance 
in Trailer Engineering Proves fo he 


DIAMOND SIDES OF NEW [1/? 


More and more, the reports flowing in 
from Trailmobile’s nation-wide service 
and research organization, show these 
unique sides of the standard model LP 
Van to rank first among all the recent 
trailer-improvements. 

It is the “greatly increased strength” 
of these Trailmobile sides, and their 
actual ‘carrying of the load” that has 
won such wide operator enthusiasm! 


You see, Trailmobile’s exclusive 
ELECTRONIC stress-measurement 
showed that, within a.trailer body, U- 
shaped “channel’’ members, having 2 
complete “sides” parallel to the trailer, 
give all support to the load that is 
required. And that one of the remain- 
ing “sides,” of all “conventional” 
members, is unnecessary. So Trailmo- 
bile “saves” this “needless” weight to 
add many extra posts and struts! 


10 























This Trailmobile with transparent sides has appeared 
country-wide to show Trailmobile’s advanced engineering. 


This permits “diamond” short-strut 
arrangements, with posts on 18” cen- 
ters, having all the strength of trailer 
sides with big posts every 9 inches! 

Therefore the LP carries bigger 
payloads! — with load stress concen- 
trations “spread” by Trailmobile’s 
new-type load-distributing under- 
structure, throughout “every inch of 
the unit”! And carries them at lower 


ae,” AS | 


a 


cost!—on Trailmobile’s acknowledged 
“easiest pulling under-carriage in the 
industry”!—So see the LP, with its 
every accessory and convenience de- 
manded by operators, at your nearby 
Trailmobile branch. 


THE TRAILMOBILE CO. 
CINCINNATI 9, OHIO 
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-71 “Homefolks” Service Centers 
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Industries Thrive where Zailroads Pave the Way 
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ITH the coming of the railroads, the western there still is land to be tilled, minerals to be un- 
frontiers were conquered. They brought men, earthed, livestock to be raised, room for new homes 

implements for building homes and towns, trans- and industrial expansion. 

portation for marketing products. Then factories 

were built. And industries thrived where railroads 

paved the way. 
















Union Pacific will continue to serve the territory 
it pioneered, by providing efficient, dependable, 
safe transportation for shippers over the time- 
+d In the 13 great states served by Union Pacific. saving Strategic Middle Route. 


be Specific - 
say Union Pacific 


% Union P ieific will gladly furnish confidential information 
PACIFIC _ regarding available industrial sites having trackage facili- 
 BERROR ties in the territory it serves. Address Industrial Dept., 
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Union Pccific Railroad, Omaha 2, Nebraska. 


UNION PACIFIC RAILROAD 
The STraleghe Middle Route 
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Inherent STAMINA for Incessant 


Take a look at any industrial truck in action on a typical 
material-handling job. You'll find that its operation is 
one of repeated stop and go—all day long—picking up 
and setting down as well as carrying. 

Look again, and you'll see that its effectiveness de- 
pends chiefly on instant starting, rapid acceleration and 
accurate spotting. Obviously these are more exacting char- 
acteristics than those required by ordinary horizontal 
transportation and they place altogether more exacting 
demands on truck ruggedness. 

But they are demands to which the electric industrial 
truck is ideally suited, It is built to suit them. Its basic 
combination of battery power with high-torque electric 
motors, its principles of electric control and power trans- 
mission, and its inherent stamina resulting from E.I.T.A. 
Construction Standards are exactly—and exclusively— 
the characteristics needed for the gruelling stop-and-go 
of material handling. 





with Electric Industrial 
Trucks 











Over 90 per cent of the electric industrial trucks sold 
in the past twenty years to over 300 branches of industry 
and distribution are still in service. Their versatile and 
money-saving performance is explained and pictured if 
the MATERIAL- BARES ING HANDBOOK and UNIT 


The Electric Industrial Truck 


208A South La Salle Street, Chicago 4, Illinois 
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Mack designed the LFT Model to meet a need 


This Mack, owned by L. F. Raiford. Jr.. went on 
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OY ws ROBERT GAIR 
ee 


Modern types of packaging machinery 

are endowed with speed, and personality 

too... and each machine demands a “uniform 
precision” carton... just the kind of distinctive 
“tailor made” cartons that Robert Gair has been 
creating and producing consistently for over eighty 


years ... cartons that are 6MfRanleed. 


From a “selling impulse” viewpoint many of our cartons have 
joined the parade of constant WINNERS. 


a” 


Write for informative brochure on Precision Packaging. 





ROBERT GAIR COMPANY, INC., NEW YORK—TORONTO * PAPERBOARD—FOLDING CARTONS—SHIPPING CONTAINERS 
DISTRIBUTION AGE 





MYSTER factories and Hyster dealers 
believe in follow-through. That’s why, when you 
purchase a Hyster industrial lift truck, you can 
depend on prompt service whenever parts replace- 
ments or mechanical adjustments are needed. 

Hyster makes lift trucks to the highest standards 
in design, engineering, materials. But any machine 
that takes the beating of hoisting, transporting and 
stacking heavy loads every day needs skilled at- 
tention on occasion. Hyster dealers know this. They 
know also that a Hyster temporarily out of service 


for lack of parts or repairs is time and money lost 


for its owner. 

Your Hyster dealer is a good man to know. He 
services—as well as sells—Hyster pneumatic tired 
industrial trucks with capacities ranging from 


2000 to 30,000 pounds. 


HYSTER COMPANY 


2940 N. E. Clackamas, Portiand 8; Oregon 
1840 North Adams Street, Peoria 1, Illinois 
= = a” 4 
Sold and Serviced Through Distributors 
in Principal Cities All Over the World 


World’s Largest Manufacturer of Pneumatic Tire Lift Trucks and Straddie Trucks 
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House hol 


G. O. WATSON, President 
Greyvan Lines, Inc. 


MOVING ANYWHERE east of the Rockies in 
the 38 states served by the Greyvan Lines’ fleet 
of Fruehaufs is a simple task. Greyvan-trained 
moving specialists use slip covers on each in- 
dividual piece of furniture—load it into big 
Fruehauf vans and transport it direct from door 
to door—set it up in the new home as they 
found it in the old location. 


No transfers at state lines with Greyvan! 
Goods go right through! Are loaded once and 
unloaded once, a minimum of handling. 


Household goods or office furniture receive 


Goods § Wes humittt 
me FRULIALES 


A HUGE FRUEHAUF FLEET WITH MANY MORE ON ORDER! 


the same expert handling and an ever increasing 
number of national business organizations de- 
pend on Greyvan as the solution to their long 
distance moving problems. 

A field organization of over 400 agents and 
branch offices, many with direct teletype con- 
nections to a central dispatching control office, 
means the kind of service that prompts cus- 
tomers to say fine things about their modern 
moving methods. 

And with these attractive vans painted in 
Greyhound colors, blue and white, almost con- 
stantly on the road, Fruehauf’s 62 nationwide 
Factory Service Branches back the Greyvan 
drivers with full assurance their equipment will 
roll in any emergency. 


World's Largest Builders of Truck-Trailers 
FRUEHAUF TRAILER CO. :: DETROIT 32 


8 Factories — 62 Factory Service Branches 


Y 
FREE TO © 


ARE 
sag ie KEEP IT THAT way! 


FRUEHAUF TRAILERS Will 


“ENGINEERED 
TRANSPORTATION 
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EDITORIAL... 
More Than Sales Are Needed 


THE DISTRIBUTION of consumer goods, a matter of 

direct concern to everybody, most of us tend to over- 
dress marketing, and fail to give sufficient attention to 
other and equally necessary activities that affect costs. 
Fundamentally, we all know this is unsound. If distribution 
is to be made more efficient and economical, more than 
sales are needed, because more than sales are involved. 

Distribution embraces all activities incident to the 
movement of goods in commerce. Marketing is one phase 
only of the overall process, or, if you prefer, marketing 
isa series of related activities specifically concerned with 
trading or selling, particularly with wholesaling, jobbing, 
retailing, advertising, sales promotion, etc. 

In most distribution, especially of consumer goods, 
seven practical things in addition to marketing are re- 
quired. These are: handling, transportation, packing and 
packaging, warehousing, finance, insurance, and service 
and maintenance. While each of these is a highly spe- 
dialized activity, all are interrelated and integral parts of 
the overall distribution process. 

‘Certainly, nothing can be distributed without being 
handled both before and after it is transported. Efficient 
mechanical handling of goods at points of origin and 
destination help materially to reduce overall distribution 
costs as well as individual marketing costs. Better handling 
can expedite packing; it can speed-up transportation by 
reducing time required for loading and unloading vehicles; 
it can help to keep down storage charges by lowering 
labor costs and by making possible more extensive use of 
cubic footage for piling space; it can be a factor in the 
determination of insurance rates and with respect to a 
firm's credit rating for bank loans. All of these things help 
to step-up marketing operations and tend to increase 
profits by making faster capital turnover possible. Thus, 
methods of handling affect not only marketing but most 
other phases of distribution as well. 

Similarly, transportation directly affects all other dis- 
tribution activities. Freight rates are reflected in market- 
ing costs to a greater extent than most people realize. 
Whether transportation is by air, highway, rail or water, 
it has been demonstrated repeatedly that experienced 
traffic management can save time and money both for 
industrial and mercantile firms, by efficient and economical 
touting of shipments; by proper classification and consoli- 
dation of freight; by selection of the most suitable carrier 
at the lowest rates; by keeping demurrage charges at a 
minimum; by careful auditing of freight bills; by ex- 
pediting and tracing shipments; by adjusting claims; by 
synchronizing inbound and outbound shipments; by ar- 
ranging for transit privileges, diversions and reconsign- 
ments, and by supervising multifarious other details oc- 
casioned by the movement of goods in commerce. 

Packing and packaging affect methods and costs of 
handling and transportation as well as of marketing. 
During the past few years industrial management has 
come to realize that the design of a product conditions 
how it is to be packaged for sale to consumers or users, 
and how it is to be packed for shipment to dealers. The 
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way it is packed for shipment determines methods and 
costs of handling, of transportation and of warehousing. 
These have a bearing upon insurance rates. All, in turn, 
are factors in a manufacturer's total cost of distribution, 
and are reflected in his price lists. 

For efficient and economical distribution, intelligent and 
practical warehousing also is a matter of major im- 
portance. Profitable marketing would’ be impossible with- 
out storage reservoirs. Raw materials, finished products 
and miscellaneous supplies are placed in storage for 
various reasons, notably, as collateral for loans; to antici- 
pate seasonal buying; to obtain lower freight rates by 
making bulk rather than l.c.l. shipments; to have spot 
stocks readily available at important market centers, and 
as an aid in developing new markets. These and other 
services furnished by strategically situated public ware- 
houses increase commercial flexibility, accommodate sur- 
pluses and prevent shortages. In addition, field warehous- 
ing, or inventory financing, is a convenient and economical 
means of converting frozen assets to liquid credit through 
the establishment of a legally protected warehouse opera- 
tion on the borrower's premises. . 

Finance and insurance as cost factors obviously affect 
and are affected by all distribution activities. Bank loans 
arise from business transactions that call for credit. In- 
surance is a result of potential risk. As business expands, 
the need for credit and the outstanding value of credit 
also expand. Larger business volume multiplies dangers 
and increases the need of insurance coverage. Every 
phase of distribution must be financed, in whole or in 
part, by loans or earnings; and the operators, supplies 
and equipment used in distribution need insurance pro- 
tection against loss and damage. 

From the foregoing remarks you probably have inferred 
that service and maintenance in relation to modern dis- 
tribution means more than the care and repair of 
products after sale. The term applies also to the instru- 
ments of distribution, the care and repair of equipment 
used in transportation, handling, packing and packaging, 
and to the warehousing and preservation of products 
before, during and after marketing. Each is a part of the 
process of distribution, which, in all of its phases, not 
only depends on but literally is service and maintenance 
in the broadest constructive sense. 

Consequently, we suggest again that until men con- 
ceive of distribution as an overall problem that calls for 
interrelation of all of its parts, cost reduction and more 
efficient standards of practice will be difficult to attain 
in any part of the whole. Intelligent effort in this direc- 
tion, we believe, is essential, both for more prosperous 
business and for the preservation of free enterprise. 

More things for more people through better distribution 
expresses the hope and the challenge of our time. As an 
economic ideal, it is not impracticable. Its realization is 
worthy of our best thought and effort. As we have had 
occasion to say before, we believe the trend of our whole 
national economy during the next few decades is likely 
to be determined by the way that industry meets this 
challenge and fulfills this hope. 


Chutes Pen 


EDITOR 
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HE October issue will develop 

new aspects of how coordination 
of air and highway transportation 
can expedite distribution efficiencies. 
Some of the major features sched- 
uled are: 


CARGO TRANSPORTATION’ BY 
AIR . . . by Rear Admiral J. W. 
Reeves, Jr., U.S.N., commander, 
Naval Air Transport Service, who 
emphasizes that other factors than 
the cargo@ rate contribute to the 
total cost of cargo shipments. 


POTENTIALS AND PREDICTIONS 

by James A. Wooten, general 
manager, Contract Cargo Division, 
American Airlines, Inc., who de- 
clares that air freight, if it is to 
hold its place in the sun, must .be 
used as a creative medium for new 
commodities for new markets to be 
merchandised under new merchan- 
dising methods. 


WHERE REA STANDS ON AIR 
CARGO PICK UP AND DELIVERY 
. . . @nm exclusive interview with 
L. O. Head, president, Railway Ex- 
press Agency, by Dr. John H. Fred- 
erick, professor of transportation 
and foreign trade, University of 
Maryland. 


NEEDED: BETTER AIR-GROUND 
COORDINATION by Mayo 
Thomas, western traffic manager, The 
Flying Tiger Line, who states that 
the air carrier can only be as suc- 
cessful as his ground operations. 


WASHINGTON HIGHLIGHTS 
Exclusive statements by the Hon. 
James M. Landis, chairman, Civil 
Aeronautics Board and Charles |. 
Stanton, deputy administrator, Civil 
Aeronautics Administration, will be 
presented with a special report on 
legislative developments by Arnold 
Kruckman, Washington correspon- 
dent. 


TRUCKS—FLYING AND OTHER- 
WISE . . . by H. Roy Penzell, 
president, Air Cargo Transport 
Corp., who declares, "the present 
rash of cutthroat, hip-holster com- 
petition bodes no good for anyone” 
in the air cargo field. 
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Profit Sharing 


Sir: 

I have been very interested in the 
two-part article “Profit Sharing, A 
Possible Solution to Labor Prob- 
lems” published in the March and 
April issues of DISTRIBUTION AGE. 

Our company has had bonus and 
profit sharing plans for many years, 
and we are reviewing the plans 
of other firms. We also are gather- 
ing all related information for fur- 
ther study of the subject. 

Do you have more information on 
this subject which we might be able 
to use in connection with a discus- 
sion and study of profit sharing 
plans? 

Could you tell us where we might 
get a copy of the resolution by Rep. 
Clare Boothe Luce, and further in- 
formation regarding this resolution 
pending in the House of Represen- 
tatives? We would also like in- 
formation on the data accumulated 
by the subcommittee of the Com- 
mittee on Finance of the Senate, 
“Survey of Experience in Profit 
Sharing and Possibility of Incentive 
Taxation.” 

The quotation of Sen. Brewster is 
excellent, and we are wondering 
whether there is more valuable in- 
formation in the statement from 
which this quotation was taken. 

Can you furnish us more infor- 
mation regarding the profit sharing 
plans of the three companies headed 
by Eric Johnston in Spokane, Wash.? 

Do you know the latest develop- 
ments in the Commerce Department 
with respect to profit sharing plans, 
as referred to in the box insert on 
page 97 of the April issue of Dis- 
TRIBUTION AGE? 

We will appreciate any informa- 
tion you can give us relative to 
profit sharing plans.—Harold T. 
Reed, Line Material Co., Milwaukee, 
Wisc. 

Editor’s Note: With respect to 
your questions, I believe the follow- 
ing information may be of assist- 
ance to you: 

1. “Survey of Experiences in 
Profit Sharing and Possibilities of 
Incentive Taxation’—Report of the 
Sub-committee of the Committee on 
Finance, U. S. Senate. Report No. 
610—76th Congress, first session. 

2. “Profit Sharing & Pension 
Plans” (Their Creation & Tax 
Effect); A Commerce Clearing 
House, Inc., Handybook Publication, 
17 E. 49 St., New York, N. Y. 

3. “Pension and Profit Sharing 
Plans.” Controllers’ Institute of 
America, 1 E. 42 St., New York 17, 
N. Y. (50c.). 

4. “Trends in Profit-Sharing 
Plans and Pension Trusts’—pp. 258- 
261, The Controller, May 1946 issue, 
published by The Controllers’ Insti- 
tute of America, 1 E. 42 St., N. Y. 
tb es a A 

5. Full text of Clare Booth Luce’ 


Resolution can be obtained from the 
Clerk of the House of Represents. 
tives. 

6. Quotation of Sen. Brewster of 
Maine was taken from an address 
before the Executives’ Club of Chi. 
cago, reported by the AP, Feb, 
1946. Full text may be obtained 
from Sen. Brewster’s office in Wash. 
ington. 

7. Description of the Johnston 
Plan was given in Business Week 
Jan. 26, 1946 (pp. 96-7) and in 
Readers’ Digest, May 1946. The 
latter is a digest of an article by 
Eric Johnston himself. 


° ° ° 


Industrial Design 
Sir: 

I am writing to tell you how much 
I was impressed by the Industrial 
Design issue of DISTRIBUTION Ace, | 
think you have achieved something 
unique in getting so many famous 
people to express themselves be- 
tween the same covers. 

I do think that the policy which 
you are following of taking the va- 
rious phases of distribution and 
making a feature issue of each one 
can be very valuable. 

_ I wish you every success.—Ben- 
jamin L. Webster, member, Society 
of Industrial Designers, New York, 


° 


Unit Loads 
Sir: 

I am taking this opportunity of 
expressing my sincere appreciation 
of the article, “Unit Loads” by 
Matthew W. Potts, which appeared 
in the July issue of DISTRIBUTION 
AcE. I am sure that your article has 
been read by many interested read- 
ers who now are using or who Con- 
template using the palletization sys- 
tem. 

I have taken the liberty of making 
typewritten copies of this article and 
sending them to our branch sales 
offices, in order that our sales per- 
sonnel might avail themselves of the 
information contained therein, and 
thereby be in a better position to 
discuss the pros and cons of the unit 
load. 

I am sure that industry would 
welcome more articles of this sort— 
F. A. DeMaria, Superintendent, 
Planning and Shipping, The Ohio 
Boxboard Co., Rittman, Ohio. 


° ° ° 


May Issue 
Sir: 

I have received the May issue o 
DISTRIBUTION AGE . . it is a very 
interesting and well gotten together 
number . . .—Albert R. Beatty, A* 
sociation of American Railroads. 
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TWA has recently reduced 
its AIRFREIGHT rates to all points 
in the United States. 


One AIRFREIGHT 
Rate For All 
Commodities 


A new TWA rate structure— 
single rate for all commodities 
—is now in effect. 


ne 





AIR- FREIGHT 











‘ x oe Cargo is carried on all TWA 
{ Every Flight An » passenger flights, as well as on 
AIRFREIGHT deily, all-cargo Skyfreighters. 


Pe 2 


E (4 ) : > One air bill covers « com- 
Single Air Bill plete, direct shipment to any of 
On interline ‘ ’ 820 communities served. 
Sbipments 


TWA through interline connec- 
tions with Braniff Airways, Conti- 
nental Air Lines, inland Airlines, 

B -“ and Western Air Lines offers the 
Service To \ hie all ter Ale 
82 Cities ail . FREIGHT system in existence. 


SO REMEMBER: Call your TWA AIRFREIGHT Office for schedules 
and complete details. 


Less Transit Time -— More Sales Time 
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REGISTRATIONS SHOW 





FORD 
TRUCKS 
LAST 
LONGER! 


One big reason— 
FORD AXLES STAND UP! 





ONLY in a Ford Truck will you find all these long- 
life features: your choice of two great truck engines, 
the 100-H.P. V-8 or 90-H.P. Six—triple-life Silvaloy 
V-8 rod bearings—Flightlight aluminum alloy, 4-ring 
pistons—efficient air- and oil-filtering—full pressure 
lubrication—heavy channel section frames, doubled 
between springs in heavy duty models—semi- 
centrifugal clutch—big hydraulic brakes, with non- 
warping, score-resistant cast drum faces for maxi- 


MORE FORD TRUCKS IN USE 
20 


IT— OPERATORS KNOW 


<> 


Trailer by 
FRUEHAUF 
TRAILER CO, 
Detroit, Mich. 





Ford Truck axle shafts carry no weight load, because 
ALL Ford Trucks have 34-floating or full-floating 
axles. All weight stresses are carried on the axle 
housing—none on the shafts—minimizing shaft 
breakage. Driving pinion is straddle-mounted on 3 
large roller bearings, maintaining positive mesh with 
ring gear—no destructive springing away under 
stress. Differentials have 4 sturdy pinions, evenin 
light duty chassis, spreading the load and strain. 





mum life. More than 50 such long-life features 
contribute to Ford Truck endurance . . . and that 
endurance is proved by the fact that 7 out of ll 
of all Ford Trucks built since 1928 are still in use. 
See your Ford Dealer! 


FORD TRUCKS 


TODAY THAN ANY OTHER MAKE 
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EVERYTHING 


Marketing Trends 


istics of past and current 
marketing practice have 
len under examination during the 
last few years. There has been a 
god deal of criticism of distribu- 
tion methods and a certain amount 
wf eonjecture regarding future de- 
vlopments. It is worth reviewing 
sme of the thinking on distribu- 
tion because of the bearing it will 
have on individual operations. 
There is no evidence to suggest 
that distribution costs in the future 
are likely to be lower. The com- 
non cliche on the subject is, that 
iiee mass production has reduced 
manufacturing costs, mass distribu- 
tion should reduce marketing costs. 
Much has been said on this sub- 
ject among producers and in 
iiicial government quarters in 
Ottawa and Washington, and in- 
deed much has been done with 
mproved transportation, mechan- 
wed warehouses, and elimination 
of waste. 
In the nature of things, how- 


-_— 


A NUMBER of the character- 


It remains to be seen who will benefit most from the trend 
in retailing away from specialization and towards diversifica- 
tion. Drug stores are in the food business. Grocery stores 
are adding household utensils. Hardware stores are in the 
gift business. Service stations are considering clothing. Dry 
goods stores are selling electrical appliances. Perhaps this 
means a rebirth of the old general store in a new form. Per- 
haps it is only temporary. But in any case, it would seem fo 
have an advantage for the store which is flexible and operates 
at a low cost. 


By R. F. CHISHOLM 


Vice President and Sales Manager 
Gordon Mackay Co., Ltd. 
Toronto 


ever, distribution is unlikely to be uniformly and regularly. When 


ee ae ae ee 





a mass job, unless we adopt the 
soup-kitchen technique for dispens- 
ing all kinds of consumer products. 
Buying is an individual problem, 
not a mass problem. When you 
are producing tooth paste or motor 
cars, you can put them on a pro- 
duction line, and turn them out 


This is part of an address given recently at the First Canadian Marketing Conference at 
Reronto. Mr. Chisholm formerly was in charge of wholesale and retail distribution for 
Wartime Prices and Trade Board. He is the author of a recently published book 


= Own Store which assembles merchandising p' 


lans and practices of retailers in many 


Gordon Mackay and Co. is a textile distributor with offices across Canada and 


ts. controls a group of 42 stores in Ontario 
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it comes to selling them, there 
is no such thing as an automatic 
conveyor into the homes of the 
consumers, except to equip an 
army, or feed a refugee camp. The 
regular type of consumer demand 
is likely to require more and more 
styling, better packaging more 
treatment of products as special- 
ties. 

This is an essential part of 
modern progressive merchandis- 

(Continued on Page 68) 
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lt is the retailer, in all of 
his multitudinous varieties and 


types, whose pipe-lines reach 


back into the great reservoir 


of production, who delivers 

what is wanted through a 

myriad of outlets into the 

homes of America. It is the 

retailer’s prime function fo act 

as the purchasing agent of 
the consumer. 





HEN the retail customer 
bends over the drinking 
fountain in a store, she ob- 


tains the end-product of a great 
hydraulic engineering organiza- 
tion. We eall that organization 
the City Water Works. 

When she buys a spool of thread 
or a refrigerator in the same store, 
she again is receiving the end- 
product of a tremendously diverse 
organization. We eall it our 
economic system. 

Between the original sources of 
fresh water, which are the springs 
of the earth, the streams of the 
hills, and the rainclouds of the 
sky, and the water-consuming pub- 
lic, lies an intricate net work of 
reservoirs, pumping stations and 
pipes. But to the person who wants 
to use that water, the end-result 
is as simple as it: was for the In- 
dian in the forest. 

Now, the total product of the 
industries manufacturing con- 
sumer goods may be likened to our 
water supply systems. Those in- 
dustries» operate to satisfy the 
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Place of Retailing 


By GORDON K. CREIGHTON 


Assistant General Manager 
National Retail Dry Goods Assn. 


Gordon K. Creighton has been 
studying the retailing picture from 
the vantage point of different execu- 
tive positions for many years. From 
1918 to 1928, he was associated with 
C. T. Slattery Corp., Boston, jn 
posts ranging from assistant treas- 
urer to general merchandise man- 
ager. 

He was president and a director 
of Frederick Loesser & Co., Brooklyn, 
from 1928 to 1930. After serving 
as a director and general merchan- 
dise manager of Conrad & Co., 

* Boston unti! 1942, Mr. Creighton 
joined the Office of Price Adminis- 
tration, where he eventually be- 
came acting chief, retail distribution 
branch, Consumer Goods Price Di- 
vision, Washington, D.. C. 

He assumed his present position 
with the National Retail Dry Goods 
Assn. in 1944. 

Throughout his business career, 
Mr. Creighton has lectured on the 
subject of retailing at several uni- 
versities, including Harvard, Boston 
University, and New York University. 


needs, wants and desires of the 
multitude. But, in the factories of 


the makers or in the warehouses of 
intermediate distributors such as 
wholesalers and jobbers, they are 
as remote from their ultimate por 
sessor as water is in a reservolf, 
and as inaccessible. The consumer 
has no way of finding them. There 
they are, on the one hand, vast 
and variegated stocks of food, 
clothing, home furnishings and 
household necessities, drugs, eté., 
and on the other hand, the mil 
lions who need those goods and 
to whom they must be conveyed, 
since there is no other way of 
bringing person and product te 
gether. 

These mountains of 
merchandise must be separated 
into stocks appropriate to the 
taste-requirements and the budget 
limitations of the many publics 
making up each of our 3,464 com 
munities with populations of 2,500 
and over (U. 8. Census of Business 
1939). Who ean be trusted 0 
undertake such a monumental 
task? In effect, it means dit 
tributing more than 50 billion do 


desirable 
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In Distribution 


lars worth of goods annually over to the public with any prospect of which invariably accompany great 
3,500 communities in such success. wars, and follow them for a 
In the times of artificial scarcity (Continued on Page 70) 


almost 
proportions and assortments that 


the needs of 140 million people will "The best salesmen in the market use the patter of stock-record clerks. A buyer often 
be fairly and adequately met. And is told: ‘This is a re-order item at Macy's . . . Gimbels has used 1,000 doz. of these.’” 


this must be done in an operation 
Which will return a living profit 
to those so distributing it. At the 
least, it must not mean a loss, not 
if the public is to be served as it 
wants to be served, as it ought to 
be served. 

If production could borrow 
Superman from the comics, distri- 
bution would be a simple matter of 
openine manufacturers’ outlets in 
all communities and sending to 
them at just the right time, the 
right assortments of merchandise 
items at the right prices, and all 
would be well. But there is no 
such master-mind whose instine- 
tive knowledge would enable him 
to foresee and anticipate the vary- 
ing requirements of all our social 
strata. As between the forces sup- 
ply and demand in normal times, 
itis demand which dictates what 
‘supply shall bring forth and offer 
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IGOROUS and honest think- 
R ing on the subject of dis- 

tribution all too quickly en- 
counters the taboos which set an 
iron curtain around business think- 
ing. But the war and the great 
changes of the decade just passed, 
force us to face some of the funda- 
mental problems of our time. 
Surely, when the dominant force 
in our economy is the full flower- 
ing of monopoly and the spread 
of monopolistic practices we can 
not escape an investigation into 
their effects on distribution. Nor 
can we avoid facing the fact that 
the distributor, in many aspects of 
his operations, is in a parasitic 
relationship to the producer. Fin- 
ally, no matter how the business 
community may evade the prob- 
lems of consumption, in the field 
of distribution we come directly 
face to face with the factors which 
determine the consumption power 
of this country and of the rest of 
the world—factors which govern 
wage rates, income levels, stand- 
ards of living, and the distribution 
of income. 

Of course, any study of a market 
always involves an understanding 
of trends in employment, wage 
levels and income distribution. 
Selling is concerned with likely 
prospects. If some, or even most, 
of the population is unable to buy 
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Facing the Facts 


our goods, this is reported by our 
market research in terms of in- 
come levels, or credit standing, or 
efficiency of operation. The sales- 
man’s logic may demand the rea- 
sons why a prospect is undesirable, 
but he is not concerned with the 
causes of his condition. 

In an earlier day, when our pro- 
ductive capacity could not serve 
all the people, salesmanship with 
its selection of prospects was the 
complement to our limited produc- 
tion. Our selling techniques were 
developed ‘to make sure that every 
possible customer was reached and 
sold. But now when we ean pro- 
duce relative plenty for all, we 
have a new perspective. We have 
to make sure that all can buy. For 
the first time the ‘‘ability to con- 
sume’’ leaves the domain of sociol- 
ogists and economists and becomes 
the immediate concern of business 
as a whole and mostly of distribu- 
tion. As Judge Vinson put it, 
‘‘The American people are in the 
pleasant predicament of having to 
learn to live 50 percent better than 
they have ever lived before.’’ 


Conflicting Forces 


The prospect may be pleasant 
but the predicament is real and 
ominous. Clearly the economic 
processes do not take place in a 


vacuum. Distribution is a fune 
tion both of production and eon- 
sumption and so part of the life 
process in society. It must be 
studied in this context to be under- 
stood. Therefore, specialists in 
distribution can not ignore the 
complex and conflicting forces 
which determine, for example, to 
what degree we shall achieve full 
production ; at what level there is 
to be a floor placed under wages; 
what measure of security, uD 
employment, and health benefits is 
to be built permanently into our 
social legislation; how full a role 
labor will be permitted to assume 
in economic planning; to what de 
gree the government will partici- 
pate in housing, road-building, 
flood control, and power develop- 
ment; what steps we shall take to 
make possible a healthier and less 
precarious existence for smaller 
enterprises; to what 
shall actually regulate big business 
and control monopoly ; and finally, 
whether we shall build peacefully 
in a changing world, or seek 
‘‘solutions’’ in war. These are the 
true determinants of the character 
and extent of our markets. 

We can not escape the fact that 
the war has precipitated a quali 
tative change in our economy, 
which alters the basic character of 
distribution. For dramatic com 
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The distributor has to add three dimensions to his 
thinking: he has to see the whole pattern for each 
major group of products; he has fo learn how to 
employ marketing arbitrage, and finally, it is to 
his interest, as well as to the consumer's, to find 
ways and means of tearing away the veils of 
secrecy with which monopolistic pressures and 
practices are clothed. 


By VICTOR LEBOW 


Sales Manager 
Chester H. Roth, Inc. 
New York 


In Distribution 


trast, compare 1944 with 1924. In 
1944 dollars, the gross national 
product in 1924 was $85.1 billions 
against $198.7 billions in 1944, an 
inerease of 133 percent, and the 
mtput per worker was $2,051 in 
1924 and $3,144 in 1944, an in- 
crease of 53 percent. 

This huge increase in American 
production at last makes possible 
for every family in the country a 
living standard which includes a 
seially acceptable minimum of 
comforts, conveniences, and oppor- 
tunities. It is probable that more 
people lived better, ate better and 
dressed better in the United States 
during the war than ever before. 
Table 1 gives the percentage 
changes in per capita purchase of 
all consumer goods and services 
between 1939 and 1944. 

The great rise in ‘‘output per 
worker per year’’ was the deter- 
mining factor in the leap of ‘‘ gross 
tational product’’ to new high 
levels, a more weighty factor even 
than the increase in employment; 
for excluding the armed. forces, the 
employment in 1944 was only 34 
percent higher than in 1924. What 
is the significance of the great rise 
in productivity? It means, for one 
thing, that the absolute volume of 
commodities and services carried 
by our distributive system is to be 
eormously multiplied. Secondly, 
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since ‘‘cost per unit’’ should de- 
cline this will mean more people 
consuming goods and each of them 
buying more commodities. Surely, 
the strains on the mechanisms of 
distribution will be greatly mag- 
nified. 


Must Evaluate 


Clearly, then, to grapple with 
the real problems that face dis- 
tribution in the years immediately 
ahead, we must evaluate the forces 
operating in two areas, and under- 
stand their inter-relation : 


1. The factors limiting consump- 
tion. 

2. The factors restricting dis- 
tribution. 

The fundamental conflict is be- 
tween our productivity, now capa- 
ble of achieving plenty for all, 
and those forces which limit the 
capacity to consume. 

1. Look first at production. 
There, our economy is confronted 
with increasing concentration 
of economic power, enormously 
hastened by the war. ‘‘ Three-fifths 
of the total postwar capacity to 
produce is held by the 250 largest 
manufacturing corporations, and 
the remaining two-fifths is spread 


*(Report to Congress from the Smaller 
War Plants Corp., April-May, 1945, p. 10). 


among the more than 75,000 re- 
maining medium-sized and small 
corporate manufacturing enter- 
prises. This is distortion of the 
economy which threatens disaster.’’* 

In production the heightened 
dominance of monopolies and the 
increased concentration of produc- 
tion in fewer hands (which is not 
always synonymous with monopo- 
listie control but which always has 
at least some elements of monopoly 
involved) leads to restrictions upon 
output, monopoly super-profits, the 
steady decline in price sensitivity, 
the draining off of disproportion- 
ate amounts of consumption ex- 
penditures and the consequent de- 
cline in employment leading to 
crash and depression. Clearly it 
is in the field of production that 
the chief deterrents to the capacity 
to consume are to be sought. 

2. Obviously, the limitations on 
the capacity to consume are the 
major impediments to mass dis- 
tribution. But there are forces, 
operating within distribution it- 
self, which tend to diminish its 
efficiency. Inflexible prices prevail 
in a large portion of the economy. 
As one economist has put it, ‘‘the 
two most elastic elements left in 
the economy to take the shock of 
the economic adjustments are the 
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prices of farm products and the 
employment of labor.’’ 


Monopoly pricing stultifies the 
ability to consume since a dispro- 
portionate part of the consumer’s 
‘income is spent for products and 
services whose prices are inflexible 
and inflated. But distribution is 
directly affected in its own tech- 
niques and mechanisms by monop- 
oly and by its endless forms of 
‘‘imperfect’? and ‘‘non-price’’ 
competition. 


Monopolistic Factors 


One effect of the monopolistic 
factors in production is to magnify 
the parasitic aspects of the rela- 
tionships of the distributor to the 
producer. To the extent that the 
distributor adds time and place 
utility he is performing an eco- 
nomically valid function. But es- 
sentially parasitic are such mani- 
festations as the excessive multipli- 
eation of outlets, the uneconomic 
multiplicity of lines within each 
outlet, and the wasteful overlap- 
ping of selling efforts directed to 
the same consumers and distribu- 
tors. 

The fundamental conflicts within 
retailing today, are opposing ten- 
dencies toward the acceptance or 
rejection of these parasitic ele- 
ments in the role of the distribu- 
tor. There are three basic trends: 

A. The drive to operate at lower 
costs vs. the decision to maintain 
or enlarge prewar service. Here 


are marshalled all the exponents 
of self-service and low-expense op- 
eration. Against them are the 
proponents of greater variety, 
more brands, more conveniences 
and services. The most dramatic 
presentation of this conflict is the 
history of the pine-board cut-rate 
drug stores and their virtual sup- 
pression by the so-called Fair 
Trade Act whose long term result 
must be to weaken the independent 
dealer by choking him up with 
swollen inventories of ‘‘price- 
fixed’’ merchandise. 


B. The drive to operate at lower 
mark-ups vs. basing high mark-ups 
on exclusive goods or services. The 
temptations of the postwar in- 
flationary movement find ready ac- 
ceptance in the ‘‘trading-up’’ 
yearnings of most independent 
merchants. It is principally the 
chain stores that are carefully 
planning to lower their mark-ups 
by reducing their costs of opera- 
tion, inereasing the volume, speed- 
ing up the rate of turnover, weed- 
ing out duplications and slow mov- 
ing items, reducing or eliminating 
personal services, and preparing to 
meet and offer the most intense 
competition. 


Low Mark-Up 


The low mark-up operation of 
the Schulte Cigar Stores in men’s 
furnishings or the Kroger Grocery 
& Baking Co. in its household drug 
departments will bear contrast to 





TABLE | 


All consumer goods and services percent changes in per capita purchases by groups. 
Valued so far as possible at prewar prices. 





Item 


1939 to 1944 
Percent 





Food 
Alcoholic beverages and tobacco ..... 
Clothing, including footwear 

Housing teak Bere 
Fuel and electricity Sieg 


+ 8 
+33 
*p+23 
+14 
+32 


Household goods (mainly electrical and metal products) —23 


Household goods (other) 

Other personal effects . 

Reading matter 

Amusements 

Motor vehicles and their ‘operation oti 
Public transportation 

Postal, telephone, and ee services 
Miscellaneous services 


TOTAL CONSUMPTION 


p+26 
p+43 
p+24 
p+!0 
p—52 
p+87 
p+33 
ptlg 
pt+lé 





*p—Preliminary 


“The Impact of the War on Civilian Consumption,” 


Report of a special combined com- 


mittee set up by the Combined Production and Resources Board, Sept. 1945, p. 24, Super- 


intendent of Documents, Washington, D. C 
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the full mark-up demands th 
out most of the department stores 
and drug stores that apply tragj. 
tional mark-ups throughout the 
store regardless of the changes jp 
the competitive relationships of 
the individual departments and of 
the lines within each department, 
C. Expansion of retail operations 
in chain store additions, mergers 
joint and cooperative ventures ys. 
the decision to go it alone. Ironic. 
ally enough, the latter decision 
usually is that of the smallest ang 
weakest. Clearly the greatest im- 
portance to the distributor of his 
inereased stature, prestige, buying 
power, and stability lies in his 
ability to resist the producer, de- 
mand more satisfactory terms from 
him, and even reject his produet, 
The big chains and mail order 
houses, for example, have been far 
more successful in denying prim- 
acy to the branded lines than have 
the smaller independents. 


One of the characteristics of 
name monopoly, the advertised 
brand particularly, is that it de 
votes enormous expenditures to the 
sales and promotion of its produet 
while it maintains a restricted rate 
of production. Its price may be 
inflated or it may even represent 
a fair competitive value. The point 
is that in its efforts to secure its 
portion of the consumer’s dollar 
it exerts heavy pressure upon the 
distributor, distorting his inven- 
tories, his rate of turn-over, his 
mark-up expectations, his costs of 
doing business. Most important of 
all, it restricts his freedom of 
choice. Mass consumption of the 
expanded productive capacity of 
our economy can not be achieved 
without effective resistance by dis- 
tributors to these pressures Dy 
monopolistic producers. 


TNEC Hearings 

During the hearings 
Temporary National Economie 
Committee, Dr. Ruth Ayres pre 
sented the results of a buying e&& 
pedition in the city of Washing: 
ton. In one store, in one day, 
tomato juice was purchased in 21 
different packages which included 
11 different. brands, 17 different 
sizes, 15 different net weights, 15 
different prices. 


of the 


(Continued on Page 78) 


DISTRIBUTION AGE 





ment. 
made 
short 
have 
quick] 
skilled 
Few 
duced 
direct! 
Few ( 
produ 
contri 
peace. 
Wh 
of the 
source 
to th 
soures 
cern. 
rapid 
subje 
leaves 
ing a 
the r 
It 


SEPT 





1 
fil 
it 





g over spilt milk . 


high resistance to shocks. 


“Indur, 


Saron... 


No, we’re not calling the roll of Indian 
potentates. These names are descriptive 
of some basic plastics materials, and are 
indicative of what Dr. Edwards is think- 
ing about when he calls for simplifica- 
tion of trade nomenclature throughout 
this rapidly expanding industry. 


plastics industry has under- 

gone an amazing develop- 
ment. Few other industries have 
made such rapid progress in so 
short a time. Few other industries 
have sueceeded in training so 
qickly such a large corps of 
skilled technicians and experts. 
Few other industries have pro- 
duced so many products that aided 
directly in the winning of the war. 
Few other industries promise to 
produce so many products that will 
contribute to the enjoyment of the 
peace. 

While the meteoric development 
of the plastics industry has been a 
source of gratification and benefit 
to the public, it also has been a 
source of consternation and con- 
crn. The industry has grown so 
rapidly that it literally has been 
subject to a run-away progress that 
leaves its ultimate customers gasp- 
ing and dismayed by the side of 
the road. 

It seems to me, as an outside, 


]) vias the last 20 years, the 
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. . but not over a broken tumbler. 
qumbler (it just doesn't seem right to call it.a "glass,") 
It's made of du Pont nylon. 


Plastics 
and the 
Publi 


Insurok, Malaket, 


Cc 


Geon, 


By CHARLES M. EDWARDS, JR. 


Dean, School of Retailing 
New York University 


impartial observer, that the plas- 
ties industry must take at least 
four steps if it is to win for its 
products the full measure of aecep- 
tance and adoption that they de- 
serve. In one way or another, the 
industry must undertake: 

1. Simplification. 

2. Application (improvement). 

3. Information. 

4. Combination. 

Let’s consider each of these steps 
in turn. 


1. SmMPLIFICATION. From the 
viewpoint of the consumer, the 
most urgent problem that faces the 
plastics industry today is the need 
for simplification; simplification 
both in products and in names. Up 
to now, according to the handbook 
published by the Society of the 
Plastics Industry, Plastics—the 



























Story of an Industry, ‘‘about 30 
basic plastic products have been 
developed which lend themselves 
to hundreds of formulations.’’ 
While I confess my lack of tech- 
nical knowledge of the field, I still 
presume to question the advisa- 
bility of keeping alive so many dif- 
ferent plastic products, many of 
which seem to be closely related in 
composition and in characteristics. 
With at least 30 basic plastic ma- 
terials from which to make a 
choice, is there any wonder that 
the buying and merchandising ex- 
ecutives of retail stores so often 
throw up their hands in horror and 
declare their indifference or their 
outright opposition to purchasing 
plastic products for resale to their 
customers? When a retailer is of- 
fered a choice of articles manu- 
factured from a bewildering array 
of materials, the names of which he 
can’t even pronounce, such as al- 
lyes, aminos, aniline formalde- 
hydes, phenolics, phenol furfurals, 
(Continued on Page 80) 
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By E. A. MATTISON 
Executive Vice President 
Bank of America 





Financing Distribution 


HEN asked by the editor 

\ y for an article on the finance- 

ing of the distribution of 
consumer goods, this  banker’s 
thoughts went ambling back over 
the years to the period when the 
masses of our people were asking 
why they should be laid off from 
work when consumers still wanted 
to consume and manufacturers 
still want to manufacture. Writers 
in the press and voices on the radio 
began to say that the country 
potentially was as wealthy as it 
had always been. Both the will 
to produce and the desire to con- 
sume were present. The missing 
link, it was sagely stated, was 
proper distribution of goods to the 
ultimate consumer. 

There were more missing links 
than that, of course. But this line 
of thought does point up what 
might be called the essential trinity 
of our industrial economy: Pro- 
duction, Distribution, Finance. 
There is not much point in manu- 
facturing goods without means of 
distribution which includes market- 
ing techniques; hardly possible to 
do either without financing. 

Financing is the modern means 
of arranging for barter of goods 
and services. Financing is the 
means through which the standard 
of living has been raised from the 
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bare existence of the Stone Age, 
where a man’s only trading was 
with his neighbor, to the Jet Pro- 
pulsion Age, where trading be- 
tween an American, an English- 
man, a Chinese and a Turk can be 
accomplished with the stroke of a 
pen, a simple act which sets in 
motion -vast processes of global or- 
ganization. 


Jet Propulsion 


Come to think of it, jet propul- 
sion is not a bad simile. The force 
which sends a jet plane hurtling 
through the air seems to be mostly 
power formula. The power which 
propels business is mostly financ- 
ing formula. Both require the 
observance of certain conditions 
and the employment of factors 
created for the purpose. Both pro- 
vide the means for going places. 

Modern, progressive bankers 
have set up financing formulas for 
virtually every aspect of produc- 
tion and distribution of industrial 
and consumer products. If an 
existing formula does not fill the 
need, one usually can be worked 
out if a business is sound. 

We do not need to discuss the 
financing of production here. We 
start with the assumption that the 
goods have been produced and that 


they are ready for the distributor. 
Now someone rises to ask: What 
kind of distributor? The sale: 
promotion man or the fellow who 
handles the shipping ? 

Sinee both are in the picture, 
the banker’s services are available 
to both. With the second fellow 
the problem is simple. He keeps 
his banker informed of his finaneial 
status in the usual way; when he 
needs operating funds he gets them 
in the form of a regular com- 
mercial loan on the basis of bis 
reputation ; if his needs are a little 
unusual, such as some additional 
equipment to care for growing 
business, he ean even get capital 
loans from some banks. In other 
words, the going concern, efficiently 
operated, rarely needs to go 
anyone but a good banker for 
financing services. 

The fellow setting up a new 
business should provide himself 
with ‘‘venture’’ capital with whieh 
to acquire plant and_ principal 
equipment. This money can be his 
own, or partly his own and partly 
furnished by investors or partners. 
Then, on a showing to his banker 
that he has the necessary know 
how, a good reputation for bil 
paying, and some acceptable evid- 
ence indicating he will have some 
earnings wherewith to service his 
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of Consumer Goods 


debts, he can tap the same source 
of operating funds as the weil 
established fellow. 

Lest this look too easy, let us 
point again to that phrase ‘‘neces- 
sary know-how.’’ That includes 
management ability. The fact that 
aman is a good mechanic or a 
smooth truck driver is no assur- 
ance that he can operate a fleet 
of trucks successfully; a good 
skipper is not necessarily a shrewd 
ship operator; ability to fly a C-54 
is no guarantee of ability to man- 
age an airline. More business fail- 
ures are due to lack of manage- 
ment skill than to any other single 
cause. 

Therefore, your banker’s advice, 
if you want to embark in the ship- 
ping or marketing or any other 
kind of business on your own ac- 
count, is to learn something about 
management. 

Now to the field of marketing. 
This is a field in which the financial 
assistance of banks has risen to 
new heights of efficiency and 
imagination in recent years. This 
particular banker-author happens 
to be associated with an institution 
Which has developed financing 
Services for marketing operations 
to that well known ’nth degree 
and has watched with much in- 
terest the spread of its techniques 
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Modern banking has set up financing formulas for 
virtually every aspect of the production and distri- 


bution of industrial and consumer products. 


If an 


existing formula does not fill the need, one usually 
can be worked out if a business is sound. 


over ever-widening areas of the 
eountry. 

These specialized services are 
available to the manufacturer, the 
sales-distributor and the retail 
dealer in virtually the entire con- 
sumer goods field. For the manu- 
facturer, in addition to the ordi- 
nary commercial loans, there are 
loans against accounts receivable 
or against warehouse receipts for 
inventory or finished goods to pro- 
vide working funds, and there are 
term loans or serial loans for eapi- 
tal purposes such as expansion, new 
equipment, ete. 


Commercial Loans 

For the saies distributor there 
are all the above services, of which 
perhaps the arrangement for loans 
against warehouse receipts is one 
of the most useful. Sometimes 
faced with the necessity of buying 
in carload lots, the distributor may 
have the bank lighten his financial 
load by converting warehouse re- 


ceipts into cash. As goods are sold 
they are released by the bank on 
repayment to the bank of the 
agreed value of the goods released. 
This arrangement, as is the case 
with many of the others, is sub- 
ject to modification according to 
individual circumstances. 

For the retail dealer the bank 
offers usual commercial loans, ware- 
house receipt financing, ‘‘flooring’’ 
loans to help the dealer acquire 
his stock, and the financing of con- 
sumer purchases either through the 
purchase of the dealer’s instal- 
ment paper or through the execu- 
tion of a contract with the con- 
sumer direct. Retail instalment 
contracts purchased by the bank 
may be made either with or with- 
out recourse, a technical arrange- 
ment which determines whether 
the bank or the dealer shall be 
burdened with repossessions or eol- 
lections in the case of deliquencies. 

Another service to the dealer 
made available by your progressive 

(Continued on Page 74) 
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Not a Christmas rush, merely o 
typical day in o corner of the post 
office building, Aldens, Chicago. 


NE of the most powerful and 
far reaching instruments of 
distribution in our modern 

business world is the mail order 
catalog, faithful mirror of our 
complex and changing civilization 
for more than 50 years. 

The place of the mail order cata- 
log in our everyday life is unique. 
It is as American as hot dogs, 
apple pie and the slang word 
‘‘veah.’’ It is known to city 
dweller, suburbanite and country 
cousin alike. It is eagerly awaited 
and avidly read by more people 
than our well-publicized _ best 
sellers. It helps to establish styles, 
and enables millions in even the 
remotest of areas to enjoy the 
fruits of our mass production sys- 
tem. 

For years, mail order catalogs 
have followed a somewhat veneral 
pattern. This was particularly 
true during the war years. Now, 
as the nation reconverts to peace- 
time economy, the catalog also has 
reconverted, and has added some 
new and interesting fillups as well. 

Outstanding example of how a 
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One of the first steps in mail order 
delivery is packing. The packer 
above is folding women’s blouses 


New Trend 


By J. DAVIS SCOTT 


Special Feature Writer 


mail order catalog can be dressed 
up and given that ‘‘extra some- 
thing’’ that makes for good mer- 
chandising is the 1946 fall mail 
order catalog of Aldens Inc. of 
Chieago, Ill. 

Representing nearly twe vears 
of research and study, the 618- 
page, 234 lb. Aldens book estab- 
lishes a new trend in catalogs. The 
book contains a guide for better 
living, thus marking the first time 
that a mail order catalog has in- 
eluded anything but material 
directly relating to its merchan- 
(lise. 

The guide, designed by a wo- 
man’s fashion expert and a woman 
novelist, covers eight different 
topies and primarily is aimed to 
appeal to the woman customer. 


Aldens (formerly known as the 
Chicago Mail Order Co.) has long 
recognized the marketing fact that 
an overwhelming percentage of its 
mail orders come from the women 
buyers of the nation. 

The lady of the house is inter- 
ested in many things. Basically, 
her most important interests are 
her children, her home, her hus 
band and her fashions. Alden 
manual has kept these factors in 
mind. To assist the woman ¢ls 
tomer in being a better informed 
mother the book has included sueb 
topics as ‘‘How to Keep Baby 
Healthy and Happy,’’ and ‘‘How 
to Enjoy Your Growing Chil 
dren.’’ To stimulate her interest 
in home making there’s a topie 
titled ‘‘How to Make the Most of 
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In the shoe department, stamped 
boxes are dropped on a conveyor 
leading into the shipping room. 


The mail order catalog is as American as hot dogs 


and apple pie. 


banite and country cousin alike. 


It is known to city dweller, subur- 


It helps to establish 


styles, and enables millions to enjoy the fruits of our 


mass production system. 


Far from being dated, it is 


waxing stronger and more colorful. 


Your Home’”’ and to advise her 
daughters there’s another depart- 
ment under the heading ‘‘ How to 
be the Smoothest Teen in Town.’’ 
All women like their men to look 
their best, and so there are two 
pages of hints on this topic, too. 
For the lady, herself, there are 
pages of things headed ‘‘How to 
Look Your Loveliest for the New 
Fashions’? ‘‘How to Create New 
Magic with Your Fashions,’’ and 
“How to Achieve the New Slim- 
Fashion Look.’’ By printing the 
pages on blue paper and illustrat- 
ing them profusely, the guide has 
in additional appeal. 

“This was no hasty last-minute 
job,” explained Robert W. Jack- 
son, Aldens president. ‘‘ For nearly 
24 months Aldens. cast about for 
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ideas to make its catalog a more 
lasting part of the American 
seene,’’ he said. ‘‘The company 
wanted something to give the cata- 
log greater value, something to 
make it, in a sense, a reference 
book for the woman customer and 
her varied interests.’’ 

Margaret Rivers, a writer for 
several nationally known women’s 
magazines and a fashion consult- 
ant, and Elizabeth Foster, woman 
novelist with a half dozen books to 
her name, began the project and 
then joined efforts with 125 mem- 
bers of the company’s staff to put 
out the guide. 

While the guide constitutes a 
new approach in mail order mer- 
chandising the older and proven 
methods of catalog presentation 


This catalog attracts interest, even 
omong employes. A fashion dis- 
play is the chief attractien here. 


have not been overlooked. The new 
Aldens book might well be used as 
a textbook by the merchant who 
uses catalogs to aid distribution or 
one who may be considering the in- 
stitution of catalogs as a business 
builder. 

Literally, there’s a touch of the 
showmanship of the theatre in the 
book. A bevy of beautiful Powers 
and Conover models, who were 
specially flown to ‘‘perfectly sun- 
lit’? Phoenix, Ariz., for the picture 
taking assignments, appear 
throughout, attired in the latest of 
fashions. The format features these 
models in 10 pages of full color 
photographs in succession without 
copy, thus presenting a complete 
line of merchandise in pictures be- 
fore effort is made to sell. This 
portion is aptly titled the ‘‘pano- 
ramie stopper’’ section. 

Aldens main objective in selling 
by catalog is to simulate as close- 
ly.as possible with the medium at 
hand over-the-counter selling in a 
retail store. All selling is in the 
book, or through books, from the 
educational-institutional process of 
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telling the advantages of buying by 
catalog, to point-of-purchase sell- 
ing. A distinct realization that the 
catalog is a complete store is one 
of the first requirements of this 
selling technique. From there the 
firm follows the pattern sequence 
that divides the catalog by depart- 
ments, line of merchandise and 
age, just as does a retail store, 
adapted, of course, to the fact that 
a catalog is not spread out over a 
large acreage but is a capsule form 
of store between covers. 

The sequence of the book pro- 
vides for color pages at fairly reg- 
ular intervals. However, these in- 
tervals are not selected because of 
the requirements for regularity but 
because the merchandise selected 
for color lends itself best to color. 

The technique in the Aldens 
fashion department is to place by 
far the most emphasis on the pic- 
ture and less emphasis on copy be- 
eause style, the important thing, 
is indicated by illustration. On 
ordinary staples the emphasis on 
copy and picture is about equal 
and on heavy mechanical goods 
with well-defined construction fea- 
tures the preponderance of the 
emphasis is on copy. 


Mail order cataloging has come 
a long way from the one-page sheet 
issued by the world’s first mail 
order house in 1872, seven years 
after the end of the Civil War. 
Contrary to opinion in some quar- 
ters, it is becoming an even 
stronger medium of sales and dis- 
tribution as the years roll by. 

The next 25 years will see many 
of today’s catalog trends becoming 
a reality. 


Looking Ahead 


G. J. Cullinan, Aldens vice 
president and an avid student of 
cataloging, believes that with'n the 
next two decades ‘“‘all catalog 
houses will offer an assortment of 
merchandise in all price ranges up 
to and even beyond the middle 
price bracket and in many lines 
will actually offer good assortments 
of the highest priced and custom 
built merchandise . . . catalogs will 
range from 1000 to 1500 pages... 
and will be of sectional rather than 
national nature.’’ 

He foresees, too, ‘‘catalog mer- 
chandise of the near future de- 
signed to suit all classes of people, 
urban, as well as small town and 
rural .. . the physical catalog it- 





Airborne Telethrift Shopping Service 


of Continental Air Lines. 
to the customer in the three Colorado cities 
early the following morning by a fleet of 
motorized package delivery trucks. 


N a move calculated to have far reach- 
ing effects on scheduled air freight and 
the potentialities of parcel post by air, the 
Sears Roebuck Co. of Denver has in- 
augurated an “airborne telethrift shopping" 
service. In collaboration with officials of 
Continental Air Lines, arrangements were 
completed to provide overnight delivery 
by air to buyers in Pueblo, Colorado 
Springs, and Denver from the Kansas City 
warehouse of the mail order house. 

"Catalog" buyers in these cities and 
surrounding communities of western Colo- 
rado can now purchase the usual items by 
telephoning the “airborne telethrift" divi- 
sions of the Sears stores in any of the three 
cities, where purchases are relayed at 2 
p. m. daily by direct wire to the Kansas 
City warehouse. 

In Kansas City the “Airborne” purchases 
are given preference over the routine mail 
orders by their immediate selection from 
stock and packaging in one hour, compared 
with three and one-half hours consumed 
in the normal processing of mail orders. 
“Airborne” shipments are then  consoli- 
dated in canvas containers assigned to the 
individual cities, speeded to the airport 
and placed aboard the early evening flights 


Delivery is made 


The consumer, pays only the catalog 
price of the merchandise plus a small de- 
livery charge based on a scale of I5c for 
shipments up to 5 Ib., 20c for shipments 
up to.15 Ib. with continued reductions in 
rates to a 90c charge for a 100 |b pack- 
age. 

The "airborne telethrift shopping" service 
is the result of many months of research 
and marketing surveys by the Continental 
Air Lines group in Denver and Sears execu- 
tives. Installation of an extensive teletype 
and telephone system between the Colo- 
rado cities and Kansas City was necessary 
to provide the fast and direct communica- 
tion service essential for efficient operation 
of the plan. 

This method of "catalog" merchandising, 
geared to the speed of air transportation, 
is the brain child of John A. Smith, Con- 
tinental Air Lines’ cargo sales manager, 
who has been prominently associated with 
air shipping for the past 10 years, and 
James E. Pori, sales promotion manager of 
the Sears store in Denver. 








self completely in color on 

paper of heavy weight with a per 
manent hard cover .. . with all j}. 
lustrations photographed and al] 
copy and promotions in complete 
story style stated newsily and dra- 
matically, but factually and jp- 
formatively as well, outlining all 
the uses and benefits of the mer. 
chandise shown.’’ He feels there 
will be ‘‘a strong tendeney to 
wards showing only one illustra- 
tion on most pages so that the copy 
and pictorial story will be com- 
plete.’’ 

Mr. Cullinan also looks for “‘pre- 
evaluation of store lines by eng 
tomer sampling to protect the firm 
in its broad assortment of mer- 
chandise. He expects that there 
will be supplementary _ books, 
Spring and Christmas catalogs, of 
larger size and in complete color,” 
and that there will be ‘‘more and 
better catalogs issued by all mail 
order companies,’’ probably as 
many as 50 catalogs a year. 

‘‘In operating, distribution and 
service there, will be pronouneed 
changes,’’ he says. ‘‘The order 
blank may be stylized, perhaps will 
be greatly increased in number, 
with a certain simple kind for each 
type of merchandise. Postage may 
be eliminated. 

‘‘Buying services such as credit, 
C. O. D. and charge accounts could 
be offered without charge to the 
customer in the same manner as 
they are now offered in metropoli- 
tan stores. This could be done with- 
out fear of excessive loss because 
under the highly systematized ree- 
ord and tabulatory plan of cus 
tomer control now used, the fore 
seeable bad debt loss is more than 
offset by the reduction in the per 
eentage of catalog selling cost re 
sulting from the normal increase 
in sales from customers converted 
to using credit, C. O. D. or charge 
accounts. 

‘‘ Air freight, teletype, telephone, 
far flung catalog service units, 
backed up by branch houses t 
serve major areas, and changes it 
the internal handling of orders # 
an assembly line operation will 
tend to bring the catalog house 
a one-day service basis with all 
customers no matter where I 
eated,’’ he says. 
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A route salesman of Jewel Tea Co., Inc. 
Wartime emergency measures have made 
his work more efficient and more profitable. 


° v ° 


Wartime Efficiency 
Is Here to Stay 


Each wartime problem brought 
with it an opportunity to effect 
permanent distribution economies. 
This article shows how one com- 
pany expects to improve its com- 
petitive position by retaining cer- 
tain ‘“‘emergency” measures and 
applying them to current business 


practice. 


By H. W. DOTTS 


Vice President & Sales Manager 
Jewel Tea Co., Inc. 
Barrington, IIl. 


ESTRICTIONS and _pres- 
R sures created during the 

war forced many companies 
try new policies and to make 
changes in old policies which, at 
the time, seemed like temporary 
thergency measures. However, in 
many cases, the new way proved 


SEPTEMBER, 1946 


superior to the old way of doing 
things. 

Some wartime changes which 
have ‘‘come to stay’’ at Jewel Tea 
Co. are: 

1. Reduetion in 
mileage. 

2. Inerease in the production of 


delivery car 


salesmen through improvements in 
the delivery car. 

3. Adoption of new merchandis- 
ing policies. 

4. Development of better work- 
ing conditions. 

5. Inauguration of centralized 
training for new employes. 

6. Decentralized control, with 
more responsibility and initiative 
expected from field management. 

Every two weeks, Jewel Tea Co. 
serves over 700,000 customers in 
their homes. This is accomplished 
by 1,640 salesmen who operate 
light panel trucks and who re- 
eeive weekly from 80 branch ware- 
houses the goods which they de- 
liver to their customers. The sales- 
men are employed by the company 
on a salary plus commissions pay- 
ment plan. Equipment is supplied 
and operating expenses are paid 
by the company. 

When the war started, our com- 
pany was operating 1,660 home- 
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service delivery routes, with an 
average of 208 mi. a week a route. 
When Office of Defense Transpor- 
tation issued its directive which 
allowed’ our type of business only 


75 percent of prewar gasoline re-. 


quirements, and which also de- 
manded a reduction of 25 percent 
in over-the-road mileage to qualify 
for our gas rations, we thought 
that we were doomed. 


Reduced Mileage 


However, we found that by mak- 
ing a few changes, we could re- 
duce our mileage; not by 25 per- 
cent but by 40 percent; a drop 
from the 156 mi. a week a route 
which ODT would have allowed, 
to 125 mi. These changes included 
the closing out of a few distance 
accounts ; making the headquarters 
of each car in the center of the 
route, instead of at the saleman’s 
home or at the branch warehouse; 
and by having a salesman use pub- 
lic transportation instead of driv- 
ing home, if he found himself more 


than 15 mi. from his headquarters 
at the close of the business day. 
Through these experiences we 
learned how to gain more selling 
time for a salesman. We are con- 
tinuing in this direction through 
further concentration of our trad- 
ing areas. Our salesmen appreciate 
relief from long morning drives to 
their routes, and they continue to 
keep their cars in the center of 
their territories. Recently we in- 
ereased the drive-home maximum 
from 15 to 25 mi., and our mileage 
thereby has gone up to 145. But 
we are operating, and expect to 
continue to operate at less than 
75 percent of our prewar mileage. 
During the war we made a 
special study of the efficiency of 
our equipment, not only from the 
standpoint of operating costs but 
also from the standpoint of the 
efficiency of our salesmen. We have 
been using the panel type delivery 
ear because it has been cheaper to 
operate and less expensive to buy. 
However, we found that our sales- 





‘‘Meet Me at the Fair .. .”’ 


Revival of that typically American in- 
stitution, the state fair, is an assured fact 
this year, according to a recent survey 
conducted by Grocery Mfrs. of America, 
Inc. 

“As processors and sellers of the things 
the farmer grows, grocery manufacturers 
more than any other branch of industry 
welcome the return of the state fair," de- 
clared Paul S. Willis, president, GMA. 
“They offer a great show window for the 


display of the best that agriculture and 
industry can produce. And there are few 
occasions better adapted to impressing the 
millions who visit these exhibits with how 
closely intererlated we all are." 

Reports to GMA indicate that at least 
24 states will stage fairs this year. With- 
out exception, they anticipate record at- 
tendances. This is in contrast to last year, 
when very few of the regular state fairs 
were held. 








men, who were making at least 50 
calls a day, were losing time get- 
ting in and out of the car and in 
assembling orders for their eyg. 
tomers. 


The bucket type seat of the sedan 
delivery unit puts the driver in 
semi-reclining position which makes 
it difficult for him to get in and 
out. It hides the road from the 
sight of the driver of average 
height for a distance of 40 ft, 
directly in front of the car, and 
for a greater distance in the case 
of a shorter driver. It presents 4 
serious accident hazard. The low 
panel body ceiling makes it difficult 
for the salesman to select the eus- 
tomer’s orders. We are certain 
that we can increase a salesman’s 
productive selling time by at least 
10 percent, by giving him a ¢ab 
over-motor body with a seat located 
where he can get into it easily, and 
with a package section with eeil- 
ing high enough for him to stand 
erect while picking customer’s 
orders. We have had one such 
body built for tests, and we are 
experimenting with it now. 


Jewel has always had a ‘‘money 
back guarantee’’ policy. This 
policy is expensive, and the com- 
pany has maintained a higher than 
average gross margin to compen- 
sate for it. When war price ceil- 
ings were established, our prices 
were often reduced when some 
times they could have been in- 
ereased. Today 40 percent of our 
grocery items are selling for less 
than they did in 1942. 


An Experiment 


As an experiment in how price 
may affect volume of sales, we have 
set up a ‘‘pilot’’ branch of 21 
routes in what is considered tough 
territory along the Mississippi 
River from Dubuque to Muscatine, 
where we are selling our regular 
line of groceries and housewares at 
chain store and department store 
prices. This experiment, in which 
we have given our customers chain 
store prices on foods, department 
store prices on housewares, Ur 
limited guarantee and the pre 
mium which has been traditional 
with Jewel, has increased ow 
volume substantially. We are 


(Continued on Page 82) 
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Washington’s Appraisal of 


SUPPLY AND DEMAN 


All governmental agencies paint an optimistic picture 
of production, but between the lines of official reports 
are ominous shadows of shortages in basic raw ma- 
terials and productive facilities. In short, supply is not 


was confidently expected to 

reveal the marketing trends 
ineonsumer goods, was blotted out 
by Congress. Aside from its seri- 
ms implications to the national 
eonomy, the elimination of the 
funds will seriously shrink various 
wspects of the plans confidently 
prepared by the Commerce De- 
partment. 

There is a plan afoot to go back 
to Congress at the next session with 
in appeal to provide funds to 
mdertake a Census of Manufac- 
turers and several marketing sur- 
veys next year, which would make 
the results available in 1948; but 
there is considerable doubt whether 
Congress will comply. 

Some facts, indicating consumer 
marketing trends, have been gath- 
ted the past year, or 18 months, 
by the Department of Commerce, 
the Department of Agriculture, the 
Federal Reserve Board, OPA, 
Givilian Production Administra- 
tion, Federal Trade Commission, 
Interstate Commerce Commission, 
the U. S. Tariff Commission, and 
other agencies. A study of these 
fragmentary data reveal definite 
Wer-all trends. The synthesis 


T= Census of 1946, which 
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yet adequate to meet demand. 


By ARNOLD KRUCKMAN 


Washington Correspondent 


shows that retail sales since the 
start of 1946 have jumped not less 
than 30 percent and often up to 
125 percent over last year. The 
significance of the trend is em- 
phasized by government observers 
in the statement that a depression 
usually starts when consumers be- 
come afraid to buy their usual 
quota of consumable goods. 


Despite strikes and other eco- 
nomie troubles, Civilian Produc- 
tion Administration reports all- 
time highs for monthly production 
were reached in tires, men’s suits, 
vacuum cleaners, electric irons, 
and washing machines; very high 
peaks were reached in production 
of automobiles, trucks, women’s 
hose, sewing machines, domestic 
mechanical refrigerators, electric 
ranges, gas ranges, and radio sets. 

To understand the realism of 
these statements it is necessary also 
to grasp the idea that this high 
production was achieved by manu- 
facturers who drew upon their in- 
ventories, which, Commerce re- 








ports, gave manufacturers’ ship- 
ments in May a total value of $9,- 
900,000,000, of which $4,100,000,- 
000 is represented by durable 
goods. The figures for April were 
about the same. In May, and early 
in June, the inventory materials 
apparently began to run down, in 
some quarters, and could not be 
easily replaced. Domestic refrig- 
erators still climbed as much as 37 
percent, but vacuum cleaners, gas 
ranges, and trucks perceptibly de- 
clined. With the exception of re- 
frigerators there were no marked 
increases in the production of con- 
sumer goods. 

As a matter of fact almost every- 
thing which involved fractional 
horsepower motors, copper, steel, 
lead, zine, rubber, and plastic 
parts, either stood still or began 
to go backward. Sewing machines, 
for instance, depending on motors,” 
electrical components, and lumber 
for cabinets, have not yet been able 
to attain even 50 percent of the 
rate of prewar production. Elec- 
trical ranges, also largely depend- 
ent upon electrical components and 
copper products, including the bad- 
ly needed wire products, are still 


‘(Continued on Page 86) 
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Shipping Perishables By Air 


Certain things must be accomplished or large-scale perishable ship- 
ments by air will never be realized. These things concern equipment 
and facilities, carrier performance, costs and rates, packing and 
loading, refrigeration, market distribution and consumer acceptance. 


OR more than a year we have 
K had considerable quantities 
of fresh fruits and vege- 
tables shipped as air cargo. The 
experimental shipments of the 
Ralph E. Meyers Co. of California 
have been the most publicized, but 
there have been many others from 
all parts of the country. Airlines, 
contract carriers and other types 
of non-scheduled operators have 
been sharing in the business and 
there has been enough experience 
gained so that it may be seen that 
certain things must be accom- 
plished or large scale perishable 
shipping by air will never come 
about. These may be summarized 
as follows: 
EQUIPMENT AND FAcILITIEs: 1. 


The jobber handling airborne perishables 
must be. prepared to unload plane rapidly. 

















By JOHN H. FREDERICK 
Air Cargo Consultant 


To engage successfully in large 
scale commercial hauling of fresh 
fruits and vegetables, airplanes: 

A. Must be able to carry a mini- 
mum payload of 18,000 lb., pref- 
erably more. 

B. Must be equipped or insulated 
for temperature control within a 
range of 36 deg. to 42 deg. F., even 
if the addition of control equip- 
ment means an inerease in dead 
weight. 

C. Must be built to accommodate 
palletized loading, partly for speed 
in loading but especially so that 
lading can be predetermined on 
the basis of varying densities, and 
arranged automatically for balance 
and to accommodate precisely 
plane’s center of gravity. 

D. Should be designed and built 
so as to provide a eubical (or 
rectangular parallelepiped) load- 
ing space, as opposed to the cylin- 
drical shaped fuselage interiors 
now available on most transport 
planes, this specification is indi- 
eated not only for perishable lad- 
ings, but for all air freight mer- 
chandise. 

E. Should have a _ ‘‘clear 
through’’ cargo space, unbroken 
by wing construction; this pre- 
supposes either high or low wing 
construction. 

F. Should be constructed so as 
to permit level loading and un- 
loading at customary truck heights. 

2. Present airport facilities are 
insufficient and inadequate to ac- 
commodate a considerably heavier 


flow of air cargo traffic, including 
fresh fruits and vegetables. 

A. Existing commercial airports 
either will have to be reconstrueted 
to accommodate heavier loads, or 
new fields with longer and stronger 
runways will have to be built to 
handle airborne perishable ship- 
ments in any appreciable tonnage. 

B. Any and all airport facilities, 
to accommodate successfully fresh 
fruit and vegetable shipping, 
should be equipped with: 

a. Refrigerated air conditioning 
equipment as well as heating de 
vices to hold lading temperatures 
at desired levels during scheduled 
and unscheduled stops and delays, 

(Continued on Page 57) 


The product will have to be protected on 
the display shelves of the retail store. 
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Ms HAirfreight SAVES MONEY 


“~ FOR BUZZA-CARDOZO OF HOLLYWOOD 


Where speed is the need, American Airlines 
Airfreight is the answer. 


Latest proof comes from George Buzza, 
president of Buzza-Cardozo of Hollywood, 
producer of fine quality, hand-painted greeting 
cards on the West Coast. Shipping by air, more 
than 100,000 pounds per year, saves money 
and serves customers better, says Mr. Buzza. 
He writes: 

“We have eliminated costly shipping depots 
and heavy inventories that were constantly 
out of balance. 

“We have eliminated critical shortages and 
back orders that were a source of disappoint- 
ment to our dealers and to ourselves. 

“We feel that we have built up good will 
between our dealers and ourselves, and we 
have been able to keep our inventories con- 
stantly fresh with current and up-to-date 
tumbers with a minimum investment.” 

Hundreds of other shippers are using the 
speed, economy and flexibility of Airfreight on 
products ranging from shoes to fashions, en- 
gine parts to fruits. The complete facts, includ- 
ing American’s new reduced rates, will interest 
you. Call your nearest American Airlines office. 


AMERICAN AIRLINES 
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From this clean, neat stockroom, a door leads dir 
into the repair shop. Time is saved by the arrangement, 















Fleet Garage 


Part 2—Grouping Replacement Parts According to Use. 


By HENRY LEWIS 
Special Correspondent 


the main part of the job was 

then begun, assembling the 
bins, placing partitions so as to 
make the right size of compart- 
ments, and putting away actual 
motor parts. Each compartment 
had to be large enough to hold all 
the stock of each item which would 
be carried regularly. 

The company, wisely, had stand- 
ardized on one make of trucks and 
tractors, with one exception. Re- 
placement parts from only one 
manufacturer constituted almost 
the entire stock. This made it 
possible to carry a much more com- 
plete supply of parts and more 
of each than would have been the 
ease had the fleet consisted of 
varied makes of trucks. This in- 


T's most difficult and perhaps 
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ereased efficiency not only through 
the large supply and the simplicity 
in replacement of parts, but me- 
chanies became more familiar with 
the trucks and tractors of one make 
and were able to make greater 
speed in repairs. 

After consultation, it was de- 
cided to group replacement parts 
according to their use on the equip- 
ment. Engine sections contained 
oil and water pump parts; valves 
and springs; pistons, rings, rods, 
bushings and the like. Other sec- 
tions were for clutches; still others 
for transmissions, and some were 
for differentials. 

This method of grouping was 
preferred to consecutive numbers 
because the factory number does 
not always appear on parts, or 










cannot be deciphered, and a me 
chanie would be compelled then 
fathom the manufacturer’s cataloe 
to find the number. If the 
contains several models, there 
eatalog for each model. Some 
an experienced stoek man is 
put to find the right number 
catalog, much less a mechanic Who 
is not familiar with them and whe 
may have his hands covered 
grease or oil. Again, some parts, 
such as roller bearings, might om 
tain only the number of the bear 
ing factory and cross referenge 
would have to be searched. 


Although the fleet consisted of 
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only one make of trucks and 
tractors, more than half a dozen 
different model numbers were in 





use, depending on the size. Wil 
liams had determined that each 
class of parts would be found in 
only one place. Thus, engine, 
clutch, transmission and _ other 
parts of each model were grouped 
in their appropriate sections for 
that class of parts. He had deter- 
mined also that any one part of 
one kind should be found in only 
one place. 

Now entered another complica 



































tion. The parts for one model O 
might be interchangeable with ps 
other models; the parts for some Bf force. 
places on a truck might be used & versa: 
at other places on that truck @ baker 
Wheel bearings, for  instanee, You 
might be the same size as those in § diatel 
the differential. Unless the supply § judgn 
of each part was concentrated, it your 
might be possible to assume the vy 
stock was out of that part. Equip din 
ment repairs might well be delayed 8 
for a hurried trip to the factory  Provi 
branch, only to find the branch did § There 
not have the part on hand. And hind 
all the time, the required part a7, 
could be on hand in another bin. Th 
; : ¢ 
It is seldom feasible for a tram® §@ ja..g 
portation company to maintain # & practi, 
perpetual book inventory, so the & searct 
difficulty of taking inventory when § Meri: 
unigu 
(Continued on Page 40) Stude! 
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Simple formula for low-cost hauling... 
a load, a road, a Studebaker truck! 


mou know you've put a real 
producer on your working 
force, the very first day a powerful, 
versatile, soundly built new Stude- 
baker truck goes on the job. 

Your daily cost records imme- 
diately begin to confirm your good 
judgment. And, month after month, 
your books keep on convincing you 
that there’s nothing like Studebaker 
ttuck engineering to provide oper- 
ating economy that really counts. 


Proving ground research pays off 


There’s no mysterious wizardry be- 
hind a Studebaker truck’s almost 
uncanny ability to go easy on gas, 
tires, oil and repairs. 

These savings are the accumu- 
lated result of years of patient, 
Practical, and often brilliant, re- 
search in Studebaker’s great engi- 
Reering laboratories and on the 
WMique, 800-acre, million-dollar 
Studebaker proving ground. 
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World's finest truck craftsmanship 
Your investment in a Studebaker 


truck gives you a full-fledged, qual- 
ity team-mate of more than 200,000 
tough Studebaker transport vehi- 
cles that served spectacularly at the 
fighting fronts. 


This remarkable stand-up stami- 
na stems straight from superlative 
Studebaker craftsmanship— much 
of it the proud accomplishment of 
fathers and sons working side by 
side. 


Demand for new Studebaker 
trucks still exceeds the supply—but 
your prospect of obtaining what 
you need is gradually improving. 
Get in touch with your nearby 
Studebaker dealer for information. 


STUDEBAKER 


South Bend 27, Indiana, U.S. A. 
BUILDER OF TRUCKS YOU CAN TRUST 


Pictured here is the popular half- 
ton Studebaker Coupe Express 


Pick-up Truck—it’s a rugged team- 
"mate of the one-ton model illustrated at 











the same part is found in several 
places will be apparent. 

Painstakingly, with the help of 
a skilled mechanic, Williams pro- 
ceeded to arrange the motor parts. 
The tag for each bin was labelled 
with the factory description as it 
appeared in the catalog. They listed 
the models on which the part would 
fit and if used on different places 
of the same vehicle, that was in- 
dicated. If the catalog showed 
different numbers for the same 
part, which sometimes happened, 
both numbers were shown. When 
the part was made by some manu- 
facturer other than the truck fac- 
tory, that manufacturer’s name 
and number was shown and also 
the truck factory number. 


p or 


Bearings = 


Roller bearings were especially 
difficult. Some were made by the 
truck factory, some by Timken, 
some by Hyatt and others by differ- 
ent companies. Some were used 
in three different places on the 
same vehicle and some were inter- 
changeable with some models and 
not with others. Many times the 
truck faetory catalog recorded only 
its own number, but reference to 
a cross reference catalog of bear- 
ings showed that a number be- 
longing to another manufacturer 
was interchangeable; sometimes 


Dairylea garage, Middletown, N. Y., a truck maintenance point. 


those of several other manufac- 
turers. This was valuable infor- 
mation in ease the factory branch 
did not have the bearing in stock. 
Some bearings looked exactly like 
others to the eye or even seemed 
to measure the same, but would not 
fit on different models. 


Sections 


Section after section, the parts 
were classified and put away. And 
day after day, the maintenance 
work went on as usual. As the 
sections were finished, however, one 
by one, the benefits of the new ar- 
rangement began to make them- 
selves felt. Delays were more in- 
frequent and the pattern of the 
stockroom unrolled before the 
pleased mechanics’ eyes. 

It is unnecessary to detail all 
that followed. Cab and body fit- 
tings, door parts, felts, rubbers 
and the myriad items that com- 
prise a truck were put away, 
classified and labelled. Separate 
sections were provided for oil haul- 
ing trucks with their pumps and 
meters. 

Interesting problems arose, re- 
quiring pure invention. For in- 
stance, the bin seetions were 3-ft. 
wide inside. It was planned to put 
radiator hose on shelves according 
to the size of hose. Then it was 
found that the hose was a couple 


inches too long for the bin ag jf 
eame from the factory. The hoge 
came in different diameters ang 
was bulky. As pieces were gyi 
off, short lengths were left. It wag 
hard to keep the hose orderly, 
Riding home one night, Williams 
got an idea. Next morning he 
ordered the end panel of an end 
section removed so that accesg to 
the shelves might be made from 
the end and also from the side. 
This solved that problem and algo 
another, because welding rods were 
handled the same way. Shelves for 
the rods were divided into 4jn, 
sq. pigeon holes extending length- 
wise of the shelves. 


Brakes 

Brakes received special treat- 
ment. It was planned to have the 
stockroom man apply brake lining 
at odd times. Furthermore, there 
must be a stock of brake lining, 
shoes and rivets of exact size. Small 
rivets are easy to get mixed. If 
too long a rivet is used, it will 
wear the drum. Hence the fivets 
must be carefully separated. If 
such work was done in the shop, 
getting the 
various supplies together and there 
would be a greater chance of using 
the wrong sized rivets. 


time would be _ lost 


(Continued on Page 75) 


Trucks springs are greased at an Esso station near Bedford, Pa. 
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SERVING 


YOU 


THROUGH 


U.S. FLEETWAY 


1. WIDE FLAT TREAD. Better 
load distribution ...Im- 
eens non-skid protection 

. Longer wear. 
VENTILATING WINDOWS. Re- 
duce heat build-up—make 
cooler, longer-running tires. 
LONG-LIFE BODY. Better blow- 


SCIENCE 





First of all, “U.S.” con- 
trols the raw materials, 
and every step in manu- 


out protection and more 
recaps. 

. “U.S.” SAFETY-BONDED CORD 
PLIES. Individual cords are 
‘*webbed’’ together—yet 
completely ‘“‘insulated’’ one 
from the other. 

i PADS. Cushion body 
—reduce impact injuries. 


facture...to assure a stur- 
dier, longer-wear ing, all- 
purpose truck tire. 


U. S. FLEET SERVICE Second, skilled tire mainte- 
nance through ‘‘U.S.”’-de- 
veloped Fleet Service gets 
the most out of every tire 
on your fleet. ..stretches 
tire dollars by cutting 
mileage costs. An exclu- 
sive with your U.S. Tire 
Dealer. 


And on top of that, econ- 
omy is built into the rug- 
ged Fleetway carcass... 
designed for more and 
safer mileage with extra 
recaps...particularly with 
USCAP, the top quality 
recapping system devel- 
oped and controlled by 


R OVA 1 “TS” 
TIRE Sie This three-way quality control adds up to a better tire 


‘ E th ; with longer mileage at LOWER COST PER MILE! 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N. Y. 


APPROVE, 
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A 700 Ib. load of cement is all in the day's work for this cast 
aluminum hand truck fitted with roller bearings and rubber tires. 


Fork trucks permit the utilization of “vertical air rights” a 
warehouse of G. C. Murphy & Co. variety store, McKeesports, Pa, 


Small Handling Problems 


The use of special devices for handling, storing and 


delivering consumer goods is on the increase. 


While 


direct savings cannot always be cited to justify the 
purchase of this equipment, its use is recommended to 
insure safety both to commodities and personnel. 


duction and distribution, it is 

possible to apply the principles 
of materials handling in various 
ways, to accomplish results that 
will liquidate quickly the invest- 
ment on the equipment. 

However, in the manufacture and 
distribution of consumer goods, the 
problem is divided into two or 
more parts. For example, con- 
sumer goods can be produced in 
large quantities which permit 
handling with the most up-to-date 
methods, but after they are placed 
in storage, and are ready for ship- 
ment, either to dealer or consumer, 
the volume to be handled breaks 
down into such small units that the 


I handling large volume in pro- 
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By MATTHEW W. POTTS 
Materials Handling Consultant 


materials handling equipment is 
used to assist the man from the 
point of safety and fatigue, rather 
than as a space and money-saving 
system. The main element to con- 
sider is time and safety for the in- 
dividuals using the equipment. 
For example, bottled beverages, 
at the main plant are manufac- 
tured in large volume. Conveyors 
are used to handle the cases, bot- 
tles, ete. through the various man- 
ufacturing processes. When the 
eases are delivered from the pack- 


ing machine they can be handled 
either by conveyors or by a fork 
truck-pallet-system into storag 
and rehandled mechanically 
the loading of the manufacturer’ 
truck for distribution to the dit 
tributor. 

At this point, the breakdown 
curs which requires entirely differ 
ent handling methods, because tht 
distributor is likely to handle sé® 
eral different makes of beverage 
Usually, this does not justify @ 
elaborate conveyor system. It # 
necessary for him to consider his 
outgoing problem as well as his it 
coming problem of handling. Thi 
can be overcome by using the sale 


(Continwed: on Page 76) 
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Knowledge of rates, routes 

and classifications often en- 

able traffic managers to cy} 

corners and marketing costs 

and to overcome transporta- 

tion difficulties and competitive 
sales obstacles. 


By HENRY G. ELWELL 


Traffic Consultant 


Traffic Management 
Can Cut Selling Costs 


a steady stream to manufac- 

turers production will be im- 
peded. If finished products are not 
promptly delivered in quantities 
sufficient to meet needs, marketing 
will be hampered and consumption 
will be checked. Transportation is 
indispensable where marketing is 
concerned inasmuch as the latter 
is not completed until transfer is 
accomplished. Invariably, where 
transportation factors are present 
it is advisable to depend on ex- 
perienced traffic management. 

In the first place, a manufactur- 
ing organization, whether it sells 
‘‘f.o.b. origin,’’ or ‘‘f.o.b. destina- 
tion,’’ which makes use of the 
facilities of a traffic department is 
in a better position to secure and 
retain customers than competitors 
which do not. On the other hand, 
if rival firms do rely on traffic 
management to assist them in mar- 
keting, the manufacturing estab- 
lishment which fails to seek like 
help will be seriously handicapped. 

With a factory on the Atlantic 


r supplies are not shifted in 
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seaboard, and faced with keen 
opposition, a manufacturer of a 
consumer product had been trying 
for several years to build up ecar- 
load shipments to cities in New 
York, Ohio, Indiana, Illinois, and 
Wisconsin. Despite strenuous mar- 
keting efforts he failed to achieve 
the desired goal because of the 
higher less than carload freight 
rates as compared with the car- 
load rates. Finally he decided to 
consult a traffic department. After 
examining the various angles the 
traffic department recommended 
that the manufacturer make use of 
the stop-off-for-unloading privilege, 
and it furnished correct carload 
rates and routes. At the start 
shipments were made to two cities, 
and soon after to two others. With- 
in a year the manufacturer was 
shipping to nine cities at carload 
rates. Later the number increased 
to over one hundred destinations. 

Shipments of the manufacturer’s 
product to points in the states 
mentioned continued to inerease to 
the extent that it seemed desirable 


to establish a branch factory. After 
tentative designations embracing 
several mid-west towns the manv- 
facturer again turned to the traffie 
department. That department then 
prepared a detailed comparison of 
freight rates, rail and truck serv- 
ice, and other items, and included 
maps showing the marketing area, 
in relation to transportation, of 
each of the potential plant loca 
tions. With all of the facts at 
hand the manufacturer was in@ 
position to select the place most 
favorable to his interests. 

Here we have described an actual 
instance where traffic management 
facilitated the marketing of com 
sumer goods. Traffic procedures, 
singly, would have been useless. 
Marketing methods, alone, made 
little progress. Combined, and i 
cooperation, the two brought about 
outstanding results. 

Rail and truck classification de 
scriptions of shipments frequently 
prove to be stumbling blocks 
manufacturers in the marketing of 


(Continued on Page 83) 
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HERE'S WHY MORE AND MORE 
a _e 


Movers want 


b-kated performance 


Your experience with trucks has probably 
convinced you of these facts: you get better 
performance, greater economy and longer life 
from trucks that fit your job! 


Trucks powered with the right engine deliver 
maximum pulling power at minimum cost. 
Trucks built with the right 
transmission, clutch, axles, the 


right springs, brakes and every 
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DODGE DIVISION OF CHRYSLER CORPORATION 
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other unit to fit the job . . . perform better, 
last longer, and operate at rock-bottom cost. 
To get this kind of economical and dependable 
performance from your next truck, see your 


Dodge dealer now. 


Remember—it’s good business to wait for 
delivery of a truck to fit your 
job—a dependable, long-lasting 
Dodge Job-Rated truck. 


¥ NT se see ee 


FIT THE JOB... LAST LONGER 









































Color Zoning 
For Lower Costs 


The “checking in” and “sorting out’’ of packages, crates 

and cartons for shipment or delivery is time-consuming and 

expensive. Color zoning, or the setting up of geographical, 

standardized color zones and the marking of shipments in 

corresponding colors to indicate destination, is suggested for 
more efficient and economical distribution. 


By DAVID J. WITHERSPOON 
Associate Editor 


AST April the following item 
appeared in DistriBUTION AGE: 
‘*A hidden cost factor in dis- 
tribution is the expensive and time- 
consuming business of ‘checking 
in’ and ‘sorting out’ of pack- 
ages, crates and cartons intended 
for shipment or delivery. Anyone 
who has watched these operations 
must have wondered how much 
they were adding to shippers’ over- 
all costs and how much to the re- 
tail price of goods. Robert E. 
Wright, Sr., Cushman & Dennison, 
suggests color zoning as a means 
of reducing these costs. He pro- 
poses. dividing the country, geo- 
graphically, into color zones, each 
with its distinetive color or color 
combination, and the marking of 
packages in corresponding colors 
to indicate destination.’’ 
Mr. Wright’s suggestion, as was 


de 


expected, has been provocative of 
comment, pro and con. A few 
shippers, while questioning the 
feasibility of the suggestion on the 
ground that it might result in a 
multiplicity of confusing color 
combinations, nevertheless want to 
know more about it, particularly 
how it is proposed to carry it into 
execution. Would it be a job for 
the American Standards Assn., or 
the politicians, they ask. Would 
shippers through group action and 
with the support of major carriers 
set up national color zone stand- 
ards for voluntary adoption or 
would the Congress enact legisla- 
tion calling for compulsory com- 
pliance? Or is it proposed, they 
ask, that shippers set up their own 
zoning systems and, if so, would 
this facilitate rehandling in those 
cases where the l.c.1. lots of various 


shippers came together at a com. 
mon terminal? % 

In offering his color zoning gug. 
gestion, Mr. Wright states that he 
had no specific or carefully formy. 
lated plan in view. He wanted 
merely to bring the idea for what 
it was worth to the attention of 
shippers and carriers. During the 
war, he assisted our military forees 
in setting up and systematizing the 
use of color to expedite the flow of 
war supplies to combat zones, His 
experiences in this connection ¢on- 
vinced him, as similar experiences 
have convinced others, that when 
used for purposes of easy identi- 
fication, color can speed up musen- 
lar responses in many physical op- 
erations. The value of color mark- 
ings, he believes, was demonstrated 
in military and naval logistics, 
which encompassed on a _ global 
seale all the activities of peacetime 
distribution without its competitive 
pressures. The value of color was 
demonstrated even more conelu- 
sively in active combat service 
where it was used extensively for 
split-second signalling and as a 
means of bolstering morale and 
preventing accidents and mistakes 
arising from fatigue. 

Before the war, color was used 
to a limited extend to facilitate 
various productive and distributive 
activities and the success attend- 
ing its use gave added warrant to 
the extensive research undertaken 
under military auspices during 
hostilities for the purpose of gain- 
ing a scientific insight into the 
psychology of color response. An 
example of the prewar use of color 
in the field of production is the 
standardized color markings of re- 
sistors used in many electronic ap- 
plications. To a person unfamiliar 
with the resistor color code, color 
combinations must be laboriously 
translated into values by means of 
a chart, but to a worker handling 
resistors daily or to one who must 
trace complicated circuits, color 
eoding is a helpful cost-reducing 
and time-saving device. In the field 
of distribution, the identification 
of air mail is facilitated by a dis 
tinctive color marking, while eo 
ored labels and insignia, where now 
being used, tend to reduce the time 
and cost of ‘‘checking in’’ and 
‘sorting out’’ of 1.c.l. shipments 

Mr. Wright’s idea for color 20h 
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ing, of edurse, goes much farther 
than anything attempted in war- 
time distribution. Then color as- 
sociated with insignia of the vari- 
ous services was stencilled on 
erates and packages for easy identi- 
feation and sorting. Service mark- 
ings, for the most part, did not 
indicate geographical destination ; 
nevertheless, they were of inesti- 
mable value in expediting loadings 
and unloadings and in the ‘‘spot- 
ting’ of needed supplies in ware- 
houses and at beachhead stockpiles. 

A somewhat similar system, Mr. 
Wright believes, could be adapted 
to peacetime distribution to indi- 
eate destination. Possibly, he sug- 
gests, each state could be indicated 
by its own distinctive color while 
cities could be indicated by other 
colors used in combination much in 
the manner of resistor color coding. 
While in the aggregate a vast num- 
ber of different markings would be 
required for national coverage, the 
whole problem, Mr. Wright be- 
lieves, could be simplified by a 
rationalistic, scientific approach. 

Comments on his idea are in- 
vited. 








Coming Events 


Oct. 1-4—Iron & Steel Exposition, Cleve- 
land. 

Oct. 3-5—National Electronic Conference, 
Chicago. 

Oct. 3-5—Society of Automotive Engineers, 
aeronautic meeting and display, Los 
Angeles. 

Oct. 5-9—American Trucking Assn., Inc., 
Annual Convention, Hotel Sherman, 
Chicago. 

Oct. 14-15—Conference on Distribution, 
sponsored by Boston Chamber of Com- 
merce, Harvard School of Business Ad- 
ministration, Boston College and MIT, 
Boston. 

Oct. 16-17—Society of Automotive Engi- 
neers Transportation & Maintenance 
Meeting, Chicago. 

Oct. 29-Nov. I—Refrigerator Equipment 
Mfrs. Assn., exposition, Cleveland. 
Nov. 7-8—Society of Automotive Engineers 
Fuels & Lubricants Meeting, Tulsa, 

Okla. 

Nov. 25-27—National Assn. Practical Re- 

frigerating Engineers, St. Louis. 


Dec. 2-4—Society of Automotive Engineers, 
air transport meeting, Chicago. 


Dec, 2-6-—American Society of Mechanical 
Engineers, Annual meeting, Hotel 
Pennsylvania, New York. 


Dec. 2-7—National Power Show, New York. 


—_—— 
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WHETHER YOUR 
INDUSTRIAL HAULING 


Plan future equipment to include 
General Industrial Tires and you'll 
cut material handling costs 5 ways. 


* Generals move material faster .. . efficiency saves labor, 
speeds production. 

* Generals move loads easier, over rough, smooth or soft 
surfaces ... stop spillage, breakage. 

* Generals cushion load & truck ... avoid equipment break- 
downs due to jarring and jolting. 
Generals end excessive floor wear... do not cut asphalt, 
linoleum, cannot cut or chip. 


Generals reduce maintenance ... handtrucks and 
cargo wagons stay in service. 


FACTORY ASSEMBLED 


\ 


WHEEL ¢ TUBE « TIRE 


DEPT. 8 
THE GENERAL TIRE & RUBBER COMPANY 


Akron, Ohio 





INDUSTRIAL PNEUMATIC TIRE + TUBE + WHEEL UNITS 











Mechanics 


of Retail Delivery 


An efficient delivery system is a ‘‘must’’ for a successful 
department store; and mechanized equipment is a 
“must” for an efficient delivery system. 


By SELMA WINEMAN and HAVILAND F. REVES 


SALE is not completed un- 
aA til the merchandise is in 
the customer’s hands. Fre- 
quently, particularly with large 
packages or with weighty mer- 
chandise, this involves a trip of the 
store delivery car to the cus- 
tomer’s door. 

Between the time of a customer’s 
selection and the time a delivery 
is made there are many possibilities 
for error which can result in loss, 
not only of the sale in question, but 
of future sales. 

On the other hand, a department 
store with an efficient delivery sys- 


Customers seeing this specially built Fruehauf trailer outside 
the J. L. Hudson Co. building often think that it contains par- 
cels for delivery. Actually, this truck is a transfer vehicle, 
and is used for taking parcels from store to delivery building. 


Detroit Correspondents 


tem has a tremendous good will 
asset. 


Good Will 


Good delivery is increasingly im- 
portant in those large cities which 
have tended to break up into sub- 
communities. The centrally located 
department store is facing increas- 
ing competition from neighborhood 
chain and independent outlets. One 
of the most important items of 
service the department store has 
to offer is prompt delivery. 

Much of the good will enjoyed 
by The J. L. Hudson Co., Detroit, 


is because of the efficiency of its 
delivery service, in the opinion of 
store executives. 

Pioneers in the development of 
a ‘‘remote delivery’’ system, Hud- 
son’s is believed to have been the 
first major department store to 
remove its delivery and sorting op- 
erations from the main sales build- 
ing to a specially laid out distribu- 
tion center several blocks away. 
In recent years, this arrangement 
has been adopted by a number of 
leading department stores. 


(Continued on Page 52) 


At the distribution building, the transfer trucks are unloaded, 
and the parcels are spilled down a ramp for preliminary sorting. 
Here, highly skilled men put route numbers on the packages and 
place them on conveyor belts leading to various sorting rooms. 
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Specific Shortcomings 


EVEN specific shortcomings that con- 
G ikibuted to major industrial and mer- 
cantile fires in 1945 deserve special em- 
phasis. They are: 

1. Lack of automatic fire protection 
in the form of automatic sprinklers or au- 
fomatic fire alarm systems. 

2. Failure to provide fire cut-offs at 
yertical openings such as at stairs, eleva- 
tors, shafts, etc. 

3, Absence of fire walls and fire doors 
to divide large and unbroken floor areas. 


4. Allowing the premises, unprotected 
by automatic means, to be without effi- 
cient watchman service during inoperative 


hours. 

5. Sub-standard construction of storage 
facilities and the over-crowding of such 
buildings with stocks in excess of good 
practices. . 
6. An increasing disregard of the lack 
of public fire protection by location out- 
side municipal limits, or where fire pro- 
tection facilities are inadequate for the 
hazards involved. 

7. The introduction of special fire haz- 
ards into occupancies without fire cut- 


offs. 


HEN a small group of New 

W Englanders met after 

work in a small Boston 
office in 1896 and declared war on 
fire it was not realized that the 
association then organized would 
grow into a lusty world-wide clear- 
ing house of fire control informa- 
tion serving members in 37 coun- 
tries. As the National Fire Pro- 
tection Assn. celebrates its Golden 
Anniversary this year, its 50 years 
of achievement as a non-profit or- 
ganization is of more than pass- 
ing interest, especially the service 
it has rendered and continues to 
render to America’s vast distribu- 
tion network. 

Fire prevention is of vital con- 
cern to everybody. With the short- 
age of goods and materials, every 
ship, every terminal, every truck, 
every bale of raw material or case 
of finished products saved from 
fire is something of a victory; for 
1945 was the worst year for large 
loss fires (165 fires exceeding $250,- 
000 each) in the 50-year history of 
the NFPA. 

The National Fire Protection 
Assn. has its headquarters at 60 
Batterymarch St., Boston, Mass. 
It is the international clearing 
house for all information that is 
authoritative on the subject of fire 
protection and fire prevention. 
Non-commercial and non-profit- 
making it is supported by the dues 
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Fire Protection 


By MELVIN R. FREEMAN 


National Fire Protection Assn. 


of its members, 150 national or- 
ganizations and more than 10,000 
individuals. While 40 percent of 
NFPA members are industrial or- 
ganizations and business leaders, 
its membership is open to any in- 
dividual or organization interested 
in the protection of life or prop- 
erty by fire. 

Throughout its 50 years of 
growth, one of its prime functions 
has been to provide standards for 
fire waste control. Nearly 150 
technical standards on every sub- 
ject under the sun from ‘‘ Tank 
Truck Ordinanece’’ to ‘‘Storage 
and Handling of Combustible 
Fibres’’ have been issued under 
the NFPA aegis. There are very 
few national organizations that ean 
equal the. wide variety and com- 
petence of the technical standards 
issued by NFPA committeemen 
recruited from industry, govern- 
ment, insurance and fire depart- 
ment groups. 


The Association sponsors three 
important sections: a Fire Marshal 
Section organized in 1927 com- 
posed of fire marshals from the 
United States and Canada which 
has done much to improve stand- 
ards for fire safety; a Marine Sec- 
tion organized in 1934 to provide 
fire protection and prevention in 
ships, and in the operation of 
marine terminals; and a Railroad 
Section organized in 1944 which 
includes representatives from all 
leading railroads. 

One of its major activities is 
the production of complete popular 
and technical literature in the field 
of fire waste control. It issues 
from five to ten million copies of 
its publications a year, ranging 
from weighty 1,000-page volumes 
to small factory payroll leaflets 
warning workers against fire. It 
has three regular periodicals and 
more than 300 publications eur- 
rently in print. 
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OR more than six months, 
since leaving the Army Air 
‘ Forces, the author has had 
an excellent opportunity to survey 
the present status of packaging in 
the field of consumer goods, and to 
discuss future plans with business 
leaders. As head of an organization 
receiving food and household prod- 
ucts from dozens of manufacturers 
and packers to be reassembled into 
relief assortments for export, he 
has witnessed an endless parade of 
packages. Some have been ade- 
quate; some, excellent; some, in- 
ferior. 

The inevitable conclusion of any- 
one situated on ‘‘both sides of the 
fence,’’ (ie., receiving consumer 
goods from others and attempting 
to secure materials to repack them 
adequately), is that the present is 
no time to be critical of obvious 
deficiencies. It would require no 
great effort for a shipper to pre- 
pare a long list of ‘‘what’s wrong”’ 
with regard to the packing case. 
And almost any consumer can 
voice a long string of dislikes with 
respect to the package. But such 
an approach today scarcely would 
be fair or honest. 

A spot review of the packaging 
plans is sufficiently encouraging to 
indicate no lack of understanding 
on the part of consumer goods pro- 
ducers. In planning rooms and on 
drawing boards of manufacturers, 
there is much over which packag- 
ing critics may be optimistic. There 
is every promise of a flood of 
worthwhile changes as soon as sup- 
plies, machines and moulds are 
available. Many of these changes 
will introduce merchandising ideas 
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Packaging For Consumers 


Changes in existing containers are being announced 
so frequently that it is difficult to keep abreast of the 
news in the consumer goods packaging field. In addi- 
tion, it is believed that products soon will be offered 
the public in entirely new and different containers. 


By CHARLES L. SAPERSTEIN 


General Manager 
Glean’s Assortments, Inc. 
New York 
Formerly Packing Control Officer 
Army Air Forces 


aimed at bringing about faster 
turnover. 

There are several reasons for the 
comparatively slow correction of 
faulty packagingmethods. During 
the war, many archaic packaging 
methods were used, less satisfac- 
tory containers and wrappers were 
adopted reluctantly and quality of 
materials deteriorated consider- 
ably. That there is still a holdover 
of changes necessitated by war- 
time economy may be attributed in 
part to the slow processes of re- 
conversion. In addition, the diffi- 
culty of obtaining sufficient mer- 
chandise to fill a new line of pack- 
ages has caused many worthwhile 
improvements to be tabled for the 
present. Labor difficulties also 
have been a retarding factor. 

But behind the scenes, packaging 
men are bristling with excitement. 
The rapidity with which new 
changes are being released to the 
trade press makes it difficult to 
keep abreast of products destined 
for new dress. ‘Not only are 
changes being contemplated in the 
style, design and utility value of 
many existing containers, but 
many rumors are afield concern- 
ing products which will soon be 
offered the buying public in entire- 
ly different attire. 

ScrENcE AND PAcKagina. There 
has been considerable resurgence of 





progressive packaging wherever 
technical developments have infiv- 
enced buying habits. Such factors 
as the size of the freezing units of 
mechanical refrigerators, and the 
advent of deep-freeze cabinets have 
revolutionized the packaging of the 
entire gamut of edible produets, 
and have caused research resulting 
in changes affecting a host of other 
products beyond the line of frozen 
foods. Examples are ice cream in 
tray size units, milk in square and 
squatty containers (both glass and 
wax board), meat in cuts and pack- 
ages for ready home storage, and 
new packages for butter, berries, 
beer and other beverages. The 
progress of aviation has had a sub 
stantial effect upon luggage, sta 
tionery, toilet sets and all types of 
articles of personal usage, to say 
nothing of the packaging of all 
manner of products to be trans 
ported by air freight. Dehydration 
is still another development whieh 
even under war conditions com- 
manded priorities which insured 
packaging progress. 

Gass. The output of new glass 
containers has been handicapped 
particularly by labor difficulties 
both within the industry and in the 
closely associated coal mines. The 
development and creation of new 
moulds is a time-consuming opera 
tion. Hence, many technical and 
style changes contemplated for 
glass containers are being held m 
abeyance. However, packaging i 
conventional glass containers ft 
ceived impetus during the wa 
when tin and paper were at a pit 
mium and it would seem that the 
industry is out to hold its gails 
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‘Among the developments with 
which glass producers expect to 
gin new heights of consumer ac- 
ptance are containers tailored to 
ft conventional medicine cabinets 
and refrigerators, lighter packages 
of increased strength, designs to 
render glass slip-proof in wet 
hands, improved closures, and new 
approaches to display value, eye 
and appetite appeal and merchan- 
dising possibilities. 

FoLDING AND Set-up Boxes. The 
paper box field gradually is over- 
coming the tremendous back-log of 
orders which was built up during 
the war and which, during the 
early postwar months seemed to 
grow larger. The quality of many 
paperboard containers deteriorated 
during the war years because box- 
makers were forced to take in- 
ferior grades of stock, and because 
mstomers begged for some sort of 
deliveries regardless of quality. 
The immediate future holds prom- 
ise that retrogressions in grade, 
construction and stability of paper 
board boxes will be eliminated. 
After these gains will come im- 
provements that are the result of 
new methods of manufacture, new 
patterns and eonstruction. 

SprcraL Boxes. The special box 


field, producing containers indi- 
vidually designed to the require- 
ments of a specific product, has 
been in a relatively fortunate po- 


sition. Free to make use of any 
and all materials, wood, plastics, 
paper, felts, velours, glass and 
metals, these producers received an 
indirect impetus during the recent 
months of restricted economy. 
Faced with the possibility of lim- 
ited production, and with price re- 
strictions making production of 
foo great a percentage of popular 
and low-priced merchandise un- 
economical, business naturally 
fended to produce along quality 
lines. The buying public has come 
to associate products which com- 
mand top prices with smart and 
distinctive packaging. 

Tm. The rapidity with which 
manufacturers are returning to tin 
containers as plate is released is 
evidence that the dire predicitions 
of the early demise of this standby 
Were premature. During the war, 
when tin was practically unavail- 
able except for military purposes, 
it was necessary to turn to metal 
tubstitutes or to glass, paperboard, 
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and other materials. The advan- 
tages of preservation, weight and 
consumer custom are too great for 
tin to pass out of the picture. Our 
ean makers have widened their 
sphere of activity to include the 
entire range of packaging. How- 
ever, it is a safe wager that the tin 
ean or canister will be a factor in 


the distribution of consumer goods 
for a great many years so come. 
MeTALs AND P.uastics. With 
collapsible tubes made of plastic 
materials as well as metal, and 
with many an expert unable to de- 
termine whether a foil is metal or 
synthetic, there is no need to sepa- 
(Continued on Page 82) 
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Mechanics 
Of Retail Delivery 


(Continued from Page 48) 


In actual practice, a delivery 
service may be broken down into 
more than one distribution system. 
Hudson’s, for example, has three 
separate systems: store to distribu- 
tion center, parcel delivery, and 
bulk delivery. 

The transfer of merchandise 
from the store to the customer be- 
gins at the point of sale when the 
elerk or personal shopping service 
worker takes the order, either from 
the customer in person or over the 
phone. 


Spiral Chute 


If the item is selected from store 
merchandise, it is wrapped, 
checked, and with sales tip at- 
tached (providing it is small and 
not too fragile) is dropped into a 
spiral chute which leads to the 
fourth basement of the store. 
Bulky stock which is too heavy or 
which could be damaged by this 
type of treatment is taken down 
by freight elevator. 

In this sub-basement level, par- 
cels are stacked into compact hand 


In this sorting room, (one of six similar rooms at Hudson's) the 
parcels are placed in the bins shown at the left front and rear 
Here, they are assorted according to 
streets and are made ready for the delivery driver to pick up. 


right of the illustration. 


trucks which are, in turn, loaded 
into special electric tractor trains. 
These make round trips all day to 
the distribution center a quarter 
of a mile away. 


Many heavy items are ware- 
housed. For this type of mer- 
chandise, the order is written on 
the sales slip with the customer’s 
name, address, and nearest cross 
street. The stock code number is 
included. Careful writing of the 
slip is of prime importance. An 
error in the address or in the de- 
scription of the article sold means 
a disappointed customer. 

At the distribution center, two 
delivery services to the customer 
operate side by side. The division 
between the two depends on the 
size of the item. A package which 
ean be handled comfortably by one 
man goes into the parcel delivery 
unit. Heavier pieces, which re- 
quire handling by two men, are 
routed to bulk delivery. 

The parcel 
mechanized. 


system is highly 
It depends upon an 


delivery truck. 


Hudson's active service and maintenance program. 
paint and frequent washing makes truck a rolling advertisement. 


elaborate arrangement of conveyor 


belts to increase speed and to re. 
duce the number of handlings, 

Packages received either from 
the store or from the adjacent 
warehouse are slid down an jp- 
cline to a staff of routing meg, 
These men mark the route number 
on the bundle and place it on one 
of a bank of six conveyor belts 
which lead into different sorting 
rooms. 

Here they are taken off the belt 
and placed in bins numbered by 
routes. At the bins they are 
sorted again and are placed on 
shelves according to streets. This 
pre-sorting helps the delivery 
driver to arrange his schedule sys- 
tematically. 

As the sorting rooms are on 
different levels, ramps lead from 
street level to the various floors, 
There are separate ramps for in- 
coming and outgoing traffic. 


Bulk Delivery 


Bulk delivery poses problems of 
its own. No mechanization of 
handling has been adopted al- 
though the problem has _ been 
studied by a number of conveyor 
companies. Anyone who can devise 
a system for handling furniture 
and fragile stock safely and 
efficiently by mechanical means 
will offer a great boon to the de 
partment store industry. 


The sale is completed at the customer's door from an attractive 
Trucks are always in good condition because of 


Liberal use of 
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. TO LIFT AND 
res like the? LUG HEAVY LOADS 


wom VIS ta, 
FASTER, EASIER... 
IT’S HYDRAULIC! 


Every progressive plant man knows that handling, 
hauling or piling materials with power fork lift trucks 
saves time, promotes safety and cuts costs. BUT, only in 
the Service MOTOWLIFT can you get the MAXIMUM of 
these advantages. Check the points shown above—have 
your distributor tell you about the many other exclusive SE RVICE 
design and performance features—and you'll decide to HYDRAULIC 
put your money on Service MOTOWLIFT. Write for fully 


descriptive bulletin today. 7 


TRUCK 


Sure it’s needed— wherever there 
are loads up to 3 tons to lift off the 
floor and take for a fast, easy ride. 
Just back the Service LEVERLIFT 
under a skid. A few easy strokes 
(only 30 pounds per stroke) lifts 
the load. And easy-rolling wheels 
let you “take it away” with sur- 
prisingly little effort. Available in 
capacities of 2500 lbs., 3500 lbs., 
5000 lbs., and 6000 lbs. 26 dif- 
ferent platform sizes in each capa- 
city. Steel, rubber or plastic 
wheels. Check the features listed 
here—then decide to look into 
LEVERLIFTS for your plant. 


Write for descriptive Circular 
Today. 
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COVERAGES AND FORMS FOR 


Product Liability. 

























































PRODUCT PUBLIC LIABILITY INSURANCE 


©. What insurance companies write this coverage? A. Casualty insurance 
companies. 

Q. How is it written? A, Within recent years, the tendency has been to 
write the coverage as a part of a schedule liability policy which may include 
premises-operations, elevator, products, teams, contractual or independent 
contractors coverage. Product liability insurance may be provided by endorse- 
ment on an owners’, landlords’ and tenants’ public liability policy or a manufac- 
turers’ and contractors’ public liability policy. It may also be issued as a 
separate policy. 


Coverage 


©. What coverage is provided ‘by product public liability insurance? A. 
The insurance company agrees to pay on behalf of the insured “all sums which 
the insured shall become obligated to pay by reason of the liability imposed 
upon him by law for damages, including damages for care and loss of services, 
because of bodily injury, sickness or disease, including death. at any time re- 
sulting therefrom, sustained by any person or persons caused by accident and 
arising out of the handling or use of or the existence of any condition in goods 
or products manufactured, sold, handled or distributed by the named insured, 
if the accident occurs after the insured has relinquished possession thereof 
to others and away from premises owned, rented or controlled by the insured; 
and operations incidental to the ownership, maintenance and use, for the pur- 
poses stated in the declarations, of the premises, and all operations during 
the policy period which are necessary or incidental to such purposes (other 
than pick-up and delivery and the existence of tools, uninstalled equipment 
and abandoned or unused materials) if the accident occurs after such oper- 
ations have been completed or abandoned at the place of occurrence thereof 
and away from such premises." 

In brief, to be covered under product liability insurance, the accident must 
occur (1) after the insured has relinquished possession of the product to 
others and (2) away from the premises owned, rented or controlled by the 
named insured. 

The coverage provided by the products’ liability policy consists essentially 
of affording protection not offered in the direct liability coverage. The 
direct liability insurance contains a standard exclusion to the effect that no 
coverage is provided except upon the premises of the insured. The products’ 
liability policy specifically covers on the possession, use or consumption else- 
where than on the premises of the insured of any article "manufactured, sold, 
handled or distributed" by the insured, and it protects against completed 
operations exposure. Even though the item is not sold, but merely installed 
by the insured, the insurance will cover the completed operations. Example: 
An electrician installs wiring. If the workmanship is defective the contractor 
has an exposure to claim which is not covered in the manufacturers’ and con- 
tractors’ liability policy. This coverage is picked up under the provisions 
of products’ liability insurance. 


Exclusions 


®. Is this coverage ever written in conjunction with contractual liability 
insurance? A, Yes, frequently it is. A manufacturer may agree to hold a 
distributor harmless as an inducement for the distributor to handle his product. 
The manufacturer. then purchases contractual liability insurance to protect 
himself. The products’ liability policy excludes liability under a contract. The 
contractual liability coverage may be provided by endorsement on a products’ 
liability policy. 

Q. What are the other exclusions? A. Any obligation to employes for 
which the insured may be held liable under any workmen's compensation law 


(Continued on opposite page) 















RODUCT iiability insurance 

protects the manufacturer or 
supplier of products and services 
to consumers against suits for dam- 
ages arising out of the presence of 
some deleterious substance or de- 
fect in the goods or services which 
cause harm, real, fancied or faked, 
to the user. 


The rates for product public lia- 
bility insurance were first published 
in 1925 after the need for this type 
of insurance coverage by manufac- 
turers and dealers became well 
established. Prior to that, the 
courts had been reluctant to impose 
liability which would tend to handi- 
cap the development of business. 
Within recent years, however, a 
number of court decisions as well 
as the’enactment of statutes in many 
states have reflected the chang- 
ing spirit of the times with the trend 
towards greater liberality. 


At common law, the consumer is 
protected under three available 
courses. The seller can be held 
liable or failing to supply sound 
goods, either on an express or im- 
plied warranty of wholesomeness 
and merchantability, thus breaking 
his contract. Again, if a customer 
should find some deleterious agent 
in a product which he has pur- 
chased upon the strength of express 
representations, the dealer may be 
open to an action for common law 
fraud and deceit upon the strength 
of the statements made to him. 
Finally, the one responsible for the 
defect or impurity can be held for 
negligence, where the negligence 
was the proximate cause of the in- 
jury. Negligence has almost entire- 
ly replaced deceit as the basis for 
suit in the food products liability 
field because of the difficulty im 
proving deceit. 


Uniform Sales Act 


Some 30 odd states and the Dis- 
trict of Columbia have enacted the 
Uniform Sales Act which makes 
a seller liable for any article he 
sells on the basis that it is fit for 
human use and consumption. The 
purpose of this act specifically is to 
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By L. S. McCOMBS 


Associate Editor 
The Specator, Property Insurance 
Review 


A Chilton ry) Publication 


penalize the seller for distributing 
any impure or defective merchan- 
dise. 


The act provides that, when the 
buyer expressly, or by implication, 
makes known to the seller that he 
relies upon his skill and judgment 
in the purchase of goods for a par- 
ticular purpose, there is an implied 
warranty of fitness for that use. 
When the buyer purchases from the 
dealer by description, under the 
act, there is an implied warranty 
of merchantability. The act pro- 
vides for the implication of these 
warranties regardless of whether the 
seller is a dealer, a grower or a 
manufacturer. 


If a dealer is held liable for dam- 
ages to an injured consumer or user 
of a product he may be able to re- 
cover from a grower Or a manu- 
facturer on the basis either of im- 
plied or express warranty accord- 
ing to his contract or on the basis 
of negligence. Claims involving 
negligence on the part of a manu- 
facturer usually are handled direct- 
ly by the latter for his ultimate pro- 
tection. 


ure Food and Drug Laws 


Most of states which have not 
enacted the Uniform Sales Act have 
given a new interpretation to the 
common law as it relates to sales 
and have accomplished the same 


results. In practically all jurisdic- 
tions, anyone injured can bring 
claims directly against retailer, 


wholesaler or manufacturer, sepa- 
rately or jointly. Furthermore, many 
States have enacted Pure Food and 
Drug Laws making it a misde- 
Meanor to sell knowingly or un- 
knowingly impure products for 
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(Continued from facing page) 


(Employers' Liability or Workmen's Compensation); the use away from the 


premises of personal property rented to others (covered 


owners’, landlords’ 


and tenants’ or manufacturers’ and contractors’ policies); bodily injury or 
death arising out of the use, including loading and unloading, in the business 
of the insured of any vehicle owned or hired by him or any of his employes 


(Automobile and Teams’ Liability). 


Costs 


Q. How is the premium cost determined? A. The rates for product liability 
coverage usually are a percentage of the total sales, including taxes, in 
thousands of dollars. The lowest rate applies to paper goods and is 4c a 
$1,000. Among the higher rates published by the insurance companies is one 
of $1.75 a $1,000 for bakeries. Cosmetic rates, which are available only upon 


application, range as high as $8 or $9. 
. How are the premiums handled? A, A mini pr 


is stated in 








each policy. If the computed pr 


premium paid, the policyholder pays the excess to the company. 


eds the estimated advance 
lf this 


earned premium is less than the estimated advance premium paid, the com- 
pany will return to the insured the unearned premium when determined but 
in any event the company retains for the coverage furnished not less than 


the minimum premium. 


The insured agrees to furnish the company upon request with a statement of 
the gross receipts from the products manufactured, handled or sold by the 
insured during the policy period. The company requires permission at all 
reasonable times to examine the records of the policyholder as respects gross 
receipts. This request may be made within one year from the expiration of the 


policy period. 


“Sales are the entire amount of money, including taxes, charged for all 
merchandise or products sold or distributed by the insured during the policy 


period. 


Limits 
©. What are the limits of liability 


in connection with product public 


liability insurance? A, There are three limits of liability as follows: (1) $5,000 
for all damages arising out of bodily injuries to or death of one person and 
(2) subject to that limit for each person, a total limit of $10,000 for all dam- 
ages arising out of bodily injuries to or death of two or more persons in any 
one accident. If merchandise or product from one prepared or acquired lot 
after the sale produces injuries to more than one person, the injuries to all 
persons proceeding from that common cause are considered as originating in 
a single accident. Subject to the limits in (1) and (2), an aggregate limit 
of $25,000 for all damages arising out of bodily injuries or death during the 
policy period is provided. The basic limits of 5/10 and $25,000 may be in- 
creased upon application to the insurance company and the payment of 


additional premiums. 


©. Does product liability cover only merchandise actually sold which ap- 
pears in the amount of gross sales reported to the insurance company? A. 
The insurance company commonly accepts all claims incurred during the policy 
period, which normally is one year, when the products are foods and similar 
items consumed within a short period after the sale. 

In the case of more durable items such as refrigerators, washing machines, 
etc., which are expected to last many years, the insurance companies do not 
provide coverage for units sold before the inception date of the policy unless 
an additional premium is paid. A flat additional charge usually is made for 


this added coverage. 


Damage Liability 


Product property damage liability insurance parallels the protection offered 
by product public liability coverage with the following additional exclusions: 
(1) injury to or destruction of goods, products or completed work out of which 
the accident arises. Example: If the product were a steam boiler which covered 
the damage to property of others, the damages to the boiler itself would not 
be covered, (2) injury to or destruction of property owned, rented, occupied 
or used by or in the care, custody or control of the insured. 








human consumption and the courts 
of such states frequently have held 
in civil actions based on negligence 
that, as a matter of law, facts 
amounting to a breach of the crimi- 
nal statutes automatically constitute 
negligence on the part of the seller. 

The net result to retailers, whole- 


salers and manufacturers is that the 
ultimate consumer now has an easier 
legal course in his effort to recover 
for defective or impure merchan- 
dise. 

Laws, courts and juries are all 
attuned to increased liberality in 
favor of the consumer. 
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@ Dup.icate Orpers. Under-Sec- 
retary of Commerce Shindler is 
urging producers and distributors 
to weed out duplicate orders on 
their books. He warns that forced 
cancellations later may be more 
costly than those made now. ‘‘A 
word to the wise. . .”’ 


@ Freicht Forwarpers. A sig- 
nificant trend in air cargo opera- 
tions is seen in recent announce- 
ment by Trans-Caribbean Air Car- 
go Lines that it will pay a five 
percent brokerage commission to 
freight forwarders. 


@ Freicht Rates. The percent- 
age increase in rail freight rates 
threw a monkey wrench into the 
daily work of most industrial traf- 
fie departments, many of which 
were reported ‘‘swamped’’ with 
work in revising rate cards and 
other records for purchasing, sales, 
shipping and other departments. 
Many believe present hearings in 


@ WINDSHIELD GETS THE BIRD, but pilot escapes unscathed. 
Illustration shows a Beechcraft model D-I8-C windshield after it 
has received the impact of a pair of four pound birds which were 
Under flying conditions, if 


ejected at it at a speed of 225 m.p.h. 


the windshield were struck by a bird while the plane was traveling 

at high speed, only one section would be damaged, leaving clear 

visibility either for pilot or co-pilot, depending upon which side 

were hit. Checking the test is P. H. Pelley, engineer who developed 

the windshield. And if you think the windshield looks bad, the spots 
on the wall in rear indicate what happened to the bird. 








































Chicago portend an additional rate 
rise this fall. 


@ Point or PurcHAse. ‘‘To get 
right at the impact, the point of 
purchase, is what counts in dis- 
tribution,’’ according to our good 
friend, Allyn Garber, editor, De- 
partment Store Economist. ‘‘There 
have been a lot of foolish notions 
about channeling goods in distri- 
bution,’’ he says, ‘‘ whereas the real 
problem is the kind of distribution 
that gets the most goods into the 
hands of the most people. What 
does it matter where it is sold? 
The more places available, the 
more sales there will be, and the 
better the product will have to be, 
to sell.’’ 


@ Corrrr. Remedial action by 
government to ease present critical 
shortage of copper is being pushed. 
Additional purchases of copper 
from foreign sources are held to 
be necessary. On basis of produ- 


a road vehicle. 


cive capacity 65,000 tons monthly 
at current level, and monthly ¢on- 
sumption of 120,000 tons, it is egti- 
mated the U. S. has only a 15-year 
reserve of the metal. 


@ INSTALLMENT SALES. Expan- 
sion of installment selling to in- 
erease turnover of the increased 
flow of goods expected in the near 
future is being studied by depart- 
ment stores and other retailers. As 
more goods reach outlets there will 
be need tc turn them over quickly, 
most consumer eredit authorities 
say. They believe most efficacious 
way of increasing sales is by in- 
stallment selling. The necessity of 
this is obvious in view of recent 
joint survey by Federal Reserve 
Board and Bureau of Agricultural 
Economies which shows that almost 
half of America’s families have in- 
comes of less than $2,000 a year. 
If you don’t sell ’em on credit, you 
won’t sell ’em at all. 





@ GUESS WORK IS LESS WORK than the scientific application of 
electronics to trailer design, but it won't produce nearly as efficient 


So engineers of Trailmobile Co., Cincinnati, have 
developed a device called the electronometer, which tests trailer 
models on the road before they go into mass production. The 
“pilot model" is driven along over rough and twisting highways 
while the electronometer, mounted on specially constructed mobile 
equipment, trails behind. This system of electronic stress measure 
ment demonstrates to engineers under actual operating conditions 
the relative merit of different materials and designs. 
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ferishables 
by Air 
(Continued from Page 36) 


wiless such controls within planes 
are installed. 

pb. Re-fueling facilities adequate 
for four-motored planes. 

ec. Maintenanee facilities for 
large type equipment. 

CarRIER PERFORMANCE: The 
aeronautical industry, both manu- 
facturer and carrier, possesses the 
ability to design and build planes 
and equipment capable of flying 
uder favorable and adverse con- 
ditions, and to operate almost un- 
interruptedly under those econdi- 
tions. This ability is constantly 
increasing. These factors are ex- 
tremely favorable, from the stand- 
point of shipping fresh fruits and 
vegetables, which as the findings, 
particularly of the Ralph E. 
Meyers Co. indicate, can not be 
subject even to slight delays, and 
which, broadly speaking, must be 
delivered at a designated market 
within a designated time. 

Carrier performance, however, 
at present, is conditioned and 
limited by government regulations 
and existing rules and franchises. 

It may be concluded that: 

1, Perishable shipping opera- 
tions, scheduled, non-scheduled or 
contract, must be made sufficiently 
flexible to allow free movement of 
any shipment to any designated 
point, over any available route. 

2. Airborne perishable shipments, 
isofar as is practicable, must be 
flown over the shortest route in 
ich instance. This, of course, is 
the ‘‘Great Circle’’ route which 
May or may not be followed by a 
%heduled airline. 

3, Under present conditions, and 
Unless existing regulations, are 
amended or revised, handling of 
perishable shipments can be per- 
formed advantageously only under 
hon-scheduled operations. 

4. Present regulations of the 
CAB covering load limits, flight 
@nditions and landing speeds, de- 
Veloped under and based entirely 
0h passenger traffic conditions, 
Should be supplemented with 


(Continued on Page 64) 
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MANY SHIPMENTS now travel at air-speeds up to five miles a 
minute in the swift new planes that have joined the Airlines’ fleets — 
bigger planes that make more space available for all kinds of traffic. 


LOW RATES include special handling — pick-up and delivery — in all 
major U. S. towns and cities. (Often 
same-day delivery.) Rapid air-rail 





RATES CUT 22% SINCE 1943 (U.S. A.) 
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best planes. 


WRITE TODAY for the Time and 
Rate Schedule on Air Express. It contains illuminating facts to help 
you solve many a shipping problem. Air Express Division, Railway 


Express Agency, 230 Park Avenue, New York 17, N. Y. Or ask for 


it at any Airline or Railway Express office. 


GETS THERE FIRST 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 


INTERNATIONAL RATES ALSO REDUCED 
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Public Warehouses 
As Marketing Aids 


Four definite advantages are outstanding. 


These are: 1. 


Economy. 2. Flexibility. 


3. The services of experienced men who 
know shippers’ requirements and branch 
house functions. 4. Cost control on a per 
package, per month basis, where the cost 


curve parallels 


the volume curve of 


tonnage stored and distributed. 


By WILLIAM G. TANZER 


Sales Manager 
Crooks Terminal Warehouses, Inc. 
Chicago-Kansas City-Los Angeles 
nd 


President 
Interlake Terminals, Inc. 


HE summation of military 
T tactics, attributed to Nathan 

Bedford Forrest, Confeder- 
ate General of Cavalry, to ‘‘get 
there fustest with the mostest,’’ 
was a familiar American maxim 
during World War 2. It is a rule 
that applies also in business, par- 
ticularly today. 


The present potential of business 
expansion is unlimited. With the 
buying publie ‘‘flush’’ from the 
high wages of the war, with ap- 
petites whetted and sales resistance 
at a2 minimum, from month after 
month of limited home front pro- 
duction, it is going to be no chore 
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at all to sell merchandise in ex- 
panded markets when the goods 
are available. 


The picture, however, is not al- 
together rosy, as one can see from 
the front page of any newspaper. 
Strikes, shutdowns, lack of ma- 
terials and many other headaches 
beset the manufacturer as he at- 
tempts to make postwar readjust- 
ments. Ideally, despite these 
headaches, his aim still must be 
to reconvert plant facilities rapidly 
for civilian production, to re-build 
sales Organizations and to speed 
up distribution so as to be there 
‘*fustest’’ with the ‘‘mostest.’’ 


Uy, 


Most manufacturers can elimin- 
ate some of their headaches very 
simply. For example, they do not 
need to be hampered by the prob- 
lems of maintaining, managing and 
operating privately-owned or 
leased warehouses and _ branch 
house units. Nor do they have to 
spend valuable time, effort and 
money organizing such facilities. 
They can establish branch house 
units at strategic marketing cen- 
ters without costly real estate in- 
vestments, long term leases, real 
estate taxes, insurance, permanent 
payrolls heat, power, light, in 
vestment in equipment, and other 
fixed expenses, by carrying stocks 
in public merchandise warehouses 
situated at points of advantage. 

By using this method, they can 
retain control of their merchandise 
at all times while keeping within 
easy reach of established customers 
and potential prospects. Likewise 
they can maintain proper balance 
between storage and distribution 
and consumer demand. 

Four definite advantages may 
be cited: 

1. Economy. 

2. Maximum flexibility. 

3. Superior service rendered by 
men who ‘‘know how’’ and who, 
through years of experience, have 
acquired a _ broad professional 
knowledge of shippers require 
ments and branch house functions. 

4. Fingertip cost control on a per 
package, per month basis, where 
the cost curve always follows and 
remains parallel with the volume 
curve of tonnage stored and dis 
tributed. 

Public merchandise warehousilg 
is the answer to most manufac 
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‘jorers distribution problems. It 


leaves the producer free to devote 
his time and energy to solving pro- 
duction dilemmas, and gives him 
the assurance that his distribution 
system, when needed, will be ready 
to help him reach every potential 
market quickly and easily. This 
applies virtually to every type of 
business with a distribution prob- 
lem. 

Whether our distribution is con- 
fined to a small area, a few states 
jn territory adjacent to point of 
production, or is nation-wide, you 
will find dependable public mer- 
chandise warehouses at all key dis- 
tribution points ready to serve you. 

Once you begin to make proper 
use of these warehouses, you will 
soon realize that they stand ready 
to help you get there ‘‘fustest.’’ 
Their place in your distribution 
system will become so important 
that you will learn to look and de- 
pend upon them as you would an 
integral part of your own organi- 
zation. 

Storage and distribution is their 
business. They give you the ad- 
vantage of all their ‘‘know how’’ 
and experience in these fields. They 
keep abreast of the times and are 
wnstantly striving to promote and 
develop warehousing and distribu- 
tion to the highest degree of 
fficiency by exploiting and em- 
ploying every facility that will im- 
prove their function. They are 
equipped and manned by seasoned, 
experienced personnel. They can 
function in the same capacity as 
tan a privately-managed branch 
house unit by providing facilities 
for the placing of spot stocks in 
all major distribution centers of 
the nation. 

Perhaps one of the most im- 
portant of these facilities is the 
flexibility afforded by a public 
warehouse. That one point of 
flexibility has convinced many 
businessmen that use of a public 
merchandise warehouse is the only 
Way to conduct branch house ware- 
housing and distribution. Whether 
your storage volume is large or 
mall or apt to fluctuate from 
month to month or season to sea- 
son, the warehouse provides the 
tlasticity so essential to successful 
branch house operation. You can 
Store a truckload, a carload, or a 


(Continued on Page 126) 
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TIX, 


FOR THE ECONOMIES OF 
OUTDOOR STORAGE! 


Take advantage of the unmatched ability 
of ROSS Straddle Carriers and Lift Trucks 
to handle heavy loads—up to 30,000 
pounds—on rough ground, mud or snow. 
These rugged machines will enable you 
to store your materials out-of-doors— 
where space is cheaper and less restricted 
—and help you lick the problem of 
congestion in warehouse and plant... 
The complete facts about how The 
ROSS System of Straddle Carriers and 
Lift Trucks cuts handling costs all along 
the line will convince you—send for 
ROSS BOOK DA-.-.96 


THE ROSS CARRIER COMPANY 


300 MILLER STREET, BENTON HARBOR, MICHIGAN, JU. S. A. 
DIRECT FACTORY BRANCHES AND DISTRIBUTORS THROUGHOUT THE WORLD 
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The setting up and certification of 
minimum standards for consumer 
goods by government in cooperation 
with consumer and industry agencies 
not only safeguards public interest 
through quality control but makes for 
overall economy and efficiency in 


production and distribution. 


By DAVID J. WITHERSPOON 


Associate Editor 


Standards Help Sales 


LL buying and selling in 
which goods do not come 


under the eye of the buyer 
must necessarily be based upon 
some sort of standard. ‘‘ Most of 
such standards,’’ to quote from a 
paper prepared by the American 
Standards Assn., ‘‘are unwritten, 
simple and erude, often being no 
more than a two-party understand- 
ing such as ‘like the one I bought 
of you last time.’ At the other ex- 
treme, all ef the basic commodity 
markets are dependent upon stand- 
ards which, in most cases, are well 
marked out, are nationally ac- 
cepted and used, and may even be 
subject to legal definition.’’ 

As a result of bewildering va- 
riety in the quantity and quality 
of consumer goods, the need for 
standardization of some sort to 
safeguard not only publie welfare 
but the interests of producers and 
distributors became apparent as 
far back as 1925. The demand for 
quality standards to enable a con- 
sumer to choose between a variety 
of offerings lay at the heart of the 
consumer movement. The desire 
for purchasing specifications to en- 
able buyers and sellers to speak 
the same language and thus avoid 
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controversy, the trend to mass pro- 
duction realizable only through 
generally accepted standards, the 
desire for self regulation of indus- 
try in the face of a growing threat 
of government control, have all 
combined to win the support of 
producers and distributors. The 
trend toward standards in indus- 
try and business has been acceler- 
ating for a generation. Today, 
standards constitute, in one form 
or another, a vital part of most in- 
dustrial and marketing operations. 


Two Kinds 


There are two major kinds of 
standards, internal and external. 
Internal standards are those set up 
by an individual unit in industry 
for its own benefit. External stand- 
are those set up by an industry as 
a whole or by technical or profes- 
sional groups for voluntary adop- 
tion, or by governmental agencies 
for voluntary, or in cases that di- 
rectly affect public welfare, com- 
pulsory compliance. At present, 
there are hundreds of agencies di- 
rectly concerned with the setting 
up of consumer goods standards 
in the interests of quality control, 


public welfare, and more efficient 
and economical production and dis- 
tribution. 

The National Bureau of Stand- 
ards is a governmental ageney 
which undertakes research and 
testing and has cooperated with 
industry and business in develop 
ing specifications and standards 
for a wide range of diversified 
products. Its commercial stand- 
ards are the voluntary standards 
agreed upon by producers, dis- 
tributors and consumers. In the 
future, the divisions of simplified 
trade practices and commercial 
standards are to be transferred t0 
the Department of Commerce and 
the Bureau’s functions confined t0 
those of basic research, furnishing 
of facts, measurements and techni 
cal assistance in the development 
of adequate testing methods. 

The Department of Commerce is 
planning to withdraw from the 
field of initiating and publishing 
standards voluntarily agreed to by 
industry groups. It will transfer 
this function to industry’s own oF 
ganization, the ASA, once this 
body has prepared itself for these 
new and enlarged duties. Secre 
tary of Commerce Wallace has e& 
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gained this move on the following 
gounds: 1. Because interested pri- 
vate groups are best qualified to 
initiate and formulate voluntary 
gandards. 2. In order to eliminate 
duplication of effort in the activi- 
ties of the ASA and the Depart- 
ment of Commerce. 3. Because 
yoluntary standards published by 
the National Bureau sometimes 
have been misinterpreted as scien- 
tifically determined government 
standards. 

Among other government agen- 
cies, The Food and Drug Admin- 
istration, established in 1938, is 
authorized to set up and enforce, 
in cooperation with various state 
agencies, definitions and minimum 
standards affecting the quality of 
food, drugs, therapeutic devices 
and cosmetics. This body also is 
authorized by law to establish com- 
pulsory standards affecting con- 
tainers for most foods. All drugs 
sld must conform to official stand- 
ards set up by the Food, Drug and 
Cosmetic Act if sold as ‘‘official.’’ 
If differing from official require- 
ments, a statement to this effect 
must appear on the label. The of- 
ficial specifications which must be 
met are contained in the U. S. 
Pharmacopeia, the National For- 
mulary, and the Homeopathic 
Pharmacopeia. Supervisory con- 
trol through licensing is exercised 
oer all manufacturing and dis- 
tributing in interstate commerce of 
various biological preparations and 
standards for these preparations 
are being set up and enforced regu- 
larly by the U. S. Health Service. 

In addition to these government 
agencies, many trade associations 
provide inspection, grading and 
tertification services for all kinds 
of consumer goods. Scientific or- 
ganizations like the National Re- 
search Council, the American So- 
ety for Testing Materials, the 
Engineering Foundation, with the 
ative support of industry and 
business, engage in much funda- 


mental research and standardiza- 
tion in consumer goods. 


“Industrial purchasers,’’ accord- 
ing to the ASA, ‘‘generally have 
means of checking their purchases 
make sure that the product com- 
plies with the specifications upon 
Which the order was placed. But 
the individual does not have any 
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Time is money—save it by use of 


the CLARK Trucloader, newest of the Clark line of industrial 
haulage vehicles. Light, compact— yet sturdy as the famous 
Clipper, Carloader and Utilitruc. Let a Clark Field Engineer 
plan for you an efficient method of material handling—today! 


Write for *““Trucloader Broadside,” 


it’s free. 


LIFTS - CARRIES -TIERS 


GAS OR ELECTRIC POWERED 


Prices on CLARK products 


will not be advanced in excess of increased costs 
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Conveyors For Distribution 


New York brewery plans important improvements in its con- 
veyor system fo expedite local distribution of ifs product. 


HE Edelbrew Brewery has 
[eve major phases to consider 
in handling its product for 
outgoing ship- 
ments and the return of empty 


containers. 
Outgoing, the product is put into 


loeal distribution : 


eartons. Each contains 24 bottles 
of beer. Later the empty bottles 
are put into wooden-cases and re- 
turned to the brewery. The prob- 
lems consist in loading the cartons 
into a number of motor trucks 
parked at the loading platform of 
the brewery, and, later, in unload- 
ing from the trucks the empty bot- 
tles in wooden cases. 

Today, these operations are 
handled in the following manner. 
After the beverage has been bottled 
and 24 bottles put into each carton, 
a conveyor system is used to move 
the cartons from the interior of 
the brewery to the loading plat- 
form. 

An employe is stationed at the 
place where the conveyor leads to 
the platform. It is his duty to 
count the number of cartons mov- 
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By LOWELL E. JONES, M. E. 


Edelbrew Brewery 
Brooklyn, N. Y. 


ing toward the platform. After 
the cartons have arrived at the 
edge of the platform they are taken 
off the roller conveyor manually 
and placed in the body of the 
truck. If the distance for carry- 
ing the cartons from the edge of 
the roller conveyor to the interior 
of the truck is somewhat long, a 
movable roller conveyor may be 
put inside the truck and the car- 
tons’ moved on it toward the front 
of the body of the truck. Thus, 
unnecessary steps by the workmen 
are avoided. 

Upon completion of loading in 
this manner, the cartons of beer 
are delivered to wholesale and re- 
tail outlets and empty bottles col- 
lected in wooden boxes for the re- 
turn trip. 

Along the entire length of the 
platform runs a roller conveyor. 


After the truck has been backed 
against the platform, the wooden 
boxes are removed by hand from 
the interior of the truck onto this 
platform conveyor. At each end of 
the platform there is a curve; the 
conveyor follows the curve through 
an opening in the wall, and carries 
the wooden boxes into the interior 
of the brewery. These openings 
are provided with special doom 
that can be closed and _ locked, 
thereby keeping the interior of the 
brewery separated from the load- 
ing platform. 

Once the wooden boxes with the 
empty bottles are on the conveyor 
in the interior of the brewery they 
are ‘‘boosted’’ to a higher floor 
where bottles are thoroughly 
washed for later use. This, then is 
the cycle of handling and distribu 
tion as it is organized by the Edel 
brew Brewery today. 

In the near future a superior 
method is planned. In the center 
of the brewery on the second floor 
we plan to use a ‘‘carousel’’ type 
of conveyor. The cartons will be 
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directed onto this at various points. Ze 
° . LA 
At other points leading away fromZ 
the carousel, the cartons will move” 
ward the motor trucks. Under ~ 
the newer method, each truck will” 
be separately fed from the ‘carou- 
gl’? over individual conveyors. 

From a central office, the num- 
her of cartons going to a truck will 
be determined. A machine em- 
bodying the principle of the ‘‘elec- 
tric eye’’ will do the actual count- 
ing of the cartons passing down 
the conveyor to each truck. The 
mechanism will be such that once 
the number of cartons going to a 
truck has been fixed by the central 
office, loading will start automati- 
ally, and will stop automatically 
after the exact number of cartons 
has moved toward the truck. This 
is an important improvement in 
that it will allow a check on all 
artons moving into individual 
trucks. 

An improvement is also planned 
at the point of loading the cartons 
into a truck. This is to be accom- 
plished not by movable roller con- 
veyors as heretofore, but by ‘‘tele- 
wopic extension’’ of the regular 
enveyor. Cartons, consequently, 
will move directly from the ‘‘car- 
ousel’’ to the farthest point in the 
interior of a truck. 


Standards 
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means of checking his purchases to 
make sure that they comply with 
the standard as represented to him 
by the seller. This lack can be 
filled by systematic testing and cer- 
tification by an independent lab- 
oratory or similar agency. For ex- 
ample, specifications for household 
lamps have been developed by the 
Iiluminating Engineering Society 
Which assure adequate lighting 
free from glare. This IES lamp is 
being manufactured and marketed 
by any manufacturers willing to 
meet the specifications. Compliance 
8 controlled by testing and inspec- 
tion by an independent laboratory, 
and each lamp is labeled to certify 
‘ompliance with specifications. This 
use of standards, inspection, and 
labeling is a notable development 
in merchandising. 
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Today, war worries have been succeeded 
by an atomic turmoil. Far-reaching 
changes have always followed wars— 
and the man who has kept pace always 
comes out on top. 

Come what may, one need is never 
completely filled—the need for compe- 
tent executives to direct business and 
industry. In tumultuous times like those 
of today, this demand multiplies. Right 
now, the outlook for ambitious men is 
brighter than ever before—if they have 
the training to take advantage of op- 
portunities. 

The training needed is not narrowly 
specialized, but goes broad and deep, 
probing the basic principles that underly 
all business. It provides the knowledge 
that enables men to direct the activities 
of others not in one department or one 
kind of business, but in amy business. It 
supplies the “know how” that enables 
top executives to manage amy business. 


How to get such executive training 


Training of this kind is provided by the 
Modern Business Course and Service of 
the Alexander Hamilton Institute. The 
Course covers the four major functions 
of business—Production, Marketing, Fi- 
nance and Accounting. It turns out not 
accountants, or salesmen or production 
men, but executives! 


Fill in and mail this 
coupon today, and a 
free copy of “Forging 
Ahead in Business” 
will be mailed to you. 


Takes months instead of years 


This knowledge takes years to acquire 
by ordinary methods. Through Institute 
training, the process is concentrated and 
thus finished in a matter of months. Ie 
does not interfere with a man’s present 
position, being taken at home, during 
spare hours. More than 430,000 men 
have subscribed; many call it “a turning 
point in their lives.” 


Many prominent contributors 


One reason why the Institute Course is 
so basic, thorough and scientific is found 
in its list of prominent contributors. 
Among them are such men as Thomas 
J. Watson, President, International Busi- 
ness Machines Corp.; Frederick W: 
Pickard, Vice President and Director, 
E. I. du Pont de Nemours & Co.; Clifton 
Slusser, Vice President, Goodyear Tire 
& Rubber Co., and Herman Steinkraus, 
President, Bridgeport Brass Company. 


“Forging Ahead in Business” —FREE! 


You can read the Institute’s stimulating 
story in the 64-page booklet “Forging 
Ahead in Business.” Convenient, time- 
saving, it is offered without cost or obli- 
gation. Simply fill in and mail the coupon! 


ALEXANDER Seer e ly INSTITUTE 
Dept. 451, 4 West 23rd S 

New York 1 yA 

In Canada: > Wellington Street, West, 
Toronto 1, Ont. 

Please mail me, without cost, a cop q 
the 64- page book —* FORGING AHEAD 

IN BU: ESS. 











WHY 
ENGINEERED DESIGN 
PALLETS? 


1, the average fork-truck pallet in- 
stallation the capital investment in 
pallets is greater than in the me- 
chanical equipment. You demand 
ENGINEERED DESIGN in your in- 
dustrial trucks to guarantee that you 
are receiving the most modern equip- 
ment adapted to your particular re- 
‘quirements and which will result not 
only in a reasonable first-cost but a 
low maintenance charge. It is only 
practical to demand as much from 
your pallet equipment. 


LPllets Se 


a ‘acturers of 
ENGINEERED DESIGN /ets 


Glens Falls, New York 
Telephone 2-2892 
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AIR FREIGHT NOW AS 
LOW AS 14c PER LB.°* 


*LA to NY Volume Contract Rate 


New low rates, plus savings you 
make in labor and materials for 
packing and extra handling, 
often means you can ship with 
speed at no extra cost! 


@ Inquire about shipping 
garments on hangers, 
thoroughbreds, precision 
machinery, furniture, fresh 
fruits and flowers. 


THE FLYING TIGER tine 


MUNICIPAL AIRPORT, LOS ANGELES 45 
ORegon 8-2281 


New York: CHelsea 3-8206 
Chicago: WABash 2508 
San Francisco: So. §. F. 1995 
Oklahoma City: 6-3364 





Perishables By Air 


(Continued from Page 57) 


specific regulations for air cargo 
traffic. 


Costs AND Rares: Since air 
shipments of fresh fruits and vege- 
tables were first proposed, plane 
operating costs and rates based 
upon those costs have declined 
steadily. In a period of less than 
two years, the conception of a 
rate based upon 70e. a ton-mile has 
been revised downward to as low 
as 10c. a ton-mile. Obviously rates 
or charges should be revised down- 
ward as rapidly as possible with- 
out causing financial disaster to 
carriers, and must be further re- 
duced if air transport of perish- 
ables can take place on any appre- 
ciable seale. Upon the belief that 
rates will come down it may be 
coneluded that: 


1. Economically, it is feasible 
for certain types of carriers, op- 
erating efficiently, and with the 
ability to develop a _ reasonable 
tonnage of payload on the back- 
haul, to earry a large tonnage of 
perishables at rates which would 
enable a consumer price premium 
sufficiently small to accomplish free 
movement and widespread con- 
sumption of these products. 


2. That transportation charges 
for airborne perishables should be 
predicated upon a zoning method, 
similar to the group commodity 
rates in effect in rail tariffs, to the 
end that price or cost to the ulti- 
mate buyer, regardless of distance 
from shipping point, can be ap- 
proximately the same in all mar- 
kets, or as nearly so as can be at- 
tained. 

PACKAGING AND [sOADING: Ex- 
periences of the Ralph E. Meyers 
Co, and other shippers conclusively 
prove that shipments of perishables 
by air cargo must be handled, 
packaged and distributed by men 
and organizations experienced in 
and fully qualified to handle fresh 
fruits and vegetables. 


1. Exact controls of quality, 
grade and maturity are necessary. 
This is possible with air transpor- 


tation, since 100 percent delivery 


in comparable condition is attain- 
able. 


2. Air shipments can be and 
should be pre-packaged, should be 
identified as airborne ; among other 
advantages, the shipper is thus able 
to maintain his consumer brand 
identification. 


3. Air transportation of pre 
packaged products is certain to 
stimulate consumer packaging. 
With pre-packaging, the waste 
factor to retailers is lessened, ease 
of handling for the merchant is in- 
creased, control of mark-ups by the 
retailer is simplified, and consumer 
acceptance is far greater. 


4. For ideal shipping conditions, 
the pre-packaging and pre-cooling 
plant should be located at the air- 
port of departure. Plant should 
be so constructed that cargo planes 
could taxi up to a loading tunnel. 
It would be desirable to furnish 
facilities for pre-cooling the plane 
before loading. 

PRE-COOLING AND REFRIGERATION: 
Pre-cooling of airborne perishables 
is absolutely necessary. Tempera- 
tures of all commodities should be 
reduced to approximately 35 deg. 
F. prior to loading, and tempera 
tures of lading in transit should 
be maintained at from 36 deg. to 


42 deg. F. 


It is important to note that de- 
hydration in transit, a serious 
problem in the rail shipment of 
some fruits and vegetables, can be 
entirely eliminated in air shipment, 
Wrapping or pre-packaging of 
commodities, and shortness of tram 
sit time, combine to prevent loss of 
weight through loss of moisture. 
In other words, airborne merchan- 
dise from California, for instanee, 
can be delivered ounce for ounce 
and pound for pound at destina 
tion points anywhere in the United 
States. 

MARKET DistTrRipuTION; No par 
ticular type of receiver or dealer 
appears better equipped or qual 
ified to handle airborne perishables 
than does any other type. But all 
receiving market operators (re 
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giver, jobber, wholesaler or re- 
jiler) who elect to deal in air- 
jorne perishables, must be pre- 

to protect all of the con- 
ints of each shipment from the 
moment it arrives until ultimate 
purehase. 

Obviously, a fully matured, vine- 
ripened perishable cannot be 
leisurely unloaded on open trucks, 
possibly hours after arrival, hauled 
toa store or sidewalk, there mauled 
over by salesmen and buyers, then 
leisurely hauled to a retail store 
and dumped into an open bin, 
again to be pinched and picked by 
consumers, and be expected to 
reach the housewife’s table in a 
desirable condition. Therefore: 

1, The jobber or wholesaler hand- 
ling airborne perishables must be 
prepared to unload the plane im- 
mediately on arrival. It will be 
necessary to haul the shipment 
either directly to a prepared stor- 
we room, properly protected 
wgainst undesirable outside temp- 
eratures, from which it may be dis- 
tributed somewhat leisurely, or de- 
liver it immediately and directly to 
the retailer to whom it is sold. 

2. The retailer, regardless of the 
size Of his operations, must in turn 
he prepared to protect the mer- 
thandise against unfavorable tem- 
peratures. 
that is placed on sale will have to 
be protected while on display, both 
frm unnecessary mauling by the 
prospective buyer, and from any 
wfavorable prevailing tempera- 
tures, 

ACCEPTANCE: All 
ither findings and conclusions here 
tummarized are corollary to the 
factor of consumer acceptance. The 
final question is: ‘‘How much pre- 
mium will the consumer pay, day 
inand day out, for airborne prod- 
ts, and is it possible to deliver 


CoNSUMER 


them to her within the range of | 


that premium ?’’ 
Present conclusions on this point, 


particularly as indicated by the | 


Ralph E. Meyers experiments are: 

1. Given opportunity to obtain 
tirborne merchandise in daily pur- 
thases, the average consumer, ex- 
tpt in extremely low income 
soups, would consistently pay an 
Werall premium averaging 10. 


SEPTEMBER, 1946 


Further, the portion | 








a lb. over prices paid for merchan- 
dise available through other forms 
of transportation. 

2. Shipments of perishables on 
any appreciable scale, within the 
near future, will be determined by 
whether the cost of delivering air- 
borne merchandise, including the 
extra cost of pre-packaging, can 
be held within the limits of 10c a 
Ib. overall average premium. 


3. If this is possible, the average 
consumer, with educational and 
merchandising efforts directed to 
assist her in appreciating the su- 
perior qualities of airborne fresh 
fruits and vegetables, will have 
regularly available an article never 
before attainable and the produce 
industry will experience a marked 
stimulus in the overall consump- 
tion of its products. 











It’s only a habit— 
AIR-SPEED ONLY FOR SPECIAL SHIPMENTS 














Braniff Air-Freight is especially 
designed for regular day-in and 
day-out shipments... not just for 
special “rush” orders. Reduced 
tariffs offer volume reductions. 
Whether your shipment weighs 
25 or 5,000 pounds, Braniff gives 
you “special” service on regular 
schedules or contract operations. 


BRANIFF 7&P-FREIGHT 


Phone Braniff Airways office at any city shown on this map, or write 
Braniff Airways General Traffic Office, Love Field, Dallas 9, Texas. 











Selling Consumer Products 
Through Warehouse Outlets 


Recognizing a trend and to anticipate its customers’ require- 

ments, Seattle warehousing firm is making preparations to 

merchandise diversified line of household goods and to handle 
large service and maintenance business. 


tribution’’ has assumed a new 

importance to the warehousing 
industry. Until a relatively short 
time ago it meant largely the 
channeling of goods from a central 
point to the surrounding trade 
territory, and the warehouseman 
was little concerned either with 
the origin or the character of the 
manufactured product. But along 
with advances, in manufacturing, 
mining, shipping, and agriculture, 
warehousing has made strides of 
its own. Almost every commercial 
activity can be found in some 
branch of the warehousing indus- 
try. 

Selling is not a new venture for 
the warehouseman, although his 
efforts along this line in the past 
usually were made in connection 
with his own services. Marketing 
helps for the warehouse customer 
are common, and selling for him- 
self, either directly or through a 


ik recent years the word ‘‘dis- 


66 


By R. G. CULBERTSON 


President 
Culbertson Warehouse & Deposit Co. 
Seattle, Wash. 


subsidiary, has been practiced by 
the warehouseman for many years. 

Merchandising from a warehouse 
has many advantages for the owner 
or warehouse operator. Two of 
the most important of these are the 
augmenting of his own storage 
stocks, and the wider distribution 
of his overhead costs. It follows, 
of course, that the revenues from 
such an operation are equally im- 
portant. 

Outside selling in connection 
with merchandise warehouses is 
not commonly found. However, it 
is being done and there are out- 
standing instances where the sale 
of commodities usually stored in 
public warehouses has grown to 
such proportions that the revenues 


to the warehouseman from this type 
of activity actually exceed thos 
of the warehouse operation. More 
over, these accounts, controlled by 
the operator, contribute largely t 
the high level of his storage volume 
and, at the same time, render 4 
distinct service to the manufae- 
turer. Naturally, the warehouse 
man is careful that he does no 
compete with his own storage cls 
tomer. 

Household goods warehousemel 
turn first to the sale of new and 
used furniture after, perhaps, some 
experience with such related serv 
ices as repairing, cleaning, moth 
proofing, fumigating, and cold 
storage for furs. In many it 
stances, these agencies furnish # 
substantial, if uot a major, pat 
of the operator’s revenues so it 
not surprising that such practice 
find ready acceptance in the trade 
In some areas, whether from log 
established custom or from nataril 
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association of ideas, the storage 
estomer seems to feel that the 
warehouseman should be his first 
source of supply whenever new 
home furnishings are needed. 
Some warehousemen, in fact, not 
only carry extensive stocks, but 
are considered among the best and 
most dependable merchandisers in 
their respective cities. Because 
their locations usually are in se- 
lected suburban districts, where 
parking is not a serious problem, 
they get their customers from the 
highest levels of purchasing power. 

Notwithstanding the frequent 
inquiries which come to them, few 
household men have explored the 
market possibilities in the fields of 
refrigeration, gas and _ electric 
ranges, water heaters, and similar 
appliances so essential to modern 
living. No one is in better posi- 
tion to develop sales along these 
lines for few can compete with the 
warehouseman in the important 
functions of delivery, installation, 
and service. His men are specially 
trained in the handling both of 
heavy and fragile pieces ; his trucks 


are fitted with exactly the right 
kind of equipment and protection 
to insure safe delivery, and he 
usually has in his personnel at 
least the nucleus of an efficient 
service organization. In short, its 
a ‘‘natural’’ for him. 


Anticipating Demand 

In recognition of this growing 
trend, and in keeping with its own 
policy of trying to anticipate its 
customers’ requirements, Culbert- 
son Warehouse & Deposit Co. is 
making extensive preparations for 
a program which, it is hoped, will 
demonstrate the value of these re- 
lated enterprises. It has begun 
the construction of a new building 
which will provide every modern 
facility for the efficient and eco- 
nomical display and sale of these 
goods. The building, 45 by 100 ft. 
directly adjoining the company’s 
seven-story warehouse, will have 
three floors, with structural pro- 
vision for two additional floors as 
the need may arise. Built of re- 
inforeed concrete, the new building 
will make wide use of glass blocks 


in order to provide for the display 
of appliances under conditions of 
natural light. The cost of the first 
unit, exclusive of the ground, will 
be approximately $55,000. 

The location, always a prime 
consideration, is in the University 
District, the heart of Seattle’s fast- 
growing Northside, and is directly 
alongside one of the busiest ar- 
terials in the city. With the com- 
pletion of the program for a new 
boulevard connection between this 
arterial and the University of 
Washington campus, the location 
will take first rank from an ad- 
vertising angle. A census of the 
traffic on the four streets at the 
warehouse shows that nearly 3,- 
000,000 people pass this point each 
month. Ample parking space, pri- 
vately owned, is available for the 
store’s customers. 


Although a diversified line of 
goods will be carried, special at- 
tention will be given at the be- 
ginning to frozen food lockers and 
to steel kitchen cabinets. 


(Continued on Page 79) 





FLOOR V TRUCKS 
WHEELS=-CASTERS 


The Nutting Trucker Says: 


“Vil see that you get Just the kind of trucks you need for 
your Job—and you'll call it your lucky day when you see 
how these easy rolling NUTTINGS get the work out.” 
Look in your classified phone directory for your local 
Nutting representative. If not listed, write us. 


Fig. 419 Jack \ 


Fig. 421 Live Skid 


Provides low-cost storage for merchandise that must be 
quickly moved at any time. Many edvantages—com- 
pare befere you buy. 


A heavy hardwood frame dolly for boxes, erates, 
ete. Double ball race swivel casters with metal 
or rubber tired wheels. Nutting makes all types of 
wood or steel doilies with capacities up te 4000 Ibs. 


———————— 
4, 


AZ Gas 
NUTTING TRUCK & CASTER COMPANY Gi? 


66 DIVISION STREET WEST, FARIBAULT, MINNESOTA 
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ing, and it costs money. While 
temporarily, it seems to engender 
waste over a period of time, it 
produces improvements, hence sav- 
ings, and hence an improved stand- 
ard of living. 

It is fruitless to argue the rights 
or wrongs of distribution costing 
60 percent of the consumer dollar. 
If you produce a new plastic clear- 
view bathtub, you might offer it 
for sale with a distribution cost 
of $1 and sell very few. If you 
spend $20 on distribution, it is 
possible you could step up produc- 
tion to such an extent that produc- 
tion costs would be reduced by $30. 
The percentage cost of distribution 
would have risen, but the price to 
the consumer could have dropped. 
As a rule the distribution plan that 
is best for the producer is also best 
for the consumer. 

Frequently distribution costs are 
shown in an unfavorable light be- 
cause the comparison is made be- 
tween the so-called ‘‘markup”’ or 
‘‘gross profit’’ of a manufacturer 
and the gross profit or markup of 
a retailer. It may be shown for 
example that a manufacturer’s 
markup is 10 percent of his selling 
price, whereas a retailer’s markup 
is 35 percent. Hence, there is a 
ery on the part of manufacturers 
for distribution costs to be re- 
duced. 

The fact is that these two sets 
of figures really are not compar- 
able. To make the proper com- 
parison, it would be necessary to 
deduct from the retailer’s margin 
the amount that is paid out for 
direct wages arid other direct ex- 
penses. With this done, the com- 
parison is by, no means unfavor- 
able. The gross margin applicable 
to revenue for the proprietors in 
the case of both manufacturers and 

retailers, is remarkably similar. 

In the future, there is likely to 
be a premium on distribution be- 
cause of the tremendous increase 
in production facilities. During 
the first World War, production 
facilities for most products, in- 
creased to a point considerably be- 
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yond consumption requirements, in 
most countries. Between the wars, 
competition became more intense 
than ever, and there was a great 
struggle between producers for 
the available distribution facilities. 
The second World War has 
further emphasized this trend. At 
the moment, production is not 
keeping up with demand, but there 
ean be little doubt that our pro- 
duction facilities are greater than 
will be required normally. Con- 
sequently, a sound, aggressive sell- 
ing organization at the level of 
manufacturing, wholesaling or re- 
tailing will be invaluable. 
Manufacturers will be courting 
both wholesale and retail distribu- 
tors in an effort to get extra dis- 
tribution effort on the manufac- 
turers’ products. A well integrated 
distributing set-up will be in de- 
mand and will pay dividends. Re- 
tail and wholesale organizations 
are getting themselves into shape 
to provide the proper service for 
manufacturers and to fit into the 
new era of high-speed merchandis- 
ing. Manufacturers in turn are 
dusting off the old kneeling rug, 
and getting out the red carpet for 
prospective distributors. 


In the Future 


Distribution in the future is 
likely to continue to have an ap- 
propriate place for all types of re- 
tailers. Some years ago the de- 
partment stores and mail order 
houses achieved dramatic success, 
and this was followed later by a 
startling performance on the part 
of the chains. In addition, the 
supermarket has taken hold, co-ops 
have been a sensation, and there 
has even been some rather spec- 
tacular work in door-to-door sell- 
ing. The chain stores and depart- 
ment stores have led the way with 
great credit, ‘and have done a 
magnificent job of merchandising. 
There can be little doubt that, in 
the future, they will continue to 
lead in general merchandising 
methods. They have done not only 





a good job in their own interest, 
but have been the means of edy- 
cating many independent retailers. 

Today, quite a number of jp. 
dependent merchants have realized 
that it is quite possible for them 
to adopt most of the methods whieh 
have made chain stores and de 
partment stores so successful. That 
is to say, they can brighten up 
their stores, introduce colorful dis- 
play, place the goods out where 
they can be reached by customers, 
adopt a stock control plan for fast 
turnover, introduce brilliant light. 
ing and give some training to their 
clerks. 

In addition the independent 
merchants are able to retain their 
one great advantage of personal, 
community influence. There are 
few secrets in retail merchandising 
success, and according to the latest 
census of merchandising, independ- 
ent retailers are continuing to do 
about 70 percent of the total re- 
tail business in Canada, which was 
about the same as in 1931. 


It is true that independent mer- 
chants do not have the purchasing 
power of the large stores. On the 
other hand, they do not have as 
high an expense ratio. By and 
large, what independents lose in 
buying, they more than recover in 
having lower expenses. Many sue- 
cessful independents operate on 
16 percent, and some of them as 
low as 11 percent. 

There has been a good deal of 
beating the drum for co-ops, To 
date, no one has found a way of 
overcoming the merchandising 
hurdle of too many bosses, and the 
result has been that co-op stores 
have lagged behind in the more 
colorful type of promotional work. 
The buying advantage is not as 
important as sometimes estimated, 
either in terms of lower costs o 
patronage dividends for customers. 
The taxation problem is still an 
open question. 

It remains to be seen who will 
benefit most from the trend in re 
tailing away from specialization 
and towards diversification. For 
some years, drug stores have beet 
getting into the food business. 
Grocery stores are adding house 
hold utensils. Hardware stores are 
doing a large gift business. Serv- 
ice stations are going into the eloth- 
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ing business. Dry goods stores are 
gelling electrical appliances. 

Perhaps this means a rebirth of 
the old general store in a new form. 
Perhaps it is only temporary. But 
jn any case, it would seem to have 
an advantage for the store which 
is flexible and operates at a low 
cost. 

Distribution will be more com- 
pletely integrated than in the past. 
Many manufacturers and whole- 
salers have claimed for years. that 
they accept the responsibility for 
engineering their products right 
through to the consumer. Actually, 
a complete job has been done by 
very few industries. Possibly the 
automobile industry has led the 
way in this field, followed by the 
electrical appliance industry. In 
any case, it appears that we are in 
for an era of complete merchandis- 
ing programs. 

These programs will call for a 
definite part to be played by manu- 
facturers, wholesalers and retailers. 
This spells an opportunity for 





suppliers, but also a responsibility. 
It should give retailers who tie up 
with such programs, a real lift, 
and at the same time, establish 
them solidly in their own com- 
munities. Programs of this kind 
will cover such matters as: 
Balanced merchandise assort- 
ment ; Careful stock control ; Hand- 
ling of seasonal promotions; Ad- 
vertising and direct mail; Store 
layouts; Displays for windows and 
interiors; Credit control; Staff 
education; Handling of mark- 
downs, trade-ins and special sales. 


Cost Analysis 

Distribution cost analysis will 
play an important part in policy- 
making for the future. Cost ac- 
eounting has been established for 
a long time as a major part of 
production management. It has 
been applied successfully by some 
people in the marketing field. 
Analysis methods are available for 
determining the contribution to 
profit derived from various prod- 
ucts from various territories, and 
from various types of customers. 





One produce company increased 
it profits several years ago, quite 
substantially, by eliminating one 
third of it sales volume. A cloth- 
ing company produced a better 
profit and loss picture by with- 
drawing from certain territories. 
A large hardware organization 
speeded up its service and did a 
better profit job by eliminating a 
large number of unprofitable ac- 
counts. 

Almost every manufacturer and 
wholesaler I know still has seope 
for improvement on one of these 
three counts. If an honest analysis 
is made, we will all find that quite 
apart from price control, we are 
all handling certain products, or 
certain territories, or certain ac- 
counts at a loss. 

This is one of the factors that 
is giving an improved scope for 
wholesalers. Certain manufac- 
turers who had gone into direct 
selling in a big way because they 
were desperate for volume some 
years ago, have now discovered 
that part of that volume is 
achieved at an unjustified expense. 
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They also look good 
from the drivers seat! 


Naturally it makes us feel good when somebody says 
“That new Gerstenslager Body sure is one swell- 
lookin’ job!’’ 


Good-looking truck and van bodies are our specialty. 


It makes us feel even better when a driver says, 
“From where I sit it’s the best damn truck body on the 


Comfort and convenience for drivers is a special point 
with us because drivers are key men in providing the 
standards of highway transportation service that 
build business. 


The GERSTENSLAGER CO. 


WOOSTER, OHIO 
DESIGNERS AND MANUFACTURERS OF CUSTOM BUILT TRUCK AND VAN BODIES 


Established 1860 
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limited time, necessity creates the 
illusion of demand conforming to 
the pattern of supply. But, in 
America at least, this is only be- 
cause one customer, Uncle Sam, 
has a priority in wartime which 
overrides the wants of all other 
customers en masse. There is no 
reversal of the law, merely a 
temporary suspension of it as far 
as the ordinary citizen is con- 
cerned. It is a mirage which the 
far-sighted producer will rub out 
of his eyes as quickly as possible. 
Once again he will seek out and 
be guided by the old familiar blue- 
prints of what the customers want, 
on which he had learned to rely so 
heavily before the outbreak of 
World War II. 


These blueprints are the orders 
of the retailers, their initial orders, 
their re-orders and repeated re- 
orders, and quite as important, 
their final failure to re-order any 
longer. For these, in the producer’s 
bock, are the criteria of demand, 
the yardsticks which say, for his 
guidanee in manufacturing, ‘‘thus 
far shalt thou go and no farther.’’ 


The system of retail distribution 
was comprised of 1,770,355 stores 
and establishments of one kind or 
another in 1939. That there are 
now or soon will be two: million 
retail establishments seems obvious. 
Every one of these enterprises is 
one tiny finger which our economy- 
as-a-whole lays upon the pulse of 
a particular demand. In the com- 
plex entities of large department 
stores and supermarkets, many 
such fingers take the heartbeat of 
many such demands. 

It is precisely because of his 
continuous contact with the con- 
sumer that the individual retailer 
is best-fitted among all the trades- 
men in the whole field of produc- 
tion and distribution to turn 
around and say to the producers 
and the larger distributors: ‘‘ this 
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is what the customer wants.’’ 
When the retailer speaks thus, he 
speaks with authority because of 
his middle role, the role in which 
he stands with one hand on the 
counter alongside those of his cus- 
tomers while his other hand is 
reaching back into the markets of 
his suppliers for the things they 
want. 

The apparent exceptions, such as 
mail-order houses, chain-store sys- 
tems, and independent retailers 
organized for central buying, all 
of whom do very considerable 
quantity buying in advance, actu- 
ally prove the rule. For these 
organizations are retailers. The 
magnitude of their operations, and, 
in the case of the mail-order houses, 
their catalogue promotions, follow 
buying patterns which began years 
ago at very much lower volume 
levels. Their expansion at all 
stages has kept in step with their 
experience. It is the fact that they 
have been in close touch with their 





Furniture Packing 


National Furniture Traffic Conference, Inc., 
Gardner, Mass., has published 
mendations on packing and packaging as 
approved by its General Packing Commit- 
tee. All furniture manufacturers should re- 


recom- 


ceive a copy of these recommendations by 
September 15. 


After the furniture industry has had an 
opportunity to study the recommendations 
and subsequent suggestions have been 
cleared by the Committee, final recom- 
mendations would be placed on the Docket 
of the Consolidated Freight Classification 


Committee. 


After hearings, shippers will be expected 
to choose from the group of packages 
recommended. If they do not comply 
with the approved specifications, it is said, 
a 20 percent penalty will be applied on 
l.c.l. shipments and 10 percent on carload 
lots. 








customers continuously that has en- 
abled them to minimize losses jp 
mass purchasing. But no one lagk. 
ing their experience with the eon- 
sumers who patronize them eoyld 
do it for them. 

The retailer is the customer's 
interpreter to the manufacturing, 
wholesaling and jobbing trades, 
Standing face to face with them, 
in daily contact with the millions 
whose collective wants constitute 
what is called demand, the retailer 
translates what they will buy from 
him as single units into orders 
which measure those units in the 
hundreds or the dozens which are 
the language the retailer must talk 
to the man upstream in the econ- 
omy. But the language of the 
unit must anticipate that of the 
larger denominations. Only the 
man who knows what he can sell 
in units is fitted by experience to 
say what it is safe for him to take 
by the case or by the carload. 

That was the big lesson which 
was learned following World War 
I. In the midst of that war—30 
years or more ago—Lew Hahn, 
general manager, National Retail 
Dry Goods Assn., raised a lone 
voice in the wilderness proclaim- 
ing the retailer as the purchasing 
agent of the consumer. Up to that 
time, the retailer had been con- 
sidered by many, perhaps most, as 
the distributing agent of the mannu- 
facturer. The new definition was 
prophetic in that it struck deep 
into the fundamentals of a develop- 
ing situation which was not then 
generally clear to all. It speedily 
became so, however, and the con- 
ception of the retailer as the prop- 
erly accredited and commissioned 
purchasing agent of the consumer 
captured the imagination of pro 
ducers and distributors alike by its 
simplicity, its clarity, its truth. 

But that was not until the 
‘‘buyers strike’’ and collapse of 
1920 had demolished the old order 
in buying and the winds of recon- 
struction had swept away the de 
bris. Prior to that time ‘ir 
spired’’ buying, and ‘‘strokes of 
genius’’ in merchandising had been 
expected of too many of those ei 
trusted with the stores’ invest 
ments in stocks of merchandise. 
Unfortunately, for the trade as 4 
whole, some really great traders, 
had by their native shrewdness 
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founded stores and built up family 
fortunes out of a combination of 
their own talents and the era of 
expansion in which they flourished. 
The picture of the ‘‘merchant 
prince’ is really a Currier and 
Ives from the gallery of the earlier 
America of the railroad kings and 
the great bulls and bears of stock 
market history. 

In the postwar days of the early 
20s, the ‘‘by guess and by God’’ 
buying methods which had some- 
times challenged the lightning by 
laying down a whole season’s pur- 
chasing power at once and getting 
away with it were not revived. 
The pained surprise of the big 
producers is still vivid in memory: 
“What! Trial Stocks? No big 
orders before the Season opened? 
A sampling of lines? What’s the 
idea?’’ 

The idea was a new one and it 
was being accorded the reception 
which most new ideas meet when 
they encounter a traditional way 
of doing things. Fundamentally, 
it was the idea that re-orders 
rather than orders would keep 











Jumble Basket 


This display container, manufactured by 
Einson-Freeman Co., Inc., New York, is 
designed so that it will fold easily and 
ship flat. The dealer sets up the jumble 
basket, inserts the packaged product, and 
installs the display on a counter or in a 





merchandising flying accurately on 
the beam of demand. But, where 
trial ordering seemed merely ten- 
tative to the retailers who adopted 
it as the initial step in the néw 
process whose second stage would 
be re-ordering, it appeared at first 
only in an unfavorable light to 
the manufacturers. They thought 
it was timid. They called it hand- 
to-mouth buying. And hand-to- 
mouth buying it was, perhaps, 
particularly in the early stages 
when merchants who had been 
burned in the collapse of 1920-21 
played it quite understandably too 
close to the chest. But this was 
only in the beyinning. 

The 20s saw the development 
of stock record systems, the effic- 
iency of which soon removed the 
sting from the stigma and made 
the complaining manufacturer an 
early convert to the utility of the 
new methods. And before the long 
‘‘buyer’s market’’ of the 20s and 
the 30s went into its war-eclipse 
in the 40s, the best salesmen in the 
markets were using the patter of 
the store’s own stock-record clerks 





HANDLE STOCK OR SCRAP 


WITH MAGNET-EQUIPPED 


CARGOCRANE! 


Some forms of iron or steel, such as small 
stock, small parts or scrap, are handled 
best with a magnet. Users of LINK-BELT 
SPEEDER CARGOCRANES equipped with 
generator sets enjoy this added advantage. 
This nimble machine has power and speed, 
works in and out of narrow spaces, and 
handles with finger-tip ease, thanks to full 
hydraulic control. 

Quick, easy handling at terminals and 
transfer points cuts costs all along the line. 
Have you ordered your LINK-BELT SPEED- 
ER CARGOCRANE? Write for details, 
today! 
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to clinch an order. Visiting buyers 
often have been told: ‘‘This is a 
re-order number at Macy’s’’. . . 
**Gimbels have used a thousand 
dozen of these.’’ 

Balanced stocks became the con- 
tinuous thing, the regular thing, 
the season-in-season-out thing, in- 
stead of an occasional or accidental 
phenomenon. The re-order became 
the order of the day. Customers 
learned that they could expect to 
find the articles they wanted most 
at the prices they desired to pay 
for them. For that is what the 
term ‘‘balanced stocks’’ means. It 
means that the factors of demand 
are so balanced in the items con- 
stituting a merchant’s inventory 
that customer expectation is 
usually met successfully. Con- 
versely, consumer disappointments 
are kept at a minimum. 

The factors of demand which 
must be kept in balance are few 
and the operation of a stock and 
sales record system which keeps 
them continuously exposed for the 


guidance of the buyer and the mer- 
chandise manager is extremely 
simple. In its simplest terms it 
means that the public favors cer- 
tain styles or types of articles at 
certain prices and is indifferent to 
others. Even the most rudimentary 
system kept by the clerical depart- 
ment will bring out daily the facts 
of the daily operation. The buyer 
ean proceed intelligently to re- 
order the things customers want. 
Similarly guided, the buyer not 
only fails to re-order the articles 
not in demand but uses whatever 
methods the store’s policy permits 
for their early disposition at least 
loss. 

The most highly developed sys- 
tems (and even these are not com- 
plicated) expose similarly all the 
factors of demand which should be 
taken into account if the merchan- 
diser is to steer a safe course 
among the hazards of operation. 
These include, of course, not only 
the style or type and price of 
article involved, but the very im- 





Application of scientific merchandising 
technique to the distribution of aviation 
products is graphically illustrated in the 
new airport salesroom of Air Associates 
Inc., recently opened at the Teterboro Air 
Terminal, Teterboro, N. J. Modernization 
was planned and accomplished through the 
services of visual merchandising labora- 
tories of Goodyear Tire’ and Rubber Co. 
on ‘the basis of extensive field research. 

Merchandising problem of Air Associ- 
ates was to provide a salesroom in which 


hundreds of small airplane parts, hardware 
items, instruments and materials could be 
segregated, described, priced and made 
easily accessible to the customer. This ob- 
jective was accomplished in such a manner 
that inventories may be checked visually 
and display stocks replenished from under 
counter stocks. Magnitude of the study 
and effort required is indicated by the 
fact that the organization carries a stock 
of aircraft merchandise totalling more than 
8,000 items. 








portant details of material gp 
fabric, color, size, and timeliness 
Failure invariably is the result of 
important unbalance in the factors 
of demand. In fact, it need only 
be present in a single one of them. 

Color alone in articles of appare} 
frequently is the determining 
factor in profit or loss. When they 
want browns, they want browns, 
but when they want blues browns 
can be a drug on the market. A 
quantitative balance must be at- 
tained, and maintained, which wil] 
not necessitate undue resort to 
markdowns to correct an unbal- 
anced condition. 

End-sizes were always a big 
problem of the merchant whose 
buyers ordered ‘‘across the board” 
End-sizes are the unsaleable odds 
and ends in large sizes and small 
sizes after the heart of the stock 
has been sold at regular prices in 
season. A serious condition in end- 
sizes at the close of the selling 
season could and frequently did 
wipe out the paper profits of early 
season and mid-season. A good, 
well-operated, stock-record system, 
faithfully used as a guide by the 
buyer prevents most such losses. 

The point has been made and it 
need not be labored. Suffice it to 


say, in summarizing, that all of the 
factors of demand need similar 
constant watching,—style or type, 
price material or fabric, color, size, 


timeliness. One good smart young 
girl in every department, a hound 
for detail, can point the way to 
profits and warn against the pit 
falls of losses by laying before her 
buyer daily the positive and the 
negative trends in these factors of 
demand. 

The negative trends include not 
only the slowing-down or cessation 
of demand for merchandise which 
is in stock but also the first appear- 
ance and growth of demand for 
merchandise which is not in stock. 
The merchant cannot sell what he 
does not have on hand. A certain 
percentage of special orders may 
be taken and subsequently filled 
without alienating customer good 
will, But in the main, the retailer 
either has got it or he hasn’t. If 
one store hasn’t got it, another 
oue’has, and well does the publie 
know it. That’s one of the things 
that make shopping centers popt 
lar. The merchant down the street 
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er across the street offers imme- 
diate alternatives to the customer 
when the first store visited is ‘‘just 
out.’’ 

Far-sighted management pro- 
vides for the continuous registra- 
tion of all such unfilled demands. 
This is done on customers’ ‘‘ want 
slips’ or “‘call slips’’ as they are 
ealled, as fast as the salespeople 
fnd that they cannot satisfy a 
eustomer because they haven’t got 
the merchandise wanted. A care- 
ful tabulation of these ‘‘ want 
slips’’ exposes at their very in- 
ception trends of demand which 
might otherwise go unheeded until 
general recognition that they were 
in demand forced all merchants 
to stock them. Of course, mer- 
chandisers endeavor to detect and 
exclude ‘‘freak’’ calls which are 
not representative of a general de- 
mand. Some notable promotional 
“firsts,’’? or temporary exclusives, 
have sprung from a study of these 
simple ‘‘want slips’’ and fast ac- 
tion taken as a result. The re- 
sultant good-will which always 
comes to the merchant who is 
suddenly able to give the people 





Distribution Costs 


Seeking to combat rising costs in drug 
distribution, the National Wholesale Drug- 
gists’ Assn. recently announced definite 
headway in a repackaging program de- 
signed to cut warehouse handling costs. 

Many manufacturers already are chang- 
ing shipping case sizes and others have 
evidenced interest in the move. . Greater 
progress is expected when packing ma- 
terials are available in large quantities. 





for the first time what they have 
been wanting but have been unable 
to find anywhere are forms of 
recognition and reward much 
sought after by keen storekeepers. 

The same principles govern serv- 
ice that govern merchandise. Like 
pease porridge, ‘‘some want it hot, 
some want it cold.’’ Merchants 
have learned to give the customers 
what they want in service just as 
they do in goods. From the refine- 
ments of salesmanship that charac- 
terize 57th Street and upper Fifth 
Avenue to the self-service stand- 
ards of 14th Street and Union 
Square in New York, for example, 
there is wide variation. From the 


shopping centers of the country 
there are sounded all the notes in 
the seale of service. The selling 
techniques of department store, 
specialty store, chain-store, mail- 
order house, roadside emporium, 
supermarket contrast sharply. 
Every one of them has its place. 
Each is best for its own customers. 
If they want self-service, then self- 
service is the best service for them. 
If, on the other hand, deluxe serv- 
ice is demanded, then deluxe serv- 
ice is what the merchant should 
give. 

So it comes about that it is the 
retailer, in all his multitudinous: 
varieties and types, whose pipe- 
lines reach back into the great 
reservoir of production, who de- 
livers what is wanted through @ 
myriad of outlets into the homes 
of America. It is the retailer’s 
function, acting as the purchasing 
agent of the consumer to bring to 
his customers the shares they de- 
sire of the inexhaustible pool of 
manufactured goods which has 
been created to meet their demands, 
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How to Determine Selling Price 
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i THE wholesale cost of a product is 

$15, and the desired mark-up is 66 2/3 
percent, a straight line drawn through $15 
(col. A.) and 66 2/3 percent (col. C.), 
indicates a selling price of $25 in the 
intersection, (col. B.) 

Should a mark-up of 100 percent be 
desired, a line through $15 (col. A.) and 
100 percent (col. C.) shows the selling 
price, $30, in col. B. This method of cal- 
culation is entirely mechanical. 

Any straight line across the chart solves 
a problem. Millions of combinations are 
possible. If the cost is known, and $20 
has been decided upon as the selling price, 
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a line through the cost (col. A.) and the 
selling price (col. B.) will reveal the per- 
centage of mark-up in col. C. If two of 
the three factors shown on the chart are 
known, the third can be found mechanic- 
ally. 

The chart will take care of any price. 
lt is a simple matter to add ciphers to 
extend the range of col. A and col. B. 


, However, it must be remembered that 


these ciphers must be added simultaneously. 
By this method, if the cost were $150, a 
mark-up of 66 2/3 percent would indicate 
a selling price of $250.—W. F. SCHAP- 
HORST, M. E. 








Financing . . . 
(Continued from Page 29) 


banker is an almost instantaneous 
eredit checking service. Here ig 
how it works in the case of a eer- 
tain statewide bank in California. 
When closing the sale of an electrie 
refrigerator to a customer, for ex. 
ample, the dealer merely picks up 
his phone and calls the bank, giy- 
ing the name and address of the 
purchaser and asking for a credit 
report. Sometimes the report is 
received immediately, sometimes it 
may take an hour or two, but in 
nearly every case the service is 
such that in the case of a favorable 
report the transaction may be com- 
pleted and the purchase delivered 
(when available) the same day. 
This eliminates laborious checking 
of many references, some of which 
may have to be made by mail and 
extending over periods of days, 
sometimes with loss of the trans- 
action because of the delay. 

Even this unusual service is not 
the full extent to which your 
imaginative banker goes in facili- 
tating the marketing of consumer 
goods. This same statewide bank 
assists with powerful newspaper, 
magazine and radio advertising, 
with colorful store signs and price 
tags and other sales aids. 

In this day of governmental 
regulations in every field of busi- 
ness activity it is to be remem- 
bered that your banker makes it 
his business to keep informed of 
such rules as they affect financing, 
and this information is freely 
available to his customers. 

A question now in the minds 
of all readers is: What does all 
this service cost? Naturally, one 
banker cannot speak for all other 
bankers in the country. It must 
be sufficient to say here that in- 
terest, discount rates, service 
charges or whatever form the cost 
takes, are at the lowest point in 
the history of banking. Local con- 
ditions determine the charges in 
each section of the country. It is 
a simple matter to take one’s prob- 
lems into the bank and discuss 
them in detail. Your banker is 
just as glad to see you, a potential 
customer, as you are to see 4 
shopper. 
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Brake lining of a dozen different 
sizes and thicknesses, bought in 
rolls, were placed in a specially 
divided cabinet, built for the pur- 
pose. The top was a bench, with 
a vise and a trough for brake shoes. 
At the end of the bench on pegs 
were special tools, including a 
hacksaw to cut off lengths of lin- 
ing. A well lighted riveting ma- 
chine was placed next to the sub- 
divided steel drawers. Rivets, 
carefully measured, were kept in 
the drawers, each size labelled. This 
was not difficult because regular 
rivets come with two numbers 
stamped on them, one indicating 
the size of shaft and the other the 
diameter of the head. 

When these arrangements were 
completed, the entire brake lining 
job could be done right there, with 
everything necessary directly at 
hand. 
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Fleet Garage 


(Continued from Page 40) 


Atop the brake cabinet a tall 
section for glass was built to order, 
with narrow divisions. It is diffi- 
eult to identify glass for cab doors 
and windows, with varied rounded 
corners and shapes for the different 
models. Each division was labelled 
to indicate where each glass was 
used, saving time in the selection 
of replacement panes. The arrange- 
ment also protected the glass from 
chipping and breaking. 

A section of large bins was built 
against one wall, extending from 
floor to ceiling. This was for sup- 
plies that would not fit comfort- 
ably into the sectional bins. At 
the bottom were several rows of 
pipe fittings: nipples of different 
lengths and size; tees, bushings, re- 
ducers and valves. This was stock 
easily mixed up and, incidentally, 
requiring a frequent inventory. 
When pipe lines on oil trucks 


showed a leakage, it was important 
to find repair fittings quickly. 

Since the fleet was operated in 
the north, tire chains were re- 
quired when ice and snow made 
driving dangerous. A large stock 
of replacement links was kept on 
hand. Here, again, was a little 
problem. Links for the same sizes 
of tires were bought in different 
lengths to compensate for tire wear. 
When replacing worn links in one 
chain, all links should be the same 
length. All links, therefore, were 
measured and the same lengths 
were put in a bin together. Thus 
there were several bins for the 
same size of tires but the links: 
were of different lengths. Anyone 
who has tried to sort sections of 
chains from a pile will appreciate 
the time saved by this arrange- 
ment. 

(Continued next month) 
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Whether you buy Protective Coverings or canvas by 
the roll or bale, Webb fabrics are more satisfactory from every stand- 
point. Thorough craftsmanship and the use of first quality fabrics and materials insure safe, economical protection 
that meets the hardest service requirements under the most extreme conditions. 

Webb Protective Coverings are always full finished Size... not cut size. No matter what your protection problem 
may be, if it calls for canvas covering Webb can help you. Write for information on any of the above coverings today. 


WEBB MANUFACTURING COMPANY « 2924 North 4th Street, Philadelphia 33, Pa. 











Small 


fork-truck-pallet-system, if his 
goods are delivered from the pro- 
ducer in palletized loads, supple- 
mented by the use of short lengths 
of conveyors, four-wheel hand 
trucks, two-wheel hand trucks and 
dollies. 

The next step is distribution 
from the plant with a small truck 
to small stores spread over a wide 
area. In most cases, the best 
method of handling is with a light 
duty two-wheel hand truck with 
rubber tired wheels, either metal 
or wood construction, or four-wheel 
easter dollies, because it is neces- 
sary to handle in small lots and 
deliver directly into the store. Of 
course, the ultimate consumer picks 
up small quantities of individual 
bottles and handles from this point 
by hand. 

Thus, we find the breakdown oc- 
curring at various stages in distri- 
bution which completely changes 
the type of handling required for 
the same product. What occurs in 
the case of bottled beverages oc- 
curs also with respect to other con- 
sumers’ goods, such as milk, bread, 
elothing, fuel, ete. 

Therefore, it is necessary in con- 
sidering the handling of consumer 
goods, to approach the problem 
from different phases of distribu- 
tion. We have covered the manu- 
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Left: New combination of hand truck and 
rack for carrying and storing oil drums. 
Center: Hand platform truck can be used 
with skids to effect handling economies. 
Right: A belt conveyor is a handy device 
to have near the truck loading platform. 


Handling Problems 


(Continued from Page 42) 


facturer and large distributor sev- 
eral times in other connections. 

In this issue we want to cover 
the small distributor, dealer and 
retail stores. Their handling prob- 
lems are important because at this 
point, the savings must be made on 
a wide variety of items being 
handled in small volume. 

The equipment to apply to these 
problems should be of the lightest 
possible construction, but sturdy 
enough to withstand the service re- 
quired under many difficult oper- 
ating conditions. In equipment for 
this type of service, we find the 
two-wheel hand truck, which for 
many years was a heavy, cumber- 
some unit with cast plain bearing 
wheels, which frequently damaged 
linoleum in the consumers’ homes, 
and the floors in stores where mer- 
chandise was being delivered. Also 
it was difficult to operate by the 
individual making the delivery. 

As better materials handling 
methods have been developed hand 
trucks have been modernized and 
streamlined in design, and better 
materials have been used. Most 
two-wheel hand trucks used in the 
delivery of consumer goods are 
now equipped with rubber tire or 
composition wheels, with anti-fric- 
tion roller or ball bearings, are of 
light tubular construction, often 


aluminum or magnesium, which 
makes them both sturdy and light. 
The use of rubber tires or compo- 
sition wheels protects floors, and 
makes for more quiet and easy op- 
eration. 

In department stores, for ex- 
ample, the use of stainless steel or 
aluminum hand trucks with pneu- 
matic tired wheels, ahd rubber or 
composition corner protectors, 
makes for quiet operation, ease of 
handling by the operator, and pre 
vention of damage to merchandise 
and sales floors. 

In wholesale and retail food pro- 
duce markets, the use of the lift 
truck and skid principle, either the 
full hand-controlled units, or the 
hand-controlled power-operated 
units, reduce time and effort of 
handling, and the development of 
storage battery operated tiering 
machines which are power driven 
and raise the load by power is 
simplifying the handling of pallet 
loads, with the unloading of trucks, 
the stacking of materials in stor 
age, and the transportation from 
tail gate to storage point. 

In many receiving and shipping 
rooms where a number of consumer 
goods are handled either in small 
or fairly large volumes, the use of 
short sections of wheel or roller 
gravity conveyor with portable 
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ds, designed for ease of adjust- 
t, and the use of small portable 
er belt conveyors, increase 
gpeed of loading and unloading of 
qerchandise. 

In other cases, the use of a light 
duty monorail system, and electric 
foists speeds up handling opera- 
tions, reduces the fatigue of oper- 
ators, and saves time and money. 

In the handling of linoleum and 
other types of floor coverings, spe- 
gal trucks have been designed, 
with rollers, so that the material 
ean be rolled off and .measured for 
Jength, and cut without removing 
the large roll from the truck. Spe- 
tial trucks have been developed for 
handling stoves, refrigerators, 
radios, ete., making the operation 
a one-man operation, and often 
eliminating the necessity of a 
helper on delivery trucks. On many 
delivery trucks the installation of 
elevating end-gates operating di- 
reetly from the power take-off 
makes it possible to raise and lower 
heavy loads at remote delivery 
points. 

Packaging engineers are design- 
ing containers to facilitate hand- 
ling either manually or mechani- 
cally, as well as to protect the com- 
modity. Small distributors are 
starting to realize the possibilities 
of the use of trailers. Just before 
the war, a number of the washing 
machine manufacturers had as- 
sisted their dealers in obtaining 
one-wheel trailers for use behind 
the salesmens’ passenger cars, so 
that delivery could be made quick- 
ly in city, suburban and rural 
areas. The use of these trailers 
speeded up deliveries, and demon- 
Strations, and made for ease of 
handling and increased sales vol- 
ume. 

The use of special devices for 
handling, storing and delivering 
consumer goods is on the increase, 
and while direct savings cannot al- 
ways be cited to justify the pur- 
chase of this equipment, its use is 
recommended in order to insure 
safety both to commodities and 
personnel. The reduction of acci- 
dents, the improvement in working 
conditions, and other benefits de- 
rived more than justify the cost of 
these units, and the indirect sav- 
ings bring returns sufficient to 
amortize the cost of the equipment 
in a relatively short period. 
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— SPEED HANDLING— 


WITH 7 4 
CONVEYORS 


MODELS 391! and 432 


Standard Portable 
Units from 14’ to 
50’ Long. Stationary 
Units in Lengths to 

Suit Requirements. 


FREIGHT CONVEYORS 


For Bags, Boxes, Cases, 
Cartons, Crates, Hampers, etc. 


Farquhar Conveyors . . . used singly or in tandem 

. can be set up quickly to move materials with 
speed and economy. Recommended for stacking, load- ; 
ing, elevating, horizontal conveying, sidewise move- 
ment or carrying from floor to fleor. 
Ask for descriptive folders covering conveyors for 
handling all sorts of bulk or packaged commodities— 
or ask for our local representative to call. 






lt Pays to Convey the Farquhar Way 
PORTABLE OR PERMANENT MATERIAL HANDLING CONVEYORS FOR COAL, 
COKE, SAND, GRAVEL, BAGS, BIXES, CRATES, CARTONS, BARRELS, ETC. 


PORTABLE MACHINERY DIVISION 
NINETIETH ANNIVERSARY YEAR 
A.B. FARQUHAR COMPANY 
203 Duke Street, York, Pennsylvania 
Branch Office: 614 West Elm Street, Chicago, Illinois 






























HANDLE IT 
‘Thru-the-Air”’ 


For faster, easier and lower cost handling of all 
kinds of loads in and out of ae gg ~ ees eee 
loading platforms . . . stockrooms, ete.—use 

P&H Electric Hoists. Here is touch-of-c-buttes 
lifting, carrying and placing — sicatin des te 
wanted—without rehandling. Electricity 

work, 





ONE MAN HANDLES LOADS UP TO 15 TONS 
Whether you move loads of 250 pounds or 15 tons—you can make 
it @ one-man job with a P&H Electric Hoist. There ore sizes end 
types for all requirements up to 15 tons—for all types of monorail 
systems. 


Write Tedey fer General Offices: 4621 W. National Ave., Milwaukee 14, Wis. 
FREE Catalogs of 
Helptul intormation 


and Pictures! 















































Facing the Facts 
In Distribution 


(Continued from Page 26) 


While this data was submitted 
to exemplify the problems of the 
consumer, surely it is relevant to 
remark that this situation provides 
also a dilemma for the retailer. 
What is the nature of the pressure 
which results in this multiplicity 
of brands in one store? A study 
made by the Federal Trade Com- 
mission provides an answer in its 
section on the canning companies: 

‘Of the 124 companies furnish- 
ing information, 73 stated they did 
not advertise their canned vege- 
tables, fruits and juices, and 46 
said they did some advertising. 

**In 1939, 43 of the advertisers 
spent $3,285,475 for advertising. 
Expenditures of individual com- 
panies ranged from $42 to more 
than $1,100,000 and averaged $76,- 
406. The large companies spent 
larger proportions of their net sales 
for advertising.’’ 

From these figures it is safe to 
estimate that of the 124 companies 
reporting, the eleven largest spent 
probably 75 percent of the money 
paid out for advertising canned 
vegetables, fruits and juices. In 
other words, the products of 113 
companies were purchased by dis- 
tributors either under non-adver- 
tised private brand labels, or some 
distributor’s label, and by com- 
petitive criteria alone. But the 
products of the eleven leading com- 
panies were purchased under con- 
ditions of ‘‘monopolistic competi- 
tion;’’ that is, with the freedom 
of choice in effect restricted or dis- 
torted both for the distributor and 
the consumer. 

It is true that monopolistic prac- 
tices are not absent from the field 
of distribution itself. The anti- 
trust action against the Great At- 
lantic & Pacific Tea Co. has re- 
vealed the multiple forms through 
which a giant distributor maintains 
its dominance. Yet even in the 
ease of the A&P. it has had to ad- 
just itself constantly to competi- 
tion at a rate which giants in pro- 


78 


duction generally find unnecessary 
because of their position. 

One study made by the T. N. E. 
C. was based on 1,807 products 
from the Census of Manufactures 
for 1937 and covered somewhat 
more than one-half of the value 
of production in manufacturing. 
Of the products analyzed ‘‘for 
about one-half, the leading four 
producers accounted for 75 percent 
or more of the value output of 
each of these products... . 

‘‘Further, three-fourths of the 
total number of products were pro- 
duced under such conditions of 
control that the leading four pro- 
ducers accounted for one-half or 
more of the total U. 8. output.’’ 

Contrast this degree of concen- 
tration with the fact that the A. & 
P. at its peak in 1933 rang up 
11.6 percent of all food sales in 
the United States. Where it was 
itself a processor or packer, as in 
the cases of coffee and tea, it took 
close to one-fifth of the national 
business, and as a baker ‘‘only one 
competitor, Continental Baking, is 
said to have topped them.’’ 


New Dimensions 


The distributor in this postwar 
world has to add three dimensions 
to his thinking. 

First, he has to see the whole 
pattern for each major group of 
products. Thus, the department 
store will no longer be able to main- 
tain the head-in-the-sand attitude 
towards women’s hosiery, for ex- 
ample, and observe only the rival 
department store across the street. 
He will have to consider the shoe 
chain, the variety store, the drug 
store, the supermarket perhaps, as 
well as the possibly revivified 
neighborhood store and the house- 
to-house canvasser. Obviously, the 
traditional mark-up in the furni- 
ture or notions departments will 
then no longer be rational criteria 
for determining the mark-up on 
iadies’ stockings. 


Secondly, the distributor wil} 
have to learn how to employ mar. 
keting arbitrage. Based upon his 
selling costs and mark-up require- 
ments he can begin to determine 
which of the lines he carries are 
most vulnerable to the deprada- 
tions of other distributors and 
which lines he, in turn, can capture 
from them. A simple chart of 
the mark-up requirements of dif- 
ferent lines of business, translated 
into a single item, can be most re- 
vealing. Here is one, using 4 
hypothetical $6.00 a dozen nylon 
stocking as the base and showing 
the retail price per pair in various 
retail establishments if each applied 
his traditional mark-up: 

Florist shop 
Bakery shop 
Jeweler’s 

Fur shop 

Radio store 
Furniture store 
Gift shop 
Department store 
Variety store 
Drug store 
Filling station 
Grocery store 
Combined grocery & filling sta- 


(Harper's Magazine, July, 1945, “Who 
Will Get. What, Where?” by Victor Le- 
bow, based principally on Dun & Brad- 
street’s “Ratios for Retailing.”) 


By exercising his role as arbi- 
trageur the distributor can counter 
monopoly pressures more effec- 
tively. 

Finally, it is time that business 
as a whole and distributors in par: 
ticular tore away the veils of 
secrecy with which monopolistic 
pressures and practices are clothed. 
Surely, monopoly and its ways are 
not the private interest of econo- 
mists and politicians. Why is there 
this chasm? No one is more directly 
affected by monopoly than the 
businessman, yet its characteristics 
and the means of combatting it do 
not as yet form that essential ele- 
ment in business thinking, analy- 
sis, and decisions which their im- 
portance demands. 

The role and power of monopoly 
is at its mightiest in the life and 
death cycle of the small and in- 
dependent business. In the 39 
year period from 1900 to 1938, 
15,989,000 new concerns were eS 
tablished and 14,013,000 closed 
their doors. 

Obviously, all but a tiny fraction 
were small concerns. And prob 
ably four or more out of every five 
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were either retailers or wholesalers. 
Today, most business is small busi- 
ness and most small business en- 
terprises are in distribution. There- 
fore, their survival involves not 
mly the acceptance of the small 
business problems as the concern 
of our whole economy but also the 
jecognition that mass distribution 
is impossible of achievement with- 
out a program that will enable 
small retailers to compete with 
lower mark-ups and declining ex- 
pense ratios. 

The challenge of mass distribu- 
tion, therefore, is a gage flung 
down before American business and 
American democracy. We refuse 
it at our peril. 


Warehouse Outlets 
(Continued from Page 67) 


In planning its expansion in the 
sales field, the company has given 
eareful consideration to its sell- 
ing organization. The first step 
was the chartering of a new corpo- 
ration, Culbertson’s Ine. The 
charter, which is very broad, per- 
mits the company to engage in a 
wide variety of interests, ranging 
broadly from general warehousing 
to the sale and flying of airplanes. 
The work of the new corporation is 
divided into two branches, sales 
and service, each in charge of a 
vice president. 

Every effort is being made to co- 
ordinate the various functions of 
the new organization in such a way 
that not only will the company 
reap substantial benefits from the 
undertaking, but (1) so that the 
manufacturer will feel that his in- 
terests are fully protected, and (2) 
so that the customer will receive 
the highest possible measure of 
service and satisfaction. 





Helicopters 


The use of helicopters to link 
suburban communities with a met- 
ropolitan airport was proposed re- 
eently by United Air Lines in an 
application filed with the Civil 
Aeronauties Board. 

United proposes to have the 
helicopters carry mail. However, 
if the project should prove suc- 
cessful, helicopter service might be 
extended to passengers, express 
and freight, it was announced. 
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EVERY YEAR MOTHS destroy woolens 
valued in the millions! These millions can be 


saved, and you can make money 


SOLVAY | 
PARA-DICHLOROB 


SOLVAY Technical Staff will welcome the 
opportunity to be of service on your production 


problems. Their experience is at your disposal. 


SOLVAY SALES CORPORATION 


Alkalies and Chemical Products Manufactured by 
The Solvay Process Company 


40 Rector Street New York 6, N. Y. 
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ONE MAN Can Open the Most 
S Binding, Balky Box Car Door 





with the MONARCH Car Door Opener!.. 


safely open or close 
stubborn freight cat 
door with this simple, powerful tool... 
Thousands now in daily use. 

NO strained muscles * NO slips or 

falls * NO broken or mashed limbs 
NO fatalities *« NO time wasted 
NO “gangs” needed « NO time lost 


50 F.0.B. Bowerston, Ohio 


Ouly$2 EA. ORDER TODAY! 
THE MINING SAFETY DEVICE CO. 
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Plastics and the Public 


acyrlics, easeins, cellulosies, poly- 
amides, polythylenes, polystyrenes, 
shellac, vinyls, buna n, buna s, neo- 
prene, butyl, and thickol, can he be 
blamed for his reluctance to add 
new complexities to an already 
complex life? 

Perhaps I am jumping off the 
deep end when I suggest that the 
industry narrow down the number 
of its basic plastics products to a 
relatively few that stand the test 
of use. Since so many of the newer 
plastic products constitute refine- 
ments and improvements of earlier 
compositions, it seems that the in- 
dustry might reduce the number of 
products ‘with which it wishes to 
bombard the public. Just as mod- 
ern doctors have abandoned some 
of the concoctions of the medicine- 
man, the plastics industry should 
be able to discard many of its old 
products, ‘‘hang-overs,’’ that mere- 
ly serve to confuse. 

Undoubtedly the situation would 
not seem so serious if manufactur- 


The transparent plastic tablecover is made of du Pont polythene. 


(Continued from Page 27) 


ers did not heighten the confusion 
by adopting a multiplicity of trade 
names for each of the basic plastics 
materials. Some individual prod- 
ucts have as many as half a dozen 
to a dozen trade names. To make 
matters worse, such complex names 
have been devised that the average 
layman can neither pronounce nor 
spell them. How can a housewife 
remember such terms as Melmac, 
Plaskon, Resimene, Nixonoid, Kod- 
apak, Styraloy, Styramic, Plasta- 
cele, Ethocel, Sylplast, and Resi- 
nox? Some of the names sound like 
those of Indian potentates. Take 
Indur, Insurok, Malakat, Geon, 
and Saron, as examples. How is it 
that no manufacturer has adopted 
the name ‘‘Scitsalp,’’ which is 
‘*Plasties’’ in reverse? The situ- 
ation in the plastics industry is al- 
most as perplexing as it is in the 
perfume industry, which has re- 
sorted to such exotic designations 
as ‘‘ Alluring,’’ ‘‘ Breathless,’’ ‘‘ In- 
dignation,’’ ‘‘Romanee,’’ ‘‘My 


Nylon strips form 


Sin,’’ ‘‘Christmas Eve,’’ ‘Pgs. 
sion,’’ ‘‘Fabulous,’’ and so on, 

It’s high time to do something 
about this matter of simplification 
of products and of names. Neither 
retailers nor their customers haye 
any intention of attending schools 
of technology to learn a vocabulary 
of trade names. 

In this connection, don’t forget 
one almost instinctive device ip 
which we humans take refuge. We 
tend to distrust and to discredit 
the things which he don’t compre. 
hend. If we are not familiar with 
plastics products and if we don’t 
understand them, we are inclined 
to brush them aside as not good, if 
for no other reason than to hide 
our ignorance, 

2. APPLICATION. Plastics manu- 
facturers should endeavor to make 
more constructive applications of 
products. To build a lasting and 
expanding demand for plasties 
products, every effort must be 
made on the one hand, to develop 


chair back and seat. Screen is made of lucite. 
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more useful products and, on the 
other, to guard against inferior 
products. Production of merchan- 
dise that is unattractive, dangerous 
or unsuitable must be avoided. 
Fabrication of merchandise that is 
gnattractive due to such short- 
comings as bubbles, discolorations, 
and irregularities must be for- 
stalled. Customers must be pro- 
tected from dangerous merchandise 
that might result in bodily harm 
through use of inflammable ma- 
terials, through careless processing 
that leaves sharp edges, and 
through other hazards. 

To insure a wiser application of 
products, manufacturers should 
establish a program for the pre- 
testing of various materials under 
conditions that resemble actual use. 
If necessary, they should seek the 
assistance of an outside testing lab- 
oratory which would affix its seal 
of approval to products that meet 
its standards of satisfactory per- 
formances and that would refuse 
endorsement to products that fail 
to ‘‘measure up.’’ Through this 
or other means, the best uses for 
different materials and the best 
materials for different uses must 
be discovered. 


3. INFORMATION. To win wider 
acceptance of plastics by the re- 
tailer, manufacturers must adopt 
every possible means of education. 
This is no easy task. The average 
tetailer carries in stock hundreds 
or even thousands of different 
items. He cannot hope nor will he 
fry to search out for himself the 
facts about these innumerable 
articles. It is the manufacturer’s 
Msponsibility to educate him and 
his customers to accept and to re- 
quest plastics. Through periodical 
advertising, radio programs, press 
téleases ; through talks and demon- 
Stations to women’s clubs and 
tther organizations, and through 
Other educational and promotional 
devices, manufacturers must en- 
@ayor to spread the news about 
the virtues of their wares. 

I recommend, especially, that 
Plastics manufacturers plan to 
Make liberal and intelligent use of 
Iiformative labels which advise 
Milespeople and customers of at 
least five indispensable facts: 
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1. The name of the product. 


2. The material of which the 
product is made. 


3. The uses for which the prod- 
uct is intended. 


4. The special benefits the prod 
uct offers. ; 


5. The proper care of the product. 


Of the many advantages that 
accrue from the use of informative 
labels, two stand out as of special 
importance. First, informative 
labels serve as a ready reference 
and as corroborating evidence for 
salespeople who have little oppor- 
tunity and little incentive to mem- 
orize the facts about plastics. Sec- 
ond, they serve as buying guides 
to eustomers who are ‘‘just look- 
ing,’’ without the aid of sales- 
people. 


4. ComprnaTION. As a fourth 
and final suggestion, I propose that 
plastics manufacturers form a still 
stronger combination through their 
society for the promotion and pro- 
tection of their mutual interests. 
The old axiom, ‘‘a chain is only 
as strong as its weakest link,’’ ap- 
plies to an extraordinary degree in 
the plastics industry. One careless. 
inefficient, or unserupulous manu- 
facturer can undo much of the 
good accomplished by hundreds of 
conscientious, competent, and skill- 
ful manufacturers. The customer 
who has an unhappy experience 
with one plasties product is likely 
to jump to the conelusion that all 
plastics products are faulty. It is 
in the interest of the industry. 
therefore, to build an even more 
powerful association to examine 
searchingly all plastics products 
produced. One positive move in 
this direction would be the estab- 
lishment of the testing bureau to 
which we have already referred. 
as a means of giving industry ap- 
proval to acgéptable products and 
of expressing disapproval and 
withholding endorsement of un- 
acceptable products. 

How far the plastics industry 
will advance in the future depends 
in large measure on the steps that 
it takes now in the direction of 
simplification, application, infor- 
mation, and combination. 


| 
| 
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On EFFICIENCY... 


PROTECTION... 


SPACE-ECONOMY ... 


For every doorway! 


Your door troubles are over when you 
heed the sound reasons why Kinnear Roll- 
ing Doors serve so much better so much 
longer! Their smooth, easy, coiling up- 
ward action saves time and effort, makes 
all floor and wall space usable, keeps them 
out of reach of damage when opened. The 
all-metal ruggedness of their famous inter- 
locking-steel-slat construction means 
longer life, extra protection against fire, 
theft, accidental damage, and the elements. 
Write today for full details on Kinnear 
Steel Rolling Doors. 


THE KINNEAR MANUFACTURING CO. 


Factories: 1240-50 Fields Ave., Columbus 16, O. 
1742 Yosemite Ave., San Francisco 24, California 
Offices and Agents in Principal Cities 
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Wartime Efficiency 
Here to Stay 


(Continued from Page 34) 


counting on this program to help 
us meet present inflationary trends. 

Eariy in 1942, we started ex- 
perimenting with women route 
salespeople. We found that they 
could do the work, although it 
was necessary to set high standards 
of physical fitness. Some of them 
did the job better than the men 
they replaced. At the peak of the 
manpower shortage, which in our 
company was reached in 1944, we 
had 750 women operating routes 
and 50 assigned to supervisory and 
training work. 

We had to make the physical 
work for the women as light as 
possible, so in our sales programs 
we used more printed material and 
less weight in samples for them to 
earry. We installed in our branch 
stockrooms a standard set of 
shelves more suitable for women. 
We consolidated our system of ac- 
counts from six books to five; and 
our route operations went to a five- 
day week. 

These changes, made during the 
war for the special benefit of the 
large number of women then be- 
ing hired, have been retained be- 
eause we have found that they 
have made the job easier for our 
men. 

Incidentally, we found during 
our employment of women that 
they are not so subject to motor 
vehicle driving accidents as they 
are made out to be by some men. 
It is true that our women drivers 
were charged with more dented 
fenders and automobile body 
scratches than were our men 
drivers; but our women drivers 
had less serious accidents and 
fewer demolitions than men. 

Our heavy loss of men to mili- 
tary service and war industries put 
a heavy load on our recruiting and 
training program. Sometimes it 
was difficult for us to hire replace- 
ments fast enough to fill our 
vacancies, so our training program 
became brief and sketchy at best. 
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In order to help relieve this pres- 
sure, we established training 
schools at Kansas City, Chicago, 
and Pittsburgh, where new em- 
ployes were sent to be taught the 
fundamentals of route operation. 
This reduced our branch training 
period by two weeks and produced 
better-trained men. The savings in 
time for branch managers has 
more than offset the travel cost and 
the salary of a trained instructor. 
These schools have proved so 
beneficial that we expect to con- 
tinue them. 

Our business had been one of 
highly centralized control, with 


prime responsibility resting in 
home office management. The 
rapidly changing conditions of 
wartime made flexibility essential; 
so a necessary step was to plage 
much of the responsibility for per. 
sonnel direction and operating 
problems on the shoulders of oyr 
district managers. This respons. 


ibility, and the authority that must - 


always go with responsibility, wag 
passed on down the line through 
our field organization with gratify. 
ing results. Thus, during the war, 
we were building better men and 
a stronger organization. This gain 
will be retained and increased for 
the future. 

In total, we have found that each 
wartime problem brought with it 
an opportunity. This realization 
has prepared us to meet the peace- 
time problems of keener competi- 
tion and the demands of our cus 
tomers for better distribution serv- 
ice. 








Packaging For Consumers 


(Continued from Page 51) 


rate these two categories. It is 
here that we can expect a virtual 
avalanche of new and striking de- 
velopments in the field of packag- 
ing. With our greatly increased 
capacity for aluminum, latex, ace- 
tate and many other products, it 
is not surprising to note the re- 
search pointed at more liberal use 
of metals and plasties in the pack- 
aging of consumer goods. The 
pliofilm that only a few months 
ago helped airplane engines reach 
our flyers in top-notch condition 
may assume the prosaic respon- 
sibility of delivering golf clubs in 
prime order. The aluminum which 
was moulded into military aircraft 
may be beaten into sheets to bag 
onion flakes. 

While the overall picture in con- 
sumer packaging shows an indus- 
try on the open road to progress, 
there are a few industrialists who 
prefer to hide their heads in the 
sand and see none of the realistic 
situations surrounding them. One 


still. finds those who proclaim, 
‘‘Packaging relic or not, this is 
the container selected by our foun- 
der 85 years ago and we dare not 
change ’’; or who make such, fal- 
lacious statements as ‘‘ Why intro 
duce a box with dispensing cut-off 
closure ?—we don’t care how much 
of our products the consumer 
wastes’’; or who, in similar vein 
say, ‘‘Supposing the wet sink does 
eause the bottom of our box to dis 
integrate, we sell just that much 
more soap flakes’’; or the executive 
with the capital equipment bogey, 
who says, ‘‘ Well, supposing our 
tops are a little hard to open, we 
can’t change our equipment over 
night. Besides, if purchasers would 
only follow directions on _ the 
stuffer, they would have less diff- 
eulty.’’ 

Those who refuse to recogniz 
the progress around them will be 
forced to fall into line when supply 
once again catches up with de 
mand. 
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traffic Management 
(Continued from Page 44) 


wnsumer goods, especially where 
¢rong competition has to be met. 
Any constant oversight on the part 
@f a shipper in using the wrong 
description in bills of lading can 
md does lead to loss of sales be- 
use of unnecessary high freight 
rates being assessed by carriers. 

A manufacturer of,ga consumer 
product was making slow headway 
in the marketing of his stock 
against long established, and well 
mtrenched competitors. For one 
thing the manufacturer’s sales unit 
priee was slightly higher than that 
of other producers. Despite all his 
dose figuring he still was unable 
to pare his costs. Then he turned 
to traffic management for advice. 

Investigation by the traffic de- 
partment revealed that the product 
was being advertised, and described 
in bills of lading, as an extract 
for use in cooking, but that it 
definitely was a table sauce and 
gnerally used for that purpose 
rather than for any other. Further 
study showed that ‘‘table sauce’’ 
took a classification rating of R 26 
(5 percent of Ist class) in the 
territory in issue whereas 3rd class 
‘0 percent of Ist class) applied 
mextracts. This meant that when 
the Ist class freight rate was $1 
pr 100 Ib., extracts would be 
charged at 70c. as against a lower 
tate of 55¢. per 100 lb. for table 
suce. It was just this slight dis- 
alvantage which prevented the 
manufacturer from meeting com- 
petition on even terms. Satisfac- 
lory marketing results were at- 
lamed after the manufacturer’s 
advertising literature was re- 
vamped, and the correct descrip- 


Material-Handling 
Expense 


American Pressed-Steel Hand Trucks reduce materials- 
handling expense because they are stronger, lighter, 
better balanced and easier rolling. Pressed-Steel con- 
struction makes American Hand Trucks practically un- 
breakable—without making them heavy! Careful design 
gives them proper balance to relieve the trucker of 
most of the weight of the load! Anti-friction bearings 
and true-running rubber tread wheels make them easier 
rolling, reduce trucker fatigue! 


Wherever hand trucks play a part in the movement or 
handling of materials, it will pay to use American 
Pressed-Steel Hand Trucks. Write today for your copy 
of the American Hand Truck Catalog. 


2304 JUNIATA STREET © PHILADELPHIA 29, PA. 











REVOLVATOR 


REG. U. S. PAT. OFF. 


MATERIAL HANDLING EQUIPMENT 


Keep things moving easier, faster, and most inexpensively with REVOLVATOR Portable, Hydraulic and Traction Ele- 
ators, RED GIANT Liftrucks, Barrel Leaders and Dumpers and special machines to meet your needs. 
v 


tio used in bills of lading, in line 
with the findings of traffic manage- 
ment. 


We have in mind another manu- 
facturer who makes an extensive 
line of consumer products. He 
lever has any trouble in obtaining 
the lowest applicable freight rates 

use the contents of all of his 
advertising literature, and descrip- 
lions in bills of lading, are care- 
filly determined in advance 
through cooperation between his 
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REVOLVATOR C 


RED GIANT LIF- 
TRUCKS ore mode 
single, two-stroke 
and multiple stroke 
hydraulic; capacities 
up to 15,000 Ibs. 


| Safe and durable. 


oe, REVOLVATOR 
= CARBOY DISPENSER 


easily and safely 
lifts and pours haz- 
ardous acids into vat 
or tank. Send for 
Bulletin 142. 


PORTABLE ELEVA- 
TOR piles clear to 
ceiling; collapses to 
pass under low door- 
ways. Built to any 
reasonable height. 
Send for Bulletin 96G 


HYDRAULIC LIFTS 
for servicing power 
trucks, as shown, or 
as press feeders, ramp 
eliminators and floor 
to floor >peration. 
Send for Bulletin 96J 


O. 


DESIGNERS AND - MANUFACTURERS OF MATERIAL HANDLING EQUIPMENT 


396,86th St. 


NORTHEBERGEN, N. J. 








engineering and research depart- 
ment, sales department, advertis- 
ing agent, and a traffic department. 
He knows the value of traffic man- 
agement, and relies upon its guid- 
ance in affairs connected with 
transportation. This enables him 
to compile sales prices on the basis 
of the true cost of carriage. 

It is not an uncommon practice 
for manufacturers of consumer 
goods to sell to retailers on the 
basis of ‘‘f.o.b. destination’’ to 
points where the freight rate is 
not in excess of a certain amount 
per hundred pounds. To illu- 
strate: Producer ‘‘A’’ agrees to 
pay the freight charges on all con- 
signments to destinations where 
the freight rate from his point of 
shipment does not exceed, say, $2 
per 100 lb. anything over that rate 
being charged to the purchaser. 
Under this plan an accurate list 
of freight rates is essential, other- 
wise complications will arise and 
relations with customers can _ be- 
come strained. 

An exigency of this nature re- 
cently did come about in the busi- 
ness of Producer ‘‘A’’ who sold 
his product as described in the 
above given illustration. His sales 
and accounting departments had 
to rely upon freight rate quota- 
tions furnished by the carriers. 
Often, through no direct fault of 








Retailers and Radio 


The National Retail Dry Goods Assn. 
recently released the results of a survey 
of the nation's retailers made to determine 
the value of. radio advertising as applied 
to department stores and specialty shops. 

The replies, which came from stores of 
every type and size, and geographically 
represent the entire country, show that as 
a whole, retailers use only a fraction of 
their advertising budget in radio, and that 
only 2/3 of the stores sampled used the 
medium at all. 

An NRDGA spokesman observed from 
the results of the questionnaire: “It is evi- 
dent from this study that somewhere some- 
body is failing to give radio the proper 
push insofar as retail advertising is con- 
cerned. Whether this be the fault of the 
seller of the time or the purchaser is not 
clear from this investigation. Quite pos- 
sibly it is the fault of both." 








the transportation companies, the 
rates quoted by them were in error 
thereby causing misunderstandings 
and arguments between Producer 
**A’’ and his customers. This, 
naturally, was not helpful in main- 
taining customer good-will, not to 
mention the time lost in making 
corrections in invoices. 

Calling upon traffic management, 
Producer ‘‘ A’’ explained the situa- 
tion. The ~traffic department 
worked up rate cards, each con- 
taining the correct freight rate 
and route via rail, truck, and 

















Salesmen’s Traveling Expenses 


A MARKED increase in the proportion 
of salesmen's traveling expenses to 
total sales from 1944-46 and a growing 
concern on the part of management with 
how such expenses can be controlled are 
indicated in a recent survey published by 
the American Management Assn. 

The report, which covered 92 companies, 
showed that though transportation, auto- 
mobile and hotel room expenses as a pro- 
portion of total traveling expenses declined 
from 1940 to 1946, the portion of expendi- 
tures on meals and miscellaneous items in- 
creased, and entertainment expenses 
climbed from little more than I! percent 
of the total to almost 14 percent. 

Of total traveling expenses, the AMA 
report states, about 43 percent goes to 
transportation including auto travel, 14 
percent to hotel rooms, 18 percent for 
meals, 11 percent to personal items like 
tips, valet, laundry, telephone and other 
miscellany. The total traveling expenses of 
the average salesman of the companies 
providing data, however, were shown as 


1.35 percent of the total sales in 1946, 
compared with 1.58 percent in 1940. 

Many sales managers who replied to the 
questionnaire stated that control of ex- 
penses is required today to avoid public 
criticism, and because of the current 
squeeze between costs and prices and the 
resumption of full competition. The re- 
port suggests further investigation and 
comparison through trade associations and 
other homogeneous industrial groups. 

The report noted that while the methods 
of control varied greatly from one industry 
to another because of selling problems 
peculiar to each industry, the four favorite 
present methods of evaluating traveling 
expenses were: 

Comparison with past records of the in- 
dividual; personal scrutiny by senior execu- 
tives; comparisons with other salesmen; and 
with the remembered experience of senior 
executives. Other methods include fixed 
auditing standards, evaluation of the type 
of customers and territory. 








freight forwarders, together 

the minimum charge, ete. It alsy 
sketched a map which defined the 
area in which freight rates from 
point of shipment were $2 per 109 
Ib. and lower. A glance at the 
map enabled the accounting ang 
sales departments to determine 
quickly which destinations were 
within the scope of the $2 maxi 
mum, and reference to the file of 
eards gave the exact rate and route 
to be used. This system, supplied 
by a traffic department, eliminated 
the difficulties which formerly had 
arisen through laek of definite jp- 
formation. It ended the bicker. 
ings which too often had occurred 
between the seller and the buyers, 

Take another ease where traffic 
management facilitated the mar- 
keting of consumer goods. The 
major portion of the shipments of 
a manufacturer were consigned to 
retailers in less than ecarload lots, 
and in packages which came under 
the 3d class seale of freight rates. 
A traffic department recommenda- 
tion brought about the use of five- 
gallon drums as containers for the 
product in question bringing the 
freight rates down to 4th class. 
(If 3d class rate were 70e. per 
100 lb. the 4th class rate would be 
50¢c.). The substitute was lighter 
in weight and cost less than the 
package previously used. With 
the savings in cost and weight plus 
the reduction in freight rates the 
total savings in transportation 
charges amounted to over $20; 
000 yearly. On top of everything 
else damage in transit to shipments 
was drastically curtailed, and the 
customers were much more satisfied 
in every way. 

In one company, which shipped 
to various large retailers, consign 
ments were forwarded via 1.c.l. rail 
service or by truck as quickly # 
the goods were produced. It wa 
assumed that this method insured 
quick delivery to the customer. 
However, the latter frequently 
complained of slow arrival of ship 
ments. A traffic department study 
indicated that by holding the 
orders for two or three days 
sufficient weight could be accumir 
lated, for each of the consigneés, 
to provide for shipments in ear 
loads. The change was made, It 
stead of from 10 days to two weeks 
in transit, for l.c.l. lots, the aver 
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age time for carloads was four 
jays from origin to destination. 
(ustomer good-will increased due 
jp the assistance rendered by the 
traffic department. 

The evidence submitted herein 
jsbut a small portion of what could 
he listed to prove the value of 
trafic management. Production 
depends on consumption. Dis- 
tribution encompasses both. To 
consummate buying and selling 
transportation is imperative. 
Where transportation enters into 
the picture traffic management 
should be consulted. It facilitates 
the marketing of consumer goods. 








Handling Institute 


Types of service which might be rendered 
fo members immediately were discussed at 
arecent meeting of the Material Handling 
Institute, Inc. in Cleveland. The organiza- 
tion's headquarters are in Washington, 
D, C. 

Salient points considered included: 

|. Study and development of exhibition 
techniques. 

2. Use of the institute's Washington 
dice to represent members before gov- 
emment agencies. 

3. The formation of a materials handling 
library to supply information to govern- 
ment departments, colleges and other in- 
ferested organizations and individuals. 

4, Dissemination of news to the public 
through publications and other channels. 

5. Compilation of industry production 
and sales figures either through the in- 
titute or through appropriate govern- 
ment departments. 





Road Building 


Shortages of labor and materials 
have failed to retard the postwar 
wad construction program, Charles 
M. Upham, director, American 
Road Builder’s Assn., disclosed 
teently. He pointed out that 
$400,000,000 already has been ex- 
pended to repair the nation’s high- 
Ways since the end of the war. 


Good Management 


Regardless of whether unions are 
planning to demand an annual 
Wage in the next round of ecollec- 
le bargaining, stabilized employ- 
ment is a worthy goal for the in- 
lividual company simply because 
itis good management, and is of 
stewing importance in the nation’s 
iMdustrial future, according to a 
Meent study of the American Man- 
‘gement Assn. 
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Electric Protection 
against 


Fire - Burglary - Holdup 


Aero Automatic Fire Alarm 
* 


Sprinkler Supervisory and 
Waterflow Alarm Service 
e 


Watchman Supervisory and 
Manual Fire Alarm Service 
7 


Burglar Alarm — Hoidup Alarm 


ADT 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH CO. 


155 SIXTH AVENUE NEW YORK, N. Y. 
Central Station Offices in all principal cities 


“a 

















PORTABLE 
CARGO CONVEYOR 


Heavy duty, anti-friction bearing equipped machines 
with 30” width belts-in 20, 25, 30, or 35 ft. lengths. 
Ample head and side clearance for large packages. 
Gasoline or electric motor drive. 

Catalog and prices on request 


GEORGE HAISS MFG. CO., INC., Canal Place & E. 144 St., New York 51, N.Y 








Washington Appraises: 


SUPPLY AND DEMAND 


(Continued from Page 35) 


34 percent behind prewar produc- 
tion. Gas ranges paralleled prewar 
figures, but production is now slip- 
ping for lack of steel inventories 
and other materials. Electric irons 
managed to attain prewar levels 
but are now dropping back in pro- 
duction for lack of steel and tem- 
perature controls. Radios reached 
the prewar levels of 1,100,000 sets 
per month. It is illuminating, how- 
ever, to learn that 90 percent of the 
production comprises the table 
model, the other 10 percent divided 
4 percent in the console type, and 6 
percent automobile radios. Before 
the war 69 percent were console 
models. Lumber is said to hold 
back the console-type production, 
as well as the lack of basic ma- 
terials which impede all produc- 
tion throughout the national econ- 
omy. . 
This picture is interesting for 
the reason that it comprises the 
consumer goods highest in the scale 
of demand. Repeated sample sur- 
veys have shown that people want 
washing machines, electric irons, 
mechanical refrigerators, stoves, 
electric toasters, radios, vacuum 
cleaners, sewing machines, heating 
stoves, electric fans, and water 
heaters. It is significant that Gen- 
eral Electric has told government 
people it plans sales by 1948 at the 
rate of $1,000,000,000 annually, 
compared with its average of 
$679,000,000 in the best prewar 
year. In Chicago, the federal 
officials report a huge crowd of 
potential buyers crowded the In- 
ternational Home Furnishings 
Show, but found only a limited 
display. Some furniture people 
reported they were producing 50 
percent more merchandise than be- 
fore the war, but that their output 
was far behind consumer demand. 
Furniture is particularly behind 
consumer demand because of the 
5,000,000 war marriages. 
Consumer demand in farm homes 
is greatest for rugs, dining-room 


chairs, dining tables, living room 
2-piece suites, kitchen cabinets, 
stoves, dressers with mirrors, metal 
bedsteads, mattresses, bedsprings, 
blankets, sheets, comforters, and 
dinner plates. On the farm the 
major demand for those things 
necessary for the operation of the 
plant consists of tire pumps, metal 
water storage tanks, wrenches, 
flashlight batteries, tractor-tire 
chains, monkey wrenches, corn and 
hay knives, wooden water storage 
tanks, fence control batteries, 
grinding wheels, electric motors, 
engine and tractor fuel storage 
tanks, galvanized pails, tractor 
tires, roofing gasoline and kerosine 
eans, hand drills, cylinder locks 
and night latches, floor brooders, 
cream separators, drill bits, pliers, 
eold chisels, barrel pumps, pad- 
locks, lumber, grease guns, chains, 
wick lanterns, truck tires, shovels, 
scoops, spades, snow _ shovels, 
sharpening stones, rope, clevises 
and swivels, hammers, harness, 
ignition batteries, files, ete. 

The 2,500,000 farms connected 
for electric service seek modern 
water systems, electric milkers, 
and electric milk coclers. The 
homes want radios, and electric 
appliances of all descriptions. 








1947 AWA Convention 


The 1947 convention of the American 
Warehousemen's Assn., Merchandise Divi- 
sion, will be held the week of March 16 
at the Hotel Jefferson in St. Louis, Mo. 
This was determined at a meeting of the 
AWA Executive Committee recently at 
Chicago. 


Plans to hold the largest demonstration 
of modern materials handling equipment in 
history as a feature of the convention also 
were announced by the committee, and a 
special committee headed by Albert B. 
Drake, president both of Drake, Stevenson, 
Sheahan, Barclay, Inc., New York, ware- 
housing and materials handling consultants, 
and of Lehigh-Lackawanna Warehouse & 
Transportation Co., Jersey City, N. J., has 
been named to arrange the event. 








Consumer demand for food. 
stuffs has caused the canning jp. 
dustry to reach an all-time high 
in production of canned fruits ang 
vegetables. The market will offer 
in excess of 425,000,000 cases dur- 
ing 1946-47, 9 percent more than 
in 1941-42. There will be 53,600- 
000 cases of fruits ; 96,000,000 cases 
of juices; 130,800,000 cases of 
seasonal vegetables; 112,400,000 
eases non-seasonal vegetables; and 
14,000,000 cases baby food. Even 
with this record volume, the supply 
will not be sufficient to fill the de- 
mand. 

This demand for shoes impelled 
the manufacturing industry to an- 
nounce it would produce approxi- 
mately 550,000,000 pairs this year. 
This exceeded by 150,000,000 pairs 
all previous production. Hides, 
however, are scarce and getting 
scarcer. Leather is almost out of 
the market. It is understood in 
Washington the actual production 
of leather shoes will be far under 
300,000,000 pairs. The rest of the 
550,000,000 will consist of shoes 
made of plastics, combined with 
textiles and rubber composition 
material. In some instances, leather 
will be combined with all these 
materials. 

Textiles have been kept under 
tight control. The low-cost cloth 
ing program is not affected by the 
fate of OPA. Under the Second 
War Powers Act and the Stabiliz- 
tion Law the Civilian Produetio 
Administration is empowered t 
channel materials to low-cost pro 
duction. The control to all @ 
tents and purposes holds the price 
line indicated by OPA. It is 
anticipated this system of control 
will be applied in almost all other 
lines should the Congress fail al 
together in providing price-contrdl. 
The textile control virtually deter 
mines the prices at which are sold 
women’s street and house dresses, 
slips, nightgowns, men’s shirts, 
undershorts, creepers, romper, 
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jamas, kimonos, childrens’ and 
infants’ clothes, handkerchiefs, 
md men’s suits, trousers, over- 
wats, and topcoats. 

The wool fabricating industry 
ils Washington officialdom there 
isa demand for 40,000,000 suits. 
It is understood somewhere in the 
neighborhood of 28,000,000 suits 
will be produced this year. Over 
a billion pounds of wool is ex- 
pected for fabrication ; cotton mills 
are expected to produce 11,000,- 
900,000 yd. of cloth, 35 percent 
more than in prewar years. Rayon 
production is estimated at 850,- 
900,000 lb. this year, against 573,- 
00,000 lb. in prewar years. 

An over-all survey by a war 
agency prompted its statisticians 
to suggest recently the greatest 
consumer demand is as follows, in 
the order named: butter, meat; 
sugar; soap; canned goods; fresh 
or preserved fruits; elastic tape or 
webbing; coal; women’s hosiery; 
wash tubs; shoes; bobbie pins; 
sheets and sheeting; infants and 
children’s underwear; dress fab- 
ties; alarm clocks ; pails or buckets ; 
tableware; girdles; radio tubes; 
woven wire fence; ammunition; 
wash tubs; electric irons; scissors; 
uppers; iron cord; pots and pans, 
uder 10 qt.; flashlight batteries; 
safety pins; hairpins; needles; 
thread and darning cotton; razor 
tlades; and the usual listing of 
household and electrical appliances. 

This ageney also forecast that 
400,000 automobiles will be pro- 
dueed in July or August, which 
people wish to -buy, but which they 
donot seem to be so headlong eager 
buy as they were even six 
months ago. The same agency tells 
w that the cost of food, clothing, 
rent, fuel, house-furnishings, and 
| niseellaneous wares, has risen 35 
pereent in the past six years. It 
points out the interesting fact that 
68 percent of all goods produced 
ire purchased by consumers. The 
‘ame statisticians tell us that Wash- 
ington, Oregon, California, Nevada, 
Utah, and Arizona have made the 
greatest population gains in the 
United States. Other states which 
lave increased population are: 
llinois, Florida, Virginia, Dela- 
Ware, Maryland, Connecticut. 
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HOW ONE MAN CAN LIFT 
50,000 POUNDS 


Use hydraulic power to lift loads up to 
50,000 pounds directly from plant floor 
to trucks, freight cars or different building 
levels. Oildraulic Levelators speed plant 
traffic, conserve manpower, cut costs. Save 
plant space, too . . . no need for ramps. 
Plant floor can be poured at grade instead 
of at railway car or truck bed heighth. 
Levelator, when down, becomes part of 
floor and can be trucked over. 
Levelator car is raised by hydraulic jack 


ROTARY LIFT COMPANY, 


powered by simple electric pumping mech- 
anism (or by available compressed air). 
Operation safe, dependable, economical. 
Installation simple. 


WRITE FOR CATALOG RE-201 
Catalog RE-201 gives valuable information 
on the many ways Oildraulic Levelators 
can be adapted to tough lift- 
ing jobs. Write for free copy 
and get all the facts on this 
modern equipment. > 


1160 Kansas, Memphis (2), Tennessee 


Retary OILDRAULIC LEVELATORS 





INTERNATIONAL POWER for Materials Handling 


Get International Tractors—or equipment 
powered by International Engines—and 
reduced materials handling costs. 

International Tractors and Engines are 
designed for heavy-duty use—at minimum 
costs for fuel and maintenance. Matchless 
serviceability and long life are Interna- 
tional advantages you'll want. 


et 


See the nearest International Industrial 
Power Distributor—or any distributor 
handling International-powered equipment. 
He can give you suggestions that will sim- 
plify your materials handling problems. 


Industrial Power Division 


INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Avenue Chicago 1, Illinois 





NOW 30% LONGER LIFE! 





@ The new Philco ‘‘Thirty”’ 
motive power batteries give 
electric trucks top capacity . . . 
plus savings in maintenance, 
depreciation and replacements. 


PHILCO 


Corporation 
Storage Battery Division 
TRENTON 7, NEW JERSEY 

















People in Distribution 





MARKETING 


The new Danville, Ill. plant of 
the Hyster Co. is now operating 
under a production schedule on lift 
trucks, under the direct manage- 
ment of Frank L. Ross, vice presi- 
dent in charge of all Eastern activi- 
ties. Operating personnel of the 
new plant includes Jay Misenhimer, 
factory manager, Jim Woodley, 
assistant factory manager, William 
Morrow, purchasing agent, and Ray 
Smith, office manager. 


Albert S. Tomlinson, has recently 
taken charge of the new Bakery 
Conveyor Table Division, Island 
Equipment Corp. 


Howe Scale Co., Rutland, Vt., has 
announced the appointment of J. G. 
McCarty as Pittsburgh branch man- 
ager, succeeding H. J. Steidley, re- 
tired. 


Appointment of Harvey E. 
Schroeder, formerly district sales 
manager in Los Angeles, for Parker 
Appliance Co., to manager of a 
newly-created Pacific Div. of the 
company has been announced. D. A. 
Cameron has been appointed assist- 
ant general sales manager of the 
company in Cleveland. J. E. Murphy 
has been named manager of dis- 
tributor sales. 


William G. Conley, Jr. has been 
appointed manager, kitchen sales 
division, Edison General Electric 
(Hotpoint) Co. 


Three new appointments at Dravo 
Corp., Pittsburgh, include W. D. 
Bickel, named manager, Power 
Dept., Machinery Div.; T. L. Hart- 
man, manager, i ae Dept., Ma- 
chinery Div.; and . G. Greer, 
assistant labor relations manager 
for the Corp. 


Benjamin Putterman, formerly 
half-owner in charge of production, 
has acquired full ownership of 
Yankee Metal Products Corp., Nor- 
walk, Conn. with the complete 
resignation of the former half- 
owner, William Berk. 


The board of directors of The 
White Motor Company elected 
Harold O. Hoffman, assistant treas- 
urer, and George T. Zack, assistant 
controller. 


Following a recent reorganization 
of its engineering activities, appoint- 
ment of new chief engineers for the 
three internal divisions of Lear, Inc. 
Grand Rapids, Mich., are: Harry E. 
Rice, chief engineer, Lear Home and 
Aircraft Radio Div.; Harry S. Jones, 
chief engineer in charge of research 
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and development; William J. Per- 
field head engineering activities, 
Lear Electro-Mechanical Div. 


The Electric Products Co., Cleve- 
land, has announced the opening of 
a new district office at Detroit, 
headed by E. G. Schroeder, handle 
all sales and service negotiations in 
the territory. 


W. Stewart Clark has retired as 
manager of manufacturing for the 
General Electric Co’s. nationwide 
Appliance & Merchandise Dept., and 
Carl M. Lynge, general works man- 
ager of the G-E Bridgeport plant, 
has succeeded him. 


TRANSPORTATION 


Herbert A. Walker, Atlas Corp., 
has been appointed comptroller, Air 
Cargo Transport Corp. 


Appointment of Fred M. Glass as 
acting vice president, traffic and 
sales, Capital Airlines-PCA to fill 
post vacated by request of J. J. 
O’Donovan for indefinite leave of 
absence has been announced. James 
D. Henry has been appointed vice 
president, southern region, the posi- 
tion previously held by Mr. Glass; 
Francis Hammack assistant vice 
president, southern region, George 
N. Monro Ill, assistant vice presi- 
dent, western region, and Howard 
Willard manager, contract cargo sec- 
tion of the airline’s air cargo de- 
partment. 


F. D. Miller has been appointed 
to succeed J. M. Wooten as director 
of cargo sales, American Airlines. 

Mr. Wooten recently became di- 
rector, Contract Air Cargo Div. of 
the company. Joseph Boylan, has 
been made assistant director of 





Dr. John H. Frederick, professor 
of transportation and foreign trade, 
University of Maryland, and air 
cargo consultant, DistRIBUTION AGE, 
has been appointed to supervise the 
compilation of data assembled by 
the House Committee on Interstate 
and Foreign Commerce in connec- 
tion with its inquiry on national 
transportation. The Committee, 
according to Rep. Clarence F. Lea 
(D.-Cal.), chairman, has received 
nearly 500 statements which include 
discussions of nearly all the prob- 
lems of transportation. Dr. Frederick 
will have charge of assembling, 
analyzing, and editing this material 
for the use of the Committee. 











—————— 


cargo sales replacing Lee Arthur 
who has resigned. Announcement 
was also made of the appointments 
of Frank Beach to administratiye 
assistant to director for cargo sales: 
Robert Warner to manager of ait 
express and international cargo sales 
and Benjamin Sherwood to super. 
intendent, air mail traffic. 


Prescott A. Tolman has been ppo- 
moted to general traffic and Sales 
manager, Eastern Air Lines. W, ], 
Morrisette, Jr., formerly new Eng- 
land district manager has been pro- 
moted to director of traffic pro 
cedures for the airline. 

Thomas H. Lockett, counselor of 
embassy, United States Embassy in 
Bogota, Colombia, has resigned to 
accept a position as vice president, 


* Braniff International Airways. 


Capt. Gert Meidell has been desig. 
nated, North American representa- 
tive of Norwegian Airlines (DNL) 
succeeding Philip N. Wilcox, who 
recently resigned. 


Edward J. Zschirpe, John H. Nor- 
wood and Arthur E. Baylis have 
been appointed assistant general 
freight traffic managers, New York 
Central System, with headquarters, 
New York City. 


Warren H. Turner, general freight 
agent Santa Fe Railway at Topeka, 
has been appointed freight traffic 
manager, succeeding M. C. Burton, 
who is retiring. Ralph E. Brooks, 
assistant general freight agent, at 
Topeka, steps up to general freight 
agent following Mr. Turner. Obm 
L. Gray, assistant to operating vice 
president, at Chicago, has been 
appointed general manager, eastem 
lines, with headquarters at Topeka, 
succeeding H. B. Lautz, who is re 
tiring. Gray will be succeeded at 
Chicago by Guy R. Buchanan, assist- 
tant general manager, Coastlines, at 
Los Angeles. 


Officiating as _ visiting lecturer 
recently in the Export and Import 
class at the Academy of Advanced 
Traffic, was Philip Swart, Jr., 2nd 
vice president, Foreign Department, 
Guaranty Trust Co., New York 
Among executives who contribute 
specialties in the course of instruc- 
tion offered by the Academy are J. 
A. Brady, vice president, Airco Ex- 
port Corp.: A. Kenyan, traffic mat 
ager, Airco Export Corp.; M. R. Pel 
licani, manager, Foreign Depart 
ment, F. W. Woolworth Co; 4 
Olsen, Johnson & Higgins, Inc. The 
courses are under the supervision 
E. Albert Ovens, research directol, 
Academy of Advanced Traffic. 
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of Interstate Commerce Commission TO MEET EX AC i TRUCK NEEDS 
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following officers were elected for 
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4 gneral freight agent Maryland- 


Pennsylvania Railroad Co.; vice 
chairman: William F. King, traffic . 
manager, Baltimore Porcelain Steel 
Co; Secretary-Treasurer: Levin J. 
Canter, division traffic manager, 
Koppers Co., Inc., Bartlett Hayward 


Div. QS Trucks with resad ear- 
| fers, ae projecting parts. 


WAREHOUSING | ORANGEVILLE MFG. CO. 
Orangeville (Col. Co.), Pa. 
Newly elected officers, New York 
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Getting Down to Cases 
In Distribution 


FINANCE & INSURANCE @ HANDLING & -TRANSPORTATION 
PACKING & PACKAGING @ WAREHOUSING & MARKETING 


By LEO T. PARKER 
Legal Consultant 





MARKETING 


EFORE the Sherman Act it was 

the law that a seller or trader 
might reject the offer of a proposing 
buyer, for any reason that appealed 
to him. Neither the Sherman Act, nor 
any decision of the Supreme Court 
construing it, nor the Clayton Act, 


has changed the law in this particular. — 


In Brosious v. Pepsi-Cola Co., 155 
Fed, (2d) 99, the testimony showed 
that the Pepsi-Cola Co. appointed the 
Cloverdale Spring Co. its exclusive 
bottler and distributor in a named 
territory. The distributor had sold 
products to a man named Brosious for 
many years. The distributor de- 
manded that Brosious take at least 
three counties in addition to his former 
territory, paint his trucks a pre- 
scribed color and distribute only the 
products of the PepsirCola Co. 
Brosious refused the proposals and 
sued both the Pepsi-Cola Co. and the 
distributor for recovery of treble dam- 
— under the Sherman Anti-Trust 

ct. 

The higher court refused to grant 
Brosious a favorable verdict, saying: 

“It is the right of a trader engaged in 
a strictly private business, freely to exer- 


cise his own independent discretion as to 
the parties with whom he will deal.” 


Legal Title 


A recorded chattel mortgage or con- 
ditional contract is effective to all per- 
sons in all parts of the United States. 

In Thomas v. State Bank, 65 N. E. 
(2d) 626, Ill. the higher court held 
that a seller does not forfeit his legal 
right to repossess the subject of a 
sale although he permits the purchaser 
to keep it after the latter has breached 
his contract to make agreed payments. 


Satisfaction 


According to a late higher court de- 
cision, no purchaser is bound by con- 
tract in “full” satisfaction for all 
claims, unless both the buyer and 
seller knew about all claims when 
the contract was signed. 

In Williams v. Mid-South Co., 25 
So. (2d) 792, Miss., it was shown that 
a suit was settled out of court and a 
clause in this settlement contract stated 
that the seller accepted $18,300 in “full 
satisfaction” and in release of all 
claims against the purchaser. 

The seller did not know about addi- 
tional claims when he signed the 
settlement contract and the higher 
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court held the purchaser liable to pay 
additional money on these new claims, 


Signed in Blank 


When a mortgage or additional con- 
tract is signed properly blank spaces 
may be filled in only in accordance 
with directions of the purchaser, which 
the seller must prove. 

In Commercial v. Baker, 37 S. E. 
(2d) 636, Ga., it was shown that a 
purchaser defaulted in making the 
agreed payments and the seller re- 
possessed the merchandise. Then the 
purchaser sued the seller and testified 
that blank spaces in the conditional 
contract were not filled in according 
to his instructions. 

Since the seller could not disprove 
the purchaser’s testimony, the higher 
court held the seller liable to the pur- 
chaser for $2,000 damages. 


TRANSPORTATION 


N Graziani v. Elder & Walters 

Equipment Co., Inc., 25 So. (2d) 
904, La. the higher court held that 
state courts are without authority to 
award an Interstate Commerce -Com- 
mission Carrier Permit for operation 
of motor trucks. 


Carrier Loses 


According to a late higher court 
decision, a common carrier cannot 
avoid liability for damage to or loss 
of shipped merchandise unless it proves 
the precise cause of the loss, It will 
not suffice merely to prove due dili- 
gence, but the carrier must prove, 
moreover, that the accident was oc- 
casioned by a fortuitous event, or by 
irresistible force, or by a defect of 
the thing itself, or by a fault of the 
shipper. 

In Kaplan Rice Mill, Inc. v. Texas, 
26 So. (2d) 42, La, it was shown 
that rice bran shipped from a mill 
was consigned to Mayronne Lumber 
& Supply Co. The bran was found to 
be in a damaged condition and ship- 
ment was rejected by the consignee. 

The higher court held the carrier 
must stand the loss, because it failed 
to prove that the damage was oc- 
casioned by some accidental or uncon- 
trollable event equivalent to a for- 
tuitous event, or a “force majeure.” 


Charterer's Duty 


According to a late higher court de- 
cision it is the duty of a charterer to 


care for a vessel while it is unde 
charter to him and he cannot delegaie 
that duty to others. 

In Seaboard Sand & Gravel Corp, y, 
Moran Towing Corp., 154 Fed. (2%) 
399, an owner of a scow instituted gyi 
against a corporation to recover dam- 
ages sustained by the scow. The oor. 
poration denied that it was liable for 
damage to the vessel because another 
company had loaded it “in such an im. 
proper and uneven manner that the 
scow was caused to leak, capsize and 
dump her cargo.” 

The higher court held both the cor. 
poration and the company which neg- 
iigently loaded the vessel jointly liable, 


Contract Carrier 


Recently, a higher court held that 
where a vessel is chartered to trans- 
port merchandise, its owner is nota 


“common carrier” but is a “private | 


contract carrier.’ 

In Sawyer v. M. Levin & Co., Inc, 
155 Fed. (2d) 48, it was shown that 
a vessel was chartered to haul bananas 
from Haiti to Miami, Fla. The con- 
tract contained a provision that in 
event the vessel was required to put 
into another port for repairs for longer 
than 48 hr. the vessel owner 
not be liable for any loss or damage 
to the cargo. 

In subsequent litigation the higher 
court upheld the validity of this con- 
tract although the need for repaits 
was caused by negligent stranding of 
the vessel. 


WAREHOUSING 


A “BAILMENT” is delivery of per- 
sonal property by one person t 
another in trust for a specified pur- 
pose, with a contract that the trust 
shall be faithfully executed and the 
property returned or duly accounted 
for when a special purpose is accom- 
plished. Retaining illegal possession 
of the goods is larceny “by bailee.” 
In Lewis v. People, 160 Pac. (2) 
150, Col., a person named Lewis pit- 
sented a written order to the Weicker 
Transfer and Storage Co. for the de 
livery of a trunk and other goo 
which had been stored with it by is 
owner, named King. Lewis failed # 
deliver the trunk and contents to King 
who paid the warehouse and storag 
charges for services rendered both by 
the warehouseman and Lewis. Th 
lower court convicted Lewis of larcelly 
by bailee. The higher court ap 
the verdict. 
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Also, see Department of Revenue v. 
Jennison-Wright Corp., 60 N. W. (2d) 
995, Ill, where the higher court ex- 

that in “bailments,” the title 
io the merchandise is not changed, 
while in the case of a “sale” the title 
js transferred. 


City Ordinance 

In Stafford v. City of Coffeyville, 
168 Pac. (2d) 91, Kan. the higher 
court held that if the owner of a ware- 
house building violates city ordinances 
intended to prevent fires and conserve 
the health and promote the general 
welfare of its citizens, the property 
owner cannot recover damages from 
the city for loss of the building by 
fire. 


In this case, the owner of the build- 
ing sued the city for loss of his build- 
ing and its contents by fire, allegedly 
caused by negligence of city in fail- 
ing to inspect, repair and maintain 
sagging electric wires suspended over 
the building. 


Property Owner 

Generally speaking, a warehouseman 
is not required by law to assume 
liability for injuries caused by motor 
vehicles owned by others. 

In Le Barre v. Pacific, 154 Pac. (2d) 
%5, Ore., the testimony showed that 
a driver drove a truck upon scales of 
a warehouse building in order to as- 
certain the gross weight of the truck. 
After the truck was weighed the driver 
backed it over the sidewalk about two 
feet, and struck a pedestrian. The 
pedestrian sued the owner of the 
warehouse building for damages, but 





Prompt Shipment on 


PALLETS 


Our Pallets have taken a leading part 
in the universal trend to Palletization 
in material handling. Pallets used with 
either hand-lift or electric fork trucks 
Save you time and money. 


Constructed of selected unseasoned hard- 
wood lumber, with 2/2” CC drive 


screws, rust-proof, hard to remove, as- 
sures longer-lasting Pallets. 


PRICES LOWER 
THAN 1943 


Increased production has lowered prices. 
Write us for information and prices on 
any style Pallets desired. 


GEO. D. KELLEY 
LUMBER CO. 


Tuite rock, ARKANSAS 
& ie © © 8 os oe hg 
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the higher court held the pedestrian 
not entitled to a recovery. The higher 
court said a property owner is liable 
only for his own negligence, not for 
that of strangers and third parties. 


Charges Implied 


Modern higher courts consistently 
hold that if a storage contract fails 
to specify the exact rate for storage, 
the warehouseman may sue and col- 
lect a “reasonable” charge. 

In Potter v. Wolff, 47 Atl. (2d) 9, 
N. J., it was shown that a warehouse- 
man and a customer entered into a 
written contract by the terms of 
which the customer agreed to “send 
as much material to the Rite Co. 
(warehouseman) for storage as he 
(customer) possibly can.” No storage 
rate was specified in the contract. 

The customer shipped a trainload 
of gum arabic to the warehouseman 
who refused to store it in his ware- 
house. 

The higher court held that the con- 
tract implied a promise on part of the 
warehouseman to receive whatever 
material the customer brings to the 
“grounds and buildings for storage.” 

Also, this court held that since the 
contract did not specify the rate of 
charges for storing gum arabic the 
customer must pay a “reasonable” 
charge. 

With respect to storage rates for 
other materials, the higher court said: 

“A reasonable charge would depend on 


the kind of material and the place in which 
it is stored.” 


PACKING and <a 
PACKAGING - 


PAID bailee, as a warehouseman, 

is obligated legally to use ordinary 
care to safeguard stored merchandise. 
However, one who stores or transports 
merchandise free and without charge 
is liable for damage or loss of the 
merchandise only if he is “grossly” 
negligent. 

In W. T. Cowan, Inc. v. Wagshal, 47 
Atl, (2d) 94, D. C., it was shown that 
a food distributor ordered five cases 
of canned hams shipped to him by 
truck from New York. The shipment 
was labeled “Perishable—canned meat 
—must be kept refrigerated.” 

Due to miscarriage, the marchandise 
was stored in a warehouse and later 
reshipped by a “gratuitous” bailee. 

The hams finally were delivered but 
in a damaged and completely worthless 
condition, 

The higher court held that the 
gratuitous bailee was liable. 


Patent Void 


In Application of Beach, 152 Fed. 
(2d) 981, the Court of Customs and 
Patent Appeals refused to allow a 
patent on an invention adapted to the 
packaging of asphalt in paper bags 
which are so lined that the bag may 
be readily removed from the asphalt 
without material injury to the paper. 

The court held that this invention 
is old and well known. 
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Reduce Claims 


Protect Finishes 
with New Haven Quilt & Pad Co. 


Furniture Pads 


Reconstructed from 
Used Government 


Quilts 
This is the best that can be 
offered at this time. We doubt 


if better pads will be available 
for the remainder of this year. 


New Haven 
Quilt & Pad Co. 


80-86 Franklin St. 
New Haven 11, Conn. 
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OSSV THE 
HERICA-S8 3 


For COMPETENT 
> PHOTOGRAPHIC 
rower” = SERVICE 


in the U. S. and Canada, 
deal with professional photo- 
graphic studios which display 
this emblem. 


A 


®SORRY, our supply of 
the 1946 Directory, list- 
ing competent photo- 
graphers all over the 
country, is exhausted. 
However, if you will write 
us, we shall be glad to see 
that you receive the 1947 
issue, which will be avail- 
able early in the year. 


Write to Charles Abel, 
Executive Manager, 


THE PHOTOGRAPHERS 


ASS'N OF AMERICA 


520 Caxton Building 
Cleveland 15, Ohie 





Public Warehouse Section 


Warehousing is an integral part of distribution in several 
ways. Public warehouses are not merely depositories for 
the safeguarding of personal effects or industrial com- 
modities; many are equipped to perform a wide range 
of services in addition to storage. Among these services 
are: 

Bottling, boxing, financing, fumigating, grading, hand- 
ling, hauling, labeling, motor transportation, moth- 
proofing, moving, operation of public truck scales, quick- 





BIRMINGHAM, ALA. hg 1880 — Sixty-six Years of Service — 1946 


HARRIS TRANSFER & WAREHOUSE CO. 


8 South 13th St., Birmingham 1 
— FIREPROOF WAREHOUSES — 
Merchandise and Household Goods 
@ CARTAGE e@ DISTRIBUTION 
Pool Cars Handled 
Member ef A.C.W.—A.W.A.—N.F.W.A. Agents for Allied Van Lines, Ins. 





@ STORAGE @ FORWARDING 








BIRMINGHAM, ALA. | 


STRICKLAND TRANSFER & WAREHOUSE CO. 


1700-1702 2nd Ave. So., Birmingham 3 











General Merchandise Storage and Distribution 
DOTHAN, ALA. | 


Pool Car Service a Specialty—Motor Truck Service 
SECURITY BONDED WAREHOUSE 


Centrally Located—Free Switching from All R.R.s. 
500-501 East Commerce St. 
POOL CAR DISTRIBUTION 
Receiving —STORAGE—Handling. 


Meter Freight Service te all points. 
6-car Private Siding. Reciprocal ¥ 
Efficient—C. jenti Branch Heuse Service. 





SBRVING 

SE. Alabama 
S.W. Georgia 
N.W. Flerida 











MONTGOMERY, ALA. [| 


MOELLER TRANSFER & STORAGE CO. 
210-220 COOSA ST., MONTGOMERY 1 


Merchandise and Househeld Geeds 
Lew Insurance Rate Bended Trucking Service 





Peel Car Distribution 
Members: A.W.A., N.F.W.A., So. W.A. 








MONTGOMERY, ALA. 


Albin D. Peden, President 


Southern Storage Warehouse Co. 


3 WEST JEFFERSON - MONTGOMERY 4, ALA. 


Household Goods Storage e Merchandise Storage and 
Moving and Packing Distribution 
“Every Precaution ce. fe: + p Mew YORK 18 
was — ave. 1 west 42m@ ot! 


for Your Protection”’ Hen Penn .6.0907 











LITTLE ROCK, ARK. [ 


COMMERCIAL WAREHOUSE CO. 
801-7 East Markham Street 


A Complete Branch House Service - - Fire- 
te wd Sprinklered - - Low Insurance - - 
rivate Railroad Siding - - Quick Service. 


,/ & Represented ty ALLIED DISTRIBUTION INC. 
CHICAGO 8 ‘ NEW YORK 16 
1525 NEWBERRY AVE. TY WEST 42ND ST. 
Mon.5531 Penn.6.0967 











For Shippers’ Convenience, States, ( 


Pena 


¥ 


ees 


2a 
>. cae 


freeze facilities, rental of space for manufacturing, offices 
and showrooms, rigging, sales representation, sample distri- 
bution, sorting, stevedoring and various other functions for 
efficient and economical distribution. 


This special advertising section of public warehousing 
has been consolidated for ready reference and maximum 
utility. ' includes merchandise, refrigerated, household 
goods and field warehouses. For shippers’ convenience, 
states, cities and firms have been arranged alphabetically. 





LITTLE ROCK, ARK. 


Arkansas’ Largest Warehouse 
Merchandise—Household Storage 


Fireproof 
Constructed 





Pool Car 
Distribution 
© 
Local 
Drayage 
Service 
+ 


® 


GLENDALE, CAL. [~individeatty owned, personal service 


V. L. BUNCH VAN & STORAGE 
isda mite say ange Service 


Shipping—Packing—Crating 
Machinery—Low bed winch equipped 


673 W. Broadway tracks end trailers Glendale 4, Cal. 


TERMINAL WAREHOUSE . 
LITTLE ROCK ARKANSAS 
Member American Warchousemen’s Association 
American Chein of Werchouses 


Agent for Allied Van Lines, Ine. 




















HOLLYWOOD, CAL. 


OPERATING WAREHOUSES 


NCIPAL CALiIFORNIA CITIES 


BERING 


VAN & STORAGE CO 


1025 N. HIGHLAND AVE. 
Bill Elliott, Manager 


STORAGE 
DISTRIBUTION 
TRANSPORTATION 


WAREHOUSE 
LOS ANGELES 21 


Sprinklered—A.D.T. 





LOS ANGELES, CAL. | 


(he 


CALIFORNIA 


1248 WHOLESALE ST. 
Merchandise Exclusively 





— 





ee 





Los ANGELES, CAL. | PROMPT REMITTANCES 


CROWN TRANSFER & STORAGE CO. 


1201 E. Sth St. 45 So. Arroyo Parkway 
Los Angeles Pasadena 


SHIPPING TO AND FROM ALL EASTERN CITIES 
POOL CAR DISTRIBUTION —L.C.L. SHIPMENTS 


We specialize in transferring household goods for company 
R. T. CHRISTMAS THREE DECADES OF SERVICE 














DISTRIBUTION AGE 
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merchand 


jANGELE™. 


r< 
316 Coc mime 


. House 


HOUSE CO. 


cial street 


hold Goods 








10S ANGELES CAL. 
SERVING THE PACIFIC COAST & THE MOST POPULAR MOVER IN THE WEST 


=| LYON 
—-r 


VAN & STORAGE CO. 


ely g General Offices: 1950 Se. Vermont Ave. 
Frank A. Payne, Pres. 


Henry M. Burgeson, Vice Pres. 





LOS ANGELES. CAL. | 


ate? om &.. Lee Angeles 2! 
. Tyler, Gen. Mer. 


Metropolitan Warehouse Company 
Established 1924 
Reinforced concrete const., Sprinklered; A. D. T. Insurance rate 
11.7. A. T. & S. F. Ry. siding; free switching; sheltered truck plat- 
forms; Cooler rooms, Offices, Storage and distribution; Space for 
lease. Motor transport service available. 











L0$ ANGELES, CAL. | 


Overland Terminal Warehouse 


1807 East Olympic Blvd. 
Los Angeles 21 


General Merchandise Storage 


Sprinklered—A.D.T. 
U. S. Customs Bonded Warehouse No. 11 
Cool Room A s 
For Complete Information Write Us Direct 
or Handle with Our Associates 


CROOKS TERMINAL WAREHOUSE, INC. 


CHICAGO 7 NEW YORK 16 KANSAS CITY 7 
483 W. Harrisen St. 271 Madison Ave. 1104 Unien Ave. 


Or Nearest General Agency Union Pacific Railroad 





Served by 











LOS ANGELES, CAL | MEMBER OF A.W.A. 


PACIFIC COAST TERMINAL 


WAREHOUSE COMPANY 


1340 E. SIXTH ST. LOS ANGELES 21, CAL. 
MERCHANDISE STORAGE AND DISTRIBUTION 
Located in the heart ef the Wholesale District 








SACRAMENTO, CAL. [Oram m. TRAVIS, 





LOS ANGELES, CAL. (73), sass inoustRiAL et. Los ANGELES 21 


Star Truck & Warehouse Co. 


COMPLETE FACILITIES Bre oaat SERVICE 
SPRIN D—A.D.T. 











LOS ANGELES, CAL | 


UNION TERMINAL WAREHOUSE | 
General offices, 737 Terminal St., Los Angeles 21 





per $100 per 
Daily motor truck service to all parts ef the elty snd Los Angeles 











LOS ANGELES, CAL.| 
WESTLAND WAREHOUSES, INC. 


Established 1 
Reinforced concrete const., ree Watchman; Insurance Ic 
= mo., L. A. Jct. Ry. siding 48 cars; No switching charge on 
ine haul carload movements via any line; Ample motor truck 
platforms. Storage and distribution. Space for lease. Motor 
transport available. Free pickup. 











OAKLAND, CAL. | pa 


GENERAL MERCHANDISE 





95 Market Street, Oakiand 4 
Steamer Piers 








SACRAMENTO, CAL | 
EMBED 





LAWRENCE 


Warehouse & Distributing Co. 
STORAGE 


MERCHANDISE — HOUSEHOLD GOODS 

POOL CAR DISTRIBUTING — DRAYAGE 

Your Detail Handled as You Went Ht 
20th & JAY STS., P.O. BX. 1194 SACRAMENTO 6 











President 





WESTERN VAN & STORAGE CO., Inc. 


1808-22nd St. Sacramento 6, Cal. 
Merchandise and Household Goods Warehouse 


Specializing in General Merchandise, Heps and Fioeur. 
Private Siding on S.P.R.R.—10-Car Capacity. Distribue- 
tiem ef Merchandise and Heuscheold P 











WS ANGELES, CAL. | 





Bstab. 1918 
PACIFIC COMMERCIAL ee 
KA Fae (| MERCHANDISE STORA 
en yO See mae Ms — 


Now offering space for storage and distribu- 
tion of civilian commodities. Advise your 
specific requirements and we will be glad to 
outline our complete services, rates, etc. 


* Certificated public utility * 


—— 





SAN FRANCISCO, CAL. | 











“Your BRANCH OFFICE in San Francisco” 
Complete Warehousing and = 
POOL CAR DISTRIBUTION 
NEW YORK CHICAGO 


GIBRALTAR WAREHOUSES 

Distributing Service... .. 

1250 Sansome St., San Francisco, Calif. 

52 Vanderbilt Ave. 549 West Randolph St. 
RA 4458 


CUSTOM BONDED — GENERAL MERCHANDISE 
DRAYING . OFFICE SPACE 
REPRESENTED BY ASSOCIATED WAREHOUSES INC. 

MU 9-7645 








SEPTEMBER, 1946 














SAN FRANCISCO, CAL. | 





8s 

S. M. HASLETT 

Member: American W. 
American 


HASLETT WAREHOUSE COMPANY 
240 Battery Street, San Francisco 11 
Largest and meee Gonemiats stay cut trucking 

Francisco, Oakland 


mand Sacramento 
+ President 


‘arehousemen’s Assn. 
Chain of Warehouses, Inc. 


SAN FRANCISCO, CAL. | 


For Shippers’ Convenience, States, Citig 


sy 
ee 
a 














SAN FRANCISCO, CAL. [ 





Tim Griffin, Pres. 


Served by All Railroads. 





MARKET STREET 
VAN & STORAGE 


Jim Cummins, Sec. & Treas. 


1875 MISSION STREET 
SAN FRANCISCO 3 


Consign to us your household shipments 


for Prompt Complete Service. AE AGRE MAIN a 


A.D.T. Protection—Private siding 
Warehouse 


90,000 Sq. Ft.—Sprinkler System. 


8) Wierd, WATIONAL FURNITURE WAREHOUSEMEN'S ASSN. = if 


Aged ALLIED VAN LINES, inc, 


MM condor: 
Service, Ine. 


SAN FRANCISCO WAREHOUSE COMPANY 
635 Third Street, San Francisco 7 


SUtter 3461 








STOCKTON, CAL. | 





PACIFIC STORAGE CO. 


517 N. Hunter S 


CHAS. C. WAGNER, Pres. 


t. Stockton, Cal. 
at. yf hold Goods— 





Ship thru the PORT OF STOCKTON fer economical 
distribution in Central California. 
Intercoastal Terminal Rates apply at Stockton. 


Drayage 








DENVER, COLO. [ 





A lated Wareh 


THE WAREHOUSE COMPANY 


p TELEPHONE MAIN 5259 2145 BLAKE STREET, DENVER z, COLORADO 


Represented B 
is, ine.—Chieage & New York City 


bonnes 


Cc. B. & Q—U.P. Alse operate 
at Brighten, Cole. 











DENVER, COLO. | 











SAN FRANCISCO, CAL. | 








Draymen 


MEMBER: Allied Distributics, 


SOUTH END WAREHOUSE COMPANY 


Free Storage—Custom Bonded—Internal Revenue Bonded 
Drayage Service 


King and Company 








WEICKER 


*Mdse. & Hhg. Goods Storage 
% Pool Car Distribution 
*%& Moving, Packing, Forwarding 


We Operate a statewide, daily motor freight service under 
regulation of the Public Utilities Com. Connection with 
interstate Truck Lines to Principal Cities. 


SILVER VAULTS, CEDAR LINED RUG VAULT, 
FUMIGATING VAULT, PRIVATE LOCKERS 


THE WEICKER TRANSFER & STORAGE C0. 


Member of N.F.W.A.—A.C.W.—A,W.A.—Dist. Serv., Ine 


Complete 
Service 


1700 Fifteenth, Denver 17, Cole. 





Agent, Allied Van Lines 








@ Foreiacn TRADE ZONE. New 
Orleans has received a grant to op- 
erate a foreign trade zone. It was 
issued last month to the Board of 
Commissioners of the Port by Sec- 
retary Wallace as chairman, For- 
eign Trade Zones Board. The zone 
is located on the Mississippi River 
within the city limits and will oc- 
cupy a part of the Public Cotton 
Warehouse. This is second foreign 
trade zone operation in U. S. The 
first one was established on Staten 
Island, N. Y., in 1937. 


94 








Exports Urged 


An immediate policy of exporting sub- 
stantial proportions of current production 
was urged recently by Frank L. Marshall, 
export manager, Montgomery Ward and 
Co., in ‘a message to members of the 


Illinois Mfrs. Assn. 


Especially favorable conditions, state Mr. 
Marshall, now prevail in the export field 
between the United States and all the 
countries of the American hemisphere. 
Electrical, automotive, and machine prod- 
ucts are needed urgently in hemisphere 
countries, he said. 











@ Boston DistrRIBuTION CONFER 
ENCE. A lot of big guns are going 
to be fired at the Boston Confer- 
ence, Oct. 14-15. Amiong the speak- 
ers so far announced are Winthrop 
W. Aldrich, chairman, Chase Na- 
tional Bank; Dr. Carl T. Compton, 
president, Massachusetts Institute 
of Technology ;. Arthur Hays Solz 
berg, publisher, New York Times; 
Walter Mitchell, Jr., assistant to 
the president, Dun & Bradstreet, 
and others. 


DISTRIBUTION AGE 





Firms are. Arranged Alphabetically 


GIVING BETTER SERVICE 
TO THE ROCKY MOUNTAIN 


REGION:-:: 



































140,000 square feet of storage 
space, unlimited floor loads, 17 
car sidings, office space, re-coop- 
See Ail eet i — ering, inventories, collections .. . 
aah dia backed by financial responsibil- 
the Wholesale District ity and sound management. Just 
name the service you need; we 


have if. 

















Modern, fireproof warehouses— 
unexcelled in the West. Custom- 
bonded storage and office space 
available. 














Office 2016 BLAKE ST. .. . DENVER, COLORADO 
* Represented by _—<\W/_ ALLIED DISTRIBUTION INC. 


CHICAGO 8 Fis an 7 pe A NEW YORK I8 
1525 NEWBERRY Ave. /4¢ Listadbulou’ Hows Croup 11 WEST 42ND ST. 
Mon.5531 es Penn.6.0967 


SEPTEMBER, 1946 











PUEBLO, COLO. [inte 07 May. WA—AW A—LCole. WA. 
B Ul R c H Teansren co, ine 
Warehouse 


— Household and 
PACKING aun veg nbd 
Rap rented oy 








YORK 16 
wwast aame st 
Penn.6.0907 








128-130 SOUTH MAIN 


Bin % 
WEICKER TRANSFER & 
STORAGE CO. 


© Modern Sprinklered Building ° Pool Car Distribution 


© Reuseheld and Merchandise © Frei ‘erwarding 
Feaitities Dineen 


+* ACENT ALLIED VAN LINES— 





BRIDGEPORT, CONN. | 
The Bridgeport Storage Warehouse Co. 
General Offices 10 Whiting St. 





Total Storage Area 67,000 Sq. Ft. 

Heusehold Geods, Moving, Pack- 
img and Ship hipp 

N. Y., N. H. and H. B.R. Siding 











For Shippers’ Convenience, States, 





NEW HAVEN, CONN. | 
NEW HAVEN TERMINAL, INC, 


30 Waterfront St.. New Haven 9, Connecticut 


Truck, Rail and Deep Water Terminal Warchouse— 
45 car siding——open storage. 
Pier 500 ft. long —2 Berths — 28 ft. M.L.W. 

4DT Watchmen and Fire Alarm Service 


CN! STORAGE and DISTRIBUTION | 


Merchandise, automobiles, fur- 
ion buildings—ADT asu- 
watchman service— 
tow insurance rates—i15 car 
siding—Central location—Daily 
truck de e covering 
Connecticut and southern Mas- 
oe gama — Bonded with U.S. 


| THE SMEDLEY CO. 
165 Brewery St., 
New Haven 11, Cons. 
Members: AWA, NFWA, CWA, New Hevea: 














NEW YORK 18. 
1) WEST 42ND ST. 


CHICAGO 8. Is 
1929 NEWBERRY AVE. 
Mon.5531. Penn.6.0967 








NEW HAVEN, CONN. [ 





PAUL A. DAHLGARD, Owner 


West Haven Trucking Company 
Storage Warehouses 
Offices, 435 Congress Ave., New Haven 11 


Moving and Storage of Household 
Goods Exclusively 


MM. hb c. cticut Wareh *s A clash 











NATIONWIDE 
DESPATCH & STORAGE CO. 
9 Center St., Hartford 5, Conn. 
15,000 sq. ft. of Storage — Consign shipments 


TRUCKING 
via. N.Y. YON Han, R.R. STORAGE 
and Wareheusomen’s 


See Eitan teers POOL CARS 





MOVING 











Patablished 1902 
. ‘ ¥ | ‘ 
SILLENCE 
» 4 4 Aa 4 


Warehouse Co... Ine. 
HOUSEHOLD GOODS EXCLUSIVELY 


Fireproof Warehouses 
CBA CMTA 





NEW BRITAIN, CONN. | Ty 5ER ORFrRR OF 
B. W. BROWN TRUCKING CO. 


1000 EAST ST., NEW BRITAIN, CONN. 
FIVE CAR RAIL SIDING 
POOL AND STOPOVER 

CARLOAD DISTRIBUTION 


ALL SOUTHERN It raw ENGLAND POINTS 
CONNECTICUT © RHODE ISLAND 











NEW HAVEN, CONN. | 2 erage ey 
DAVIS STORAGE COMPANY 


335 East St., New Haven 2, Conn. 

Modern Firepreof Merchandise Warehouse 
Private seven-car Siding, adjacent to Steamship and 

R. R. Terminals. Pool and stop over cars distributed. 
Merchandise Storage. 
Motor Truck Bervice to all towns in Connecticut. 
Low Insurance Rate. Prompt, Efficient Service. 

Member of Connecticut Warehousemen’s Assoe. 














TORRINGTON, CONN. | seer saageaon 
The E. J. Kelley Co. Co. Storage. Warehouses 


Main Office, 
Ome of owe “Bagiand’s 1 Pr yg Sean 
pertation Cempanies 














WASHINGTON, D. ©. | Telephone ADame 5000 


FEDERAL STORAGE 
COMPANY 


1781 FLORIDA AVENUE, WASHINGTON 8, D.6. 
(See Page Advertisement Directory Issue) 
AVL, VVC. Member—NFWA, CanWA. 


WASHINGTON, D. C. | 


THE JACOBS TRANSFER COMPANY, INC. 


Est. 1857 
‘61 Pierce Street, N. E. Washington 2, D. C. 
Phone: District 2412 


SERVICES in Washington and its Commercial Zone: 


1. POOL CAR DISTRIBUTION 
On B. and O. R.R, Siding 
2. CAR LOAD DISTRIBUTION 
Any Railroad—B. and O. Nearer 
3. LOCAL CARTAGE All Types 


Fast—Economical—Dependable 





igtm , (tre OT, si. - 
rere 
ate 

&. K. MORRIS, 




















DISTRIBUTION AGE 














Firms are Arranged Alphabetically 





WASHINGTON, D.C. [ Msisiee Cvetin, Mok 
[Manhattan Storage & Transfer Co. 


639 New York Ave., N.W., Washington 1, D. C. 
7 Large Warehouses to serve you. 
Commercial and Household Goods storage, packing, shipping. 
Pool Car Distribution. 
Lift vans local delivery. 
Member: Ind. Movers & Warehousemen’s Assoc. 








MIAMI. FLA. | 
INTERNATIONAL BONDED WAREHOUSE CORP. 


U. 8, CUSTOMS BONDED 
Specialising 1» Imported & Export Storage 
Regetiable Warehouse Receipts 


ee STORAGE 
EC RR SIDING—2 CARS 
Leaner 251 SW. First Court (36) Tel. Miami 2-1208 








WASHINGTON, D. C. [ 


Security Storage Companp 


OF WASHINGTON 
Capttel, Surplus and Reserve over $1,200,000 
ope ang My Same See nee eae, Door wo door rates quoted. All 
urance 
Members, NFWA. AVL Canadian, British, French & Other Assas. 
1140 Fifteenth Street, Washington 5 











WASHINGTON, D. C. | More than two million cubic 

feet of Storage space 
DON'T MAKE A MOVE WITHOUT 
SHIPPING TO... 





TRANSFER & 
STORAGE CO. 
1313 You St, W.W. 
Washington, 0. C 








WASHINGTON, D. C. | W. E. EDGAR, Mor. 


THE TERMINAL STORAGE COMPANY 
OF WASHINGTON 
First, K and L Streets, N. E., Washington 2 
oh — of modern construction, total floor area 204,000 square 
ef which 109,000 square feet is of fireproof construction. 
Storage of general merchandise. 
CONSIGN SHIPMENTS VIA B. & O. R. R. 
Heated rooms for protection against freezing. 
Member of American Warehousemen’s Association 











TAMPA, FLA. | FLA | 


“Your Tampa Rranch Hawer" 


) CAE 


MERCHANDISE—HOUSEHOLD GOODS 
Member American Warchousemen's A>sn. 








TAMPA, FLA. | 
LEE 
TERMINAL 


P. O. Box 2309 
TAMPA 1 


Merchandise Steragce 

Pool Car Distribatien 

Commercial Cartage 

Field Warehousing 

Water and Rail connections 
w Inmserance Rate 

Household Goeds Storage 

Meving—Pack ing—Sbipping 

Agents Allied Van I.imes 

National hevers 


Member: AWA—NFWA—AWI 








TAMPA FLA. | 
TAMPA COLD STORAGE & WAREHOUSE CORPORATION 


805 MORGAN STREET, TAMPA 1 
Loans on Stored Commodities. Sales oy = + ya Privately Bonded. 
Pool Cars 


Located in heart of Tampa. General merchandise—Cooler and = 
freezer cold storage. Efficient distribution over entire state. 


Warehousing. 
380,000 Sq. Ft. of Space 











RSHINGTOR, 1 C. | Established 1901 


UNITED *« STATES 
STORAGE COMPANY 


418 10th St., N.W., Washington 4, D.C. 
We Reciprocate Shipments 


(See advertisement in DandW Directery) 
Member of N.F.W.A.—W.W.A, 








TAMPA, FLA. | WILLIAM J. EVE, Manager 


WAREHOUSE, INC. 


BONDED 
CARLOAD AND COMMERCIAL STORAGE 
POOLED CAR DISTRIBUTION 


610-612 So. Florida Ave., Tampa 1, Fila. 














WOKSONVILLE, FLA. [ 


THE SOUTH’'S LARGEST FIREPROOF WAREHOUSE 
EXCLUSIVELY FOR HOUSEHOLD GOODS & OFFICE EQUIPMENT 


DELCH ER BROS. STORAGE CO. 


ESTABLISHED 1901 





162 Riverside Ave., Jacksonville 1 Phone 5-0140 


Local & Long Distance Moving 
Rug Cleaning Cold Storage For Furs 





ATLANTA, GA. | 


AMERICAN BONDED WAREHOUSE 


AMttated with 
SOUTHEASTERN BONDED WAREHOUSES 
“Better Warehouse Service” 
651-653 Humphries St., S. W.—Sou. R. R. 


Merchandise Warehousing Peel Car ee x54 


Sprinklered A.D.T. Burglar Protection 








MEKSONVILLE, FLA. | FLORIDA'S LARGEST WAREHOUSE 
Union Terminal Warehouse Company 


700 East Union Street, Sta. G 


Merehandise Stora porege—Opstem Sended=Pust Car Car Distributes 

Reconsigning—Trucking Serviee—T —s # Cars 

mtoreed Conereto—Spriakior <> Bao ree 
insurance Rate 12 Cea 





Reatal Compartmeats—Sub- oeeiaae, 
Members A.W.A.—A-G-of-W.—J.W.A. 








WIAMI, 
- adel FF N. E. 23rd St. » 


Merchandise and House 

hold Goods Storage—Mov- 

ing and Packing — Com- 

mercial - Trucking — Pool 

Car Distribution — Private 
Siding 





Settee 











SAVANNAH, GA. [7 ATLANTA, GA. 
BENTON RAPID EXPRESS 


The Fastest Freight Service Between Atlanta and Savannah 
and Intermediate Points 
CUSTOMS BONDED AND INSURED 
Ask us to quote on all kinds of shipments received from and 
delivered to Steamship Lines—Serving the Port of Savannah 
Principal Office Atlanta Office 
1 Victory Drive, Savannah 220 Houston St., N. E. 











SAVANNAH, GA. | 
SAVANNAH BONDED WAREHOUSE & TRANSFER COMPANY 


Bay Street Extension at Canal 
Post Office Box 1187 
General Storage—Pool Car Distribution 
Local Cartage—Custom House Brokers 
Field Warehousing—Sprinkler System 


Members: A.W.A. — A.C. of W. — S.W.A. 
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Sn ee eae 





See ad ea emer ape 





HONOLULU, HAWAI [ 


WHEN SHIPPING GOODS TO 


HONOLULU 


[costae te us and ‘ae same will be given our best attention 
Collections promptly remitted 








psa. alles Solicited 


CITY TRANSFER COMPANY 
Cable Address: LOVERING, HONOLULU 








CHICAGO, ILL { 


ESTABLISHED 
1894 





ANDERSON BRO 
STORAGE 


3141 N. SHEFFIELD AVE., CHICAGO 14 
CHICAGO PHONE—WELLINGTON 0014 
EVANSTON & NORTH SHORE — ENTERPRISE con 

Leceti 


3 Warehouse ons 
Paanine. rag SHIPPING TO ALL Points. 
TO ALL WEST COAST POINTS WEEKLY 
Office Removals A Speciaity 








HONOLULU, HAWAII | 








MERCHANDISE - HOUSEHOLD EFFECTS, Etc. 


Large new reinforced concrete iblisensienMiiitiaktoned 
mo Insurance — Collections — Distribution Service 


HONOLULU CONSTRUCTION & DRAYING CO., LTD. 


?. O. Hex 190, Henolala 10 Cable address, “HONCONTRA” 








CHICAGO, ILL | 
CHICAGO’S LOOP WAREHOUSE 








Tunnel all r 
Pest Bidg. for poet va and saedy bundling of Poredd Pect asi 





For Shippers’ Convenience, States, § P 





CHICAGO, ILL. | WARD CASTLE, President 


CURRIER-LEE agente Ine. 


427-473 W. ERIE ST., CHICAGO 10 








Storage and Distribution 











CHICAGO, ILL. | W. CARL SHEETS, Owner 


General Merchandise Storage and Distribution 


The Warehouse With Personal Contact 
Close to the Loop 





Modern Buildings Low Insurance 


Ace Warehouse Company 


417 W. OHIO ST., CHICAGO 10, ILL. 





CHICAGO, ILL. 


Exelusive Area A 


Established 1912 


FERNSTROM 


STORAGE AND 


VAN COMPANY 


Offices and Warehouses 
4848 North Clark St. Longbeach 5206 
3547 Montrose Ave. Irving 6074 


Firepreot Warehouse and Fleet ef Padded Vane for Low 
and Long Distance Moving. 





gents 
United Van Lines, inc. 











CHICAGO, ILL | 


lt Listalbadon Tews Croup 


& Represented by 


CHICAGO 8, = 7 a 
i525 NewsERRy ave, 746 Lieu’ 7 
Mon.5531 ’ 





ALLIED DISTRIBUTION INC. 


NEW YORK 18 
Tl WEST 42ND ST. 
Penn.6.0967 











CHICAGO, ILL. | Telephone Harrison 1496 


Call W. J. Marshall for Merchandise —— and Distribution 
laformation ‘on 73 h 


AMERICAN CHAIN 











OF WAREHOUSES, INC. 





53 W. JACKSON BOULEVARD CHICAGO 4 





CHICAGO, ILL. [ 


Member A. W. A. 


Griswold-Walker- Bateman Co. 
1525 NEWBERRY AVE. CHICAGO 8 
@ Modern Buildings. ® Direct track connectiow 

Low contents insurance. with C&NW, B&O, Soo 


; ’ Line, PM, CGW, and 
© Reshipping, city deliv B&OCT Railroads. 





eries. 
© Vacuum fumigation of @ Write for your copy of 
food stuffs, tobacco, etc. “The Way to Distribu- 
® Cooling Rooms. tion.” ‘ 


& Represented oy ALLIED DISTRIBUTION INC. 
CHICAGO 6. n NEW YORK I8 
1525 NEWBERRY AVE. The Ti WEST 42ND ST. 
Mon.5531, Penn.6.0967 











CHICAGO, ILL. THe TRapITioNaL INSIGNIA 


ANCHOR 





OF 
STORAGE CO. SAFETY 
219-229 E. NORTH WATER ST. 
CHICAGO 11, ILL. AND SECURITY 
Warehouses located one block — 


east of Michigan Ave. Bridge. 
Walking distance from loop 
he car switch C&NW 

- Tunnel service—Private 
dock Splendid buildings— 


Represented by 
Low insurance rates. DISTRIBUTION SERVICE, Inc. 





iy Oy, *) Mote: AMERICAN WAREHOUSEMEN'S ASSOCIATION 











CHICAGO, ILL | 


Grocers Terminal Warehouses ¢%, 
_ seneral Offices: 342 North Loomis. Street, Chicago 7 =\ 
Storage. and Bpece 


















GEO. W. PERKINS—82 BEAVER ST.. New York 5&—TEL. WHITEHAL UL +29 
Member: N.F.W.A. 


CHICAGO, ILL. | 
Allied Van Lines 


Serving Chicago & Suburbs For 
Over 40 Years 


Consign Your Shipments To 


JOYCE BROS. STGE & VAN CO. 


6428 N. Clark St., Chicago 26 

























Regers Park 0033 





ai 4 


DISTRIBUTION A6E 
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COUOK. THESE FEATERES COMPLETE BRANCH HOUSE 
FUNCTIONS — 
Modern Buildings IONS — Including: 


os nce . Receiving c. 0. D. 
w Insuran 
Responsible Management Storing Sight Drafts 


Spacidéus Switch Tracks Marking Invoicing 
Ample Truck Loading Doors WAREHOUSES IN CHICAGO Weighing Collections 
Waterborne Cargo Facilities Reconditioning Stock Control 


Streamlined Handlin uipment “ 
ne Treck Shipping Inventories 


aco °~ GIVE YOU EFFICIENT AND ECONOMI- satis Cocmeniniads 
Pool Cars Distributed CAL COVERAGE OF THE ENTIRE ® 


Storage in Transit 


Railway Express METROPOLITAN SECTION AND It costs you nothing to investigate 


Parcel Post 

Cool R Cc 

Fanigation ADJACENT TERRITORY nt ie ee oe 
poe = for Private Storage needs. A plan tailored to your re- 
Seah 4 quirements will be forthcoming — 
Negotiable Warehouse Receipts MA a > promptly! Ne obligation. 

Financing 





oP ies, 
es 


—— 


CROOKS T HOUSES. Inc. 


Chicago 7 - 433 W. Harrison St. New York Office 16 - 271 Madison Ave. Kansas City 7 - 1104 Union Ave. 
Associated with Overland Terminal Warehouse Co., 1807 E. Olympic Bivd., Los Angeles 21 
Members of the American Warehousemen's Association and Interlake Terminals, Inc. 


WEHAVE EXCELLENT 
FACILITIES TO 

RENDER SPECIALIZED 
SERVICE— 


(eee. 


let LASHAM Serve You! 
in the Chicago Area . . .| § MIDLAN D 


trvice. Supervised by men of long experience. é A complete warehouse organization fully equipped 
Modern sprinkler system, A.D.T. fire and burglary alarm. 24 to handle merchandise rapidly and economically 
hour watchman service. le with. convenient locations. for local trade and — 
All types of handise stored and distributed. : ; transportation facilities for national distribution. Chi- 
print aol ee ee ee ‘ cago Junction In and Outbound Union pave Station 
Se a . -—direct connections with thirty-eight railroads. Receiv- 
ond Foie 7° = i 7. a. | ing Stations for Railroads, Express and Truck Lines on 
entering Chicago. | 


Centrally located. Ext ly | i Wri Inquiries Invited on Storage, 
for full patieden. ee ee i) Office and Rental Requirements 


EDWARD LASHAM CO.| Qe UAN? MitEtone avi. 


IM5 $0. STATE ST. Phone Wabash 3984 CHICAGO 5. ILL| @) CHICAGO 8, ILL. + CANAL 6811 


premises. 


SEPTEMBER, 1946 


















CHICAGO, ILL. | 51 Years of Reliable Service 


Lincoln Storage and Moving Co., Inc. 
4251-59 Drexel Blvd. Chicago 15, lit 
Government Bonded Warehouse 
Storage—Packing—Shipping 
Local and Long Distance Moving 














* GHICAGO, ILL. [NATIONAL VAN LINES INC. 
2431 IRVING PARK RD., CHICAGO 18 
New York City: 1775 Greadway Lee Angetes, Callf.: 124 Nerth Center St. 





Te TRAFFIC MANAGERS: Our tariff is very lew. Wire or 
write us whea transferring persennel. 


> AMERICAN WAREHOUSEMEN'S ASSOCIAT 


Gy 


RAILWAY TERMINAL 
WAREHOUSE CO. 


444 WEST GRAND AVE., CHICAGO 10, ILL 





Merchandise Warehouses close to 
the Loop. Direct railroad connec. 
tions. U. S. Customs Bonded and 
free storage. Low insurance rates, 














if you'd leeate your office, 
warehouse, lab. and/or factory in 


@ 


CHICAGO’S NORTH PIER TERMINAL 


you'd be on the water: on ALL rails; 
on all truck lines. 


Keep your office and your warehouse or factory together, 
in North Pier Terminal . . . take advantage of these advan- 
tages to SAVE and MAKE more money: 


ALL shipping facilities at your north and south doors 
and in the basement: rail, water, Chicago tunnel, truck. 
Track capacity 120 cars; 2.000 feet of dockage for ship 
and barge: LCL freight shipments to all rails direct by 
tunnel; Universal Station for truck LTL shipments. Many 
services cut your payroll. Low insurance. Flexible space. 
Convenient to transportation, hetels and loop. Pleasant 
living conditions. Ample parking. See for yourself or write: 


North Pier Terminal Co. 
509 E. Illinois St... Chicago Il — SUP. 5606 


Wew York Office: 122 E. 42nd St. Phone Murray Hill 5-5960. New York 17, f. Y. 








CHICAGO, ILL. | 


FIREPROOF CONSTRUCTION 





Household Goods Storage Warehouse 
REMER STORAGE & VAN CO. 


5822-5824 N. WESTERN AVE. 
CHICAGO 45, ILL. 5 


Commercial Hauling &2 Meving in 
Chicage & Suburbs for 38 Years 

















TERMINAL “The 
WAREHOUSE Economical Way” 


Divisten ef Beatrice Creamery Ce. 


519 W. Roosevelt Road, Chicago 7, Ill. 


Year-round candy storage, pool car distribution, negotiable ware- 
house receipts. Storage in transit. One-half million sq. ft. 











CHICAGO, fm | Fer Distribution in 
SYKES SERVICE 


CHICAG®O Use 














CHICAGO, ILL. | 


Close to the Loop District, these two 
co-operated warehouses offer quick, efficient 
and economical service to stores and distrib- 
utors in Chicago and the Mid-West. 


PRODUCERS WAREHOUSE CO. 
344 No. Canal St. (6) C. & N. W. Ry. 


THOMSON TERMINALS INC. 
346 W. Kinzie St. (10) C. M. St. P. & P. R. R. 





Prompt Deliveries Advances Made 














Fully sprinklered warehouse building for merchas- 
dine storage exclusively. 
vision. Pool Car Distribution. 
SYKES TERMINAL WAREHOUSE ms 
Merchandise Storage aud Distributors 
WAKEM & McLAUGHLIN, Inc. 
U. S. Internal Revenue Bonded Warehouse 
U. S. Customs Bonded Warehouse 
Our ample financial resources enable you to negotiate 
loans right in our office. 


Centrally located —eonly 12 minutes frem the loop. 
929 West 19th Street. Chicago 8, Ill. 
Estd. 1886 
A.D.T. Service 
Prompt Delivery and Best of Service 
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CHICAGO, ILL. | 
MAIN OFFICE—225 E. ILLINOIS ST., CHICAGO 11 
ADVANCES MADE 
iy a 3 Soto: AMERICAN WAREHOUSEMEN'S ASSOCIATION | 
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For Shippers’ Convenience, States, Citi 
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the largest COMPLETE 


WAREHOUSE ana DISTRIBUTION 
SERVICE IN CHICAGO 


Do you have unusual warehouse problems 
—special needs? The Seng organization 
has developed and expanded its facilities 
to service many unusual requirements. 
Satisfaction—whatever the problem may 
be—accounts for our long list of custom- 
ers, many leaders in their field. 


Let a Seng warehouse specialist analyze 


Private Offices Available 
Just One of 10 Services 


1 A million-dollar plant fully equipped. 
2 “To-the-penny” accuracy in accounting. 
3 750,000 square feet of storage space. 





your particular needs and offer recom- 


4 Your choice of rail, water or truck service 





mendations. No obligation will be in- 


in and out. 





curred. Write or call a Seng representative 


5 Under-cover rail siding, 25-car capacity. | 





today. 


For SAFETY « SATISFACTION © SERVICE Specify 


WATERWAY WAREHOUSE 
RAIL and WATER 


210 W. POLK ST., CHICAGO, ILLINOIS e TELEPHONE WABASH 6850 


6 Loop-location—only a block from Chi- 
cago’s Main Post Office. 


7 A fieet of 78 motor vehicles providing 
daily delivery service In Chicago and 
nearby suburbs. 


8 Modern Sales and Display Offices, 


9 Public, State, and U. S. Customs Bonded 
Stores. 


10 Prompt and efficient service, Includin- 
many extra courtesies. 








gHICAGO, ILL j 


One of Chicago’s Finest 


A half million feet of modern warehousé space where 
you have every advantage for receiving, shipping and 
reshipping. Track space accommodates 360 railroad 
freight cars. 70 ft. covered driveways practically sur- 
round the clean, light and airy warehouse. 


Located on the edge of Chicago’s famous Loop and 
enly one block from the mammoth new Post Office, 
Western Warehouse is in the heart of all business 
activity. Write for complete information. 


WESTERN WAREHOUSING COMPANY 
$23 West Polk Street Chicago 7, Ul. 














JOUET. ILL | 


Telephone 4381 and 4383 


Joliet Warehouse and Transfer Company 
Joliet. Iinois 
“ERCHANDISE STORAGE AND DISTRIBUTION 


& Best distributing point in Middle West 





which connects with every road entering Ohicags 
No ewitching charges. 
“‘bicear ‘re¢ght cates apply 








Located on five Trunk Lines and Unter Belt 
Grouping replacement parts according to 
use is fold in part two of “Fleet Garage” 


on page 38. 































JOLIET, ILL. | 
WILL COUNTY WAREHOUSE COMPANY 


formerty Joliet Mtg. Co., whieh was Esteptisned 1000 
150 —— Ave., Joliet, Ill. 


Offers 50. yy of medern warehouse space, locoted on 
the CRI and PRR Roads. Private siding and free switching. 
General Merchandise storage. 
Astometically Sprinklered Throughost 
Member of A 






















PEKIN, ILL. [ 


[ weassn KRIEGSMAN TRANSFER COMPANY 
231 Margaret St., Pekin, Ilineia 
Merchandise & Household Goods Storage—Moving & Crating 
45,000 Sq. Ft. © One Floor * Brick Construction Spree 
kiered * Heated ¢ Private Siding, 8-Car — . uu [ne 

Free Switching by: CCC&St.L - Santa Fe - tifinets Central - 
> Reck island - Chieage & Iilineis Mision’ : —~ Paru Saireass 
Lecation—i0 miles from Peorta, tti.; = 
miles from Chicago, I1l., or St. Louis, Me. 





















Lo 
PEORIA, ILL. | OUR DEPENDABILITY YOUR ASSURANCES 
OF SATISFACTION 


FEDERAL WAREHOUSE CO. 
800 So. Adams St. Peoria 2, UL 


Peorta ts the legical Center of Distribution for IHimeia. We will 
be pleased te explain cur service and facilitics. 
Member of C.I.W.4-—A.W.A-—-N.F.W.A. 















ROCKFORD, ILL | 
BARTLETT WAREHOUSE 
Modern Plant. C.&N.W. Siding Free Switching 


“Sparkling Service” 
502-514 Cedar St. Phones: Main 133, 134 











SEPTEMBER, 1946 
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EVANSVILLE, IND. [ 





MEAD JOHNSON TERMINAL CORP. 
P. O. Box 597, EVANSVILLE 2, INDIANA 
"Where Waterway .. . Railway . . . Highway Meet*’ 

With the most modern and most unusual River-Roil-Truck Ter- 
minal and Warehouse in the United States. Sprinklered—A.D.T. 

Located only ninety miles from the country's center of popule- 
tion. Served by six large railroads, many motor freight lines aad 
the American Barge Line, Mississippi Valley Barge Line, Union 
Barge Line and independent towing operations. 

Merchandise and food commodities of every description, from 
every part of the globe, can conveniently reach, be economically 
stored, and then efficiently distributed from Evansville. 

Write for booklet completely describing the many unusual services 
available. Member of A.W.A. 


& Represented oy ALLIED DISTRIBUTION INC. 
CHICAGO 6 o/ A .NEW YORK 18 
1525 NEWBERRY AVE. TL WEST 42ND ST. 
Mon.5531 Penn.6.0967 











FORT WAYNE, IND. [ 


FORT WAYN E t wires mger 








Front WATWE | STORAGE + dec me 


| §02-804 actin St., Fort Wayne 4 4 
FIREPROOF AND NON-FIREPROOF BUILDINGS 
Pittsburgh, Fort Wayne & Chieage R. R.; Grand Rapids & iadiane R. R.; 
Wabash R. R.—Private Sidi ege—Peol Car Distributics 





For Shippers’? Convenience, States, Chaat 
INDIANAPOLIS, IND.[—.....0 am vmnmw @ 
Merchandise Storage and Distributors 


Pool Car and Truck Distribution Low Insurance Rate 
Licensed iy 96° a Local Cartage Trucks 








on B. &2 O . Private Siding 


CENTRAL UNION TRUCK TERMINAL, INC. 
Indianapolis 7, Ind, 


202 S. West St. ca 











INDIANAPOLIS, IND. 


7 WAREHOUSEMENS ) | 
eA ASSOCIATION 








INDIANAPOLIS, IND. | Phone MArket 4361 
INDIANA TERMINAL” & REFRIGERATING CO. 


230-240 So. Penna. St., Indianapolis 4 
Sprinklered Warehouses Office Rooms 
General, Merchandise and Cold Storage 
Down “ Lccaticn with RR tracks in building. 
W YORK OFFICE 


122 East 42nd St., Phone: Mave Hill 5-5960 New York 17, N. Y. 








FORT WAYNE, IND. | Enchesively 
Merchandise and Cold Storage 


Modern Fireproof Wareh Centrally Located—?.R.R 
, Sidtng—Lowest insurance Rates—Peol Car Distributors— 
Local Cartage Service—Branch Office Service. 


MITCHELL SALES & STORAGE, INC. 
435 E. Brackenridge St., Fort Wayne 2, Ind. 
Warehouse Receipts on Staple Commodities 

















PETTIT’S 


STORAGE WAREHOUSE CO. 
414 E. COLUMBIA ST. 


FORT WAYNE 2, IND. 


MDSE. & HHG. L CAR 


DISTRIBUTI 


Ohicage Representetwe: 











GARY, IND. | Established 1999 
General Merchandise Storage and Distribution 


[irate , Siding lndions Harber Gok Rf. Peso Sulteling, Contralt 
ed, Pool Car Distribution, Motor Truck Terminal, Operating our on 
erga truc 


GARY WAREHOUSE CO. 


10th & Massachusetts St., Gary, Ind. 
Phone Gary 6131 











GREAT LAKES 
WAREHOUSE CORP. 


General Merchendise—Storege and Stetemetion 
Established | — Ham’é 8780-81) 
&. C. Faure 


HAMMOND, IND. | 





5. GC. Fear Plummer Ave. £ “State Line St. 
FACILITIES. rs "150,000 sa. ft. irene eonarte-steal-rieh ear Siding * 
SERVICE FEATURES <= Meter, Ge on promiess — hearty del. ts tetre, Obitoss 


aad suburbs. 
Mombers of Aamaytean: Weastocsomente 's Association, Indiana Wareheusemen’s Asco- 
__tiation, indians Chamber ef Commerce _ 














INDIANAPOLIS, IND. [~~ 





Riley 5513 
A Complete Serwice 
STROHM WAREHOUSE 


AND CARTAGE COMPANY 
230 WEST McCARTY ST., INDIANAPOLIS 


OPERATING 53 TRUCK UNITS 
General Merchandise—Cold Storage—Pool Car 
Distribution 
Modern Motor Trucking Service 

Check Out Service 4$5$0C! “ 
All Merchandise On Check Out Cars Placed On WAREMOUSES 
Platform Ready For Delivery | INCORPORATED 
Consign Shipments Via N.Y.C. 
Store Door Delivery and Pick-up for above RR. 








~ 


19 ee AMERICAN WARENOUSEMENS ASSOCIATION 4 





< 


MUNCIE, IND. 


MEMBER 


KO OW. HARDESTY, Ouner & Wer 


HARDESTY TRUCKING 


Ie — me 4413 


MOVING STOR Ve be dived 


622 Broadway 








SOUTH BEND, IND. [— 
Uliery Cold Storage & Warehouse Co. 


401-403 S$. Notre Dame Ave., South Bend 22 


, Merchandise and Cold Storage 
Medern Cold Storage Locker Plant, 1400 Capacity 
Private “Siding on Grand Trunk Western Railresd 
Pool Car Distribution, Tracking Serviee 
Member A.W.A.—ied. W.A. 

TERRE HAUTE, IND. { Pe nncte 
Distributors Terminal Corp. 
Merchandise Storage and Distribution a Specialty 
Pool Cars Solicited 
bd Trueks for Sure © Deor Delivery. Our clients de the selling—We de the 

U. S. Licensed and Bonded Canned Feods Warehouse License Ne. |2-4. 


0 Reap rarented “Se MLIED DESTRISTTION Lm 
CHICAGO ® % Dany mew YORK 16 
i939 mewoeney avct WEST 42ND St 

Penn.6.0967 
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CEDAR RAPIDS, IOWA | 
AMERICAN TRANSFER & STORAGE CO. 


401-411 FIRST a. Ss — PHONE 2-1147 
General Merchandise Warehousing and Distribution. 


Modern Brick Sonny See 
Siding on C. M. St. P. & P. Free Switching from 
— kscter Drolet’ Ter e 














GEDAR RAPIDS, IA. 


TRANSFER & STORAGE CO, 
FIREPROOF WAP EHOUSE 
AND TRUCK TEIM.NAL CN TRACKAGE 
All Modern Facilities =or E‘nciert Warehousing 
and Distr Maat Mal lall 


DAILY SERVICE IN EVERY DIRECTION 








DAVENPORT, IOWA | 
EWERT & RICHTER EXPRESS & STORAGE CO. i 





At Davenport, iowa, Rock Iisiand and Moline, til. 
Fireproof Warehouse on pag: — Dial 35-3653. 
Branch: office and W servico— Missi 


sippl yaw =o 2 ymilllon Coasumers 
Peol- and Stop-ever Distribution. a ~ 
Truek — & Metor Truck Service. 
Mem one NFWA — 


nenete ated Warehouses, 
Agents, “ALLIED VAN Lines 











vAVENPORT, lOWA | MEMBER AMERICAN CHAIN OF WARE 














— COMPLETE 
DISTRIBUTION SERVICES 


222,000 sq. ft. of tloor space in buildings of brick-concrete- 
steel construction. Chicago-Great Western R. R. siding with 
10 car capacity. Free switching with Federal Barge Lines. 
Low insurance rates. Complete-Motor-Freight-Facilities. 
Pool car distribution—all kinds. Merchandise & House- 
hold Goods Storage, industrial and office space for rent. 


rite today 
DUBUQUE STORAGE & TRANSFER CO. 


3000 JACKSON ST. SueEges. 1OWA 
Member of lowa Warehouse Ass 
3 Sarton, ‘ye Ww Reseevett 








Vionbe, NATIONAL FURNITURE WAREHOUSEMEN'SS ASSN. 
Apo ALLIED VAN LINES, mc 

























MASON CITY, IOWA | 
CADWELL STORAGE & MOVING CO. 


Private siding onan with full switching reciprocity—CRI— 
CGW—M4StL—CN 
SPECIALIZE IN fom. CAR DISTRIBUTION with LOCAL 
CARTAGE FACILITIES. 
Heavy Rigging and House Moving Equipment. 
with lowa Railroad Commission. 

Member of 1.W.A. 





Rates on file 



























roo MERCHANTS  «-.... 


— 
CREP. Ry TRANSFER & STORAGE CO. Ave. 
x ESTABLISHED isos 
Merchandise Storage, Furniture Storage & 
Pool Car Distribution 


MEMBERS: A.W.A.—N.F.W.A.—iA.W.A 
AGENTS—ALLIED VAN LINES, INC. 











DES MOINES, IOWA i 





Private Siding—Free switch from 
any K.R. entering Des Moines 


BLUE LINE STORAGE CO. 


200-226 - Elm - Des Moines 9, Ia. 
@ Distribution Service, Inc. 











Merchandise and Household Goods 
Storage 
DES MOINES, IOWA; 


American Chain of Warehouses 








Fire » 

Proef . n S 

wen Mulberry 
TRANSFER & STORAGE CO. Des Moines 4 


TRY OUR SUPERIOR SERVICE 
52 years’ warehousing nationally known accounts 
gives you uaranteed Service 
Daily reports of shipments and attention to 
every detai 








DES MOINES, IOWA| 





112-128 TENTH ST. 


MERCHANDISE 
STORAGE 


FURNITURZ 
STORAGE 


TRANSFER & STORAGE CO. 


Pool Car Distribution 
Gap seesic Heavy Equipment for Machinery, Boilers, Presses. 





Siding D.M. Union Ry. Free Switching from any R.R. 











DES ES, 
MOIN (OWA Member o f A.W.A.-Mav. W.A.-la. GA 


WHITE LINE 


TRANSFER & STORAGE COMPANY 
120 S$.W. 5th Ave., Des Moines 8, lowe 
indise & Household Goos 
rence Rate. Pool Car Distribution. PrivateSid 
il or Truck Pick-up Service. ‘ 


Established (880 
minetn 


UTION IMC Cmicasco 
S15 MOWSLERY AVE MON SS 





SEPTEMBER, 1946 





MASON CITY, IOWA [— A. W. A.—May. W. A. 


ass MASON CITY WAREHOUSE 
: CORPORATION 


Merchandise Storage, Packing & Crating, 
Household Goods Storage, jocai Transfer, 





Pool Cer Distribution, 
Local and Long Distence Private Sidings, 
Moving. Motor Freight Terminal. 


















WATERLOO IOWA | 


IOWA WAREHOUSE CO. 
Es N Fireproof Warehouse Motor Truck Service 


Distributing and Warehousing All 
Classes of Merchandise and House- 
hold Goods 





















OR OVER A my CENTURY 
More AND 
"AGE CO, ‘i 





rehouse 


PRIVATE SIDING 


PACKING, MOVING, SHIPPING 


MINNESOTA 

















PARSONS, KANSAS | rr 
PARSONS COLD STORAGE COMPANY 


2021 GABRIEL AVE. 


COLD STORAGE AND MERCHANDISE WAREHOUSING 
POOL CAR AND SPOT STOCK DISTRIBUTION 
QUICK SERVICE AND REASONABLE RATES 


10 car siding on MK&T—Free switching. Pick up and delivery service 
for 2 Motor Freight lines operating out of our terminal. 









































SALINA, KANSAS |" THE NATURAL SHIPPING POINT FOR KANSAS 


Burnett BONDED Warehouses 


Complete Branch House Service 
a 





Separate Warehouses for 
Merchandise — Household Goods 
Free Switching from MOP - RI-SFE -UP 
Reference—Any Salina Bank 
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For Shippers’ Convenience, States, Cities 














TOPEKA, KANSAS | Agent for Allied Van Lines, Ine. NEW ORLEANS, LA. [ Douglas Shipside Storage Corpor ation 
TOPEKA TRANSFER and STORAGE Co., Inc. **Biseribution a en 


A.W.A. N.F.W.A. 
FIREPROOF WAREHOUSES FOR MERCHANDISE & HOUSEHOLD GOODS 
TWICE DAILY TRUCK SERVICE TOPEKA-KANSAS CITY 


CITY-WIDE DELIVERY SERVICE 
Private Switeh Connections AT & SF, CRI & P, U.P. and M.P. 


WICHITA, KANSAS | 


A Modern Distribution and 
Warehousing Service 


Brokers Office & Warehouse Co. 


149 North Rock Island Ave., Wichita 2 
B. W. BILLINGSLEY, JR., Manager 
Member of American Chain of Warehouses 
































ee 





























pata KANSAS | Write or Wire NEW ORLEANS, LA. | New Orleans Merchandise Warshousemen’s As’, 
MALONEY TRUCKING & STORAGE, Inc, 


133 NORTH FRONT ST., NEW ORLEANS 1 
4n Able servant to the PORT OF NEW ORLEANS 
Complete warchousing Sesttittoe---Bleributren-y Wolghing--Perwardiag—F unta 
ing — Storage — Cartage — Fiecid am re — Offee Space — Display Room — 










































TRANSFER & STORAGE CO rink! 
UNITEN eratre sun QTATE anvneo t 
125 Ne. Reoek Island Ave., Wichita 2 Bie specpet -, — ce 
Fireproof Storage and Sprinkler System isas sawotna ave. Ze nest in a 
NEW i 
WIGHITA, KANS. | ORLEANS, LA. T. &. GANNETT, Ovner 


Standard Warehouse Company 
100 Poydras St., New Orleans 8, La. 


Complete Warehousing Service 








wichita. nansas —=—MARK eTs—- KANSAS CITY, MO. 

















































































































LOUISVILLE, KY. [ SHREVEPORT, LA. [ 
Louisville Public Warehouse Company | | Herrin Transfer and Warehouse Co., Inc. 
131 EAST MAIN ST., LOUISVILLE 2 1305 MARSHALL ST., SHREVEPORT, LA., P. O. BOX 1606 
25 WAREHOUSES 944,000 SQUARE FEET COMPLETE, DISTRIBUTION SERVICE 
Louisville Member American Weekends Association 
AMERICAN CHAIN—DISTRIBU TION SERWICE, INC. Louisiana Motor Transport Association 
Gen’l Mdse. — H. H. Geeds Southwestern Warehouse & Transfermen’s Association 
NEW ORLEANS, LA. | KB. FONTAINE, Pres. & Mgr. BANGOR, MAINE | - 
McLAUGHLIN WAREHOUSE CO. 
Commercial Terminal Established 1875 Incorporated 1918 
Warehouse Company General Storage and Distributing 
INCORPORATED Rail and Water Connection—Private Siding 
Modern Merchandise Warehouses Member of A.C.W.—A.W.A—N.F.W.A.—Agent A.V.L. 
A dependable, ageney for the “ 
distribution of merehandise BALTIMORE, MD. | For Details See Directory Issue B 
and manufactured products. eee. Oe r 
i ale aay Mukeseies a FIDELITY WAREHOUSE C8. 
Distributing Bean Cleaning 1 E werrenn ane de 
, and Grading Fumigating Baltimore's Most Modern Merchandise Warehouses 
Office 402 No. P Rail and site Facilities 
| ew ver—onierge NEW ORLEANS 16 LOUISIANA "private Sidine Wennca Manlaad Release” 
' oe ORLEANS, LA. | Member of 4.W.A. BALTIMORE, MD. | Incorporated 1905 
it Baltimore Storage Co., Inc. 
' | Independent Warehouse Co., Inc. arecve Storage: Co., % 
i 2800 CHARTRES ST., New Orleans 17 Baltimore 18 
Spectalizing in MDSE Distribution MODERN FIREPROOF WAREHOUSE. EVERY FACILITY 
; Operating Under Federal License FOR THE HANDLING OF YOUR SHIPMENTS. 
i All conerete Werchomes, vat ee por Bae tench rates, hay, nenttes i Exclusive Agents for 
connections with ail rail fines. State Bonded. Inquiries Sellelted. a Vans Codes — en baa ie em Mexiee 
104 DISTRIBUTION AGE $ 









“ qnd Firms are Arranged Alphabetically 








BALTIMORE, MD. [~~ Founded 1918 


Belt’s Wharf Warehouses, Inc. 


Foot of Fell St. Baltimore 31 
General Merchandise Storage 
and Distribution 
Warehouse on B. & O. R. R. 
also carfloat via P. R. R. & W. M. 


Trucking Storage 
A. D. T. Watchmen 
Low Insurance Rates 


Pool Car Distribution L. C. L. Shipments 


Bonded Space Import-Export Forwarding 
Certified Weighing and Sampling 


AMERICAN WAREHOUSEMEN'S ASSOCIATION | 














Gap dle 











_ BALTIMORE, MD. | Milton K. Hill, Mgr. & Treas. 


CAMDEN WAREHOUSES 


’ Rm. 201, Camden Sta., Baltimore 1 

Operating Terminal Warehouses on Tracks of 

The Baltimore & Ohio Railroad Co. 
A.D.T. Private Watchman, Sprinkler 
Storage—Distribution—Forwarding 


Tebacco Inspection and Export—Low Insurance Rates 
Consign Via Baltimore & Ohio Railroad 











BALTIMORE, MD. | Main Office: 6201 Pulaski Highway—3 


@ VVC) 


TRANSFER & STORAGE CO. 


Heuschoid Geeds and Merchand iv 
—Unerating—Special FI - “Fase Trucks ‘fer L Lift ate 
‘Agents: Allied Vaa Lines . .- Member N. F. W. A. 




















~ t ' i +, Wi.e-Pres 


FIDELIT' 51 ona 
Baltini Med rein op W 20. he 


e.. 


MOTOR ERE IG 1 SERVICE 


i. adi tr it ‘fens 





wa — + WA wim Ta 
I Ine 











BALTIMORE, MD. [ 








@ VAN 
LINES 


524 te 534 WEST LAFAYETTE AVE., BALTIMORE 17 
The Most Complete Moving and Sterage Organization in Baltimore. 


Leng Distance Meving te 34 Statee—Cortifieate granted—MC-52452. 
Tariff-1 ont Mevers’ and Wareheusemen’s Asses. 








BALTIMORE, MD. oe 





Terminal Warehouse Co. 


Davis & Pleasant Sts., Baltimore 2 


Operating four Modern Warehouses on tracks of 
Pennsylvania Railroad Company 


Trucking Storage 
A.D.T. Watchmen 
Pool Car Distribution 
Financing Bonded Space 


ome BE 







Founded 














BALTIMORE, MD. [ 


SECURITY STORAGE CO. 


; 15 W. North Ave., Baltimore 1 
e EFFICIENT WAREHOUSEMEN 
MOTOR VAN SERVICE 
RESPONSIBLE AND COURTEOUS MANAGEMENT 





















BOSTON, MASS. | Operated by Merchants Warehouse Company 


CHARLES RIVER STORES 


131 BEVERLY STREET—BOSTON 14, MASS. 


Located within thecitylim- burglary-alarm service. 
we a. qos to N Sta- 300,000 ee feet U. S. 











ck and concrete Customs & Internal Reve- 
buildings, some sprin- nue et fed space. Boston 
klered and heated. A.D.T. & Maine R.R. delivery. 
















CLARK-REID CO., INC. 


GEO. E. MARTIN, President 


% 


GREATER BOSTON SERVICE 5087) 


HOUSEHOLD G STORAGE—PACKING—SH'9»'NG Seal 


ac St., Bost = we 
horles oston > = 
OFFICES 380 Green $¢., Cambridge i a 


Mass F WA rn wA NEWA AY 
















BOSTON, MASS. | 


CONGRESS STORES, INC. 


38 STILLINGS ST., BOSTON 10 





2 GENERAL 9 
s a) 
J i; MERCHANDISE STORAGE % 
ae Pool Car Distribution oe 


Sidings on N. Y., N. H. & H. R. R. 


Protected By Member 
A.D.T. Service Mass. Warehousemen’s Assn. 

















BOSTON, MASS. Established 1896 
PACKING MOVING 


STORING SHIPPING 


Member May W.A 3175S Washingter St 





— . 















BOSTON, MASS. | 


FITZ WAREHOUSE. CORPORATION 


ALBANY TERMINAL STORES, "137 "Kneeland ress, Boston 11 
Canens ee Lites STORAG 
. @ A. R.R. Delivery 











NEW YORK I8 
Ti WEST 42ND ST 
Penn.6.0967 


pees AT... 


SPSL 4k 
CHICAGO 8 ; 

s25 NewarRRy ave, 746 LAaidbadBe Ze 
Mon.5531 






















BOSTON, MASS. | 


Hoosac Storage and Warehouse Company 
Lechmere Square, East Cambridge 41, Boston 
FREE AND BONDED STORAGE 
A.D.T. Automatic Fire Alerm 
Direct Track Sane B. & M. RB. R. 




















SEPTEMBER, 1946 
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A. WALTER LARKIN 
Treas. & Mgr. 


J. L. KELSO COMPANY 


Established 1894 
General Merchandise Warehouses 
UNION WHARF, BOSTON 13 
Cennecting all railroads via A.D.T. Service 
Umion Freight Railroad Co. Moter Truck Service 
Member of Mass. W. A. 


W. A. KELSO 
Pres. 











BOSTON, MASS. | 
WIGGIN TERMINALS, Inc. 


50 Terminal St. Boston (29) 


STORAGE 


B. & M. BB. N Y¥., N. 3. &@ @ BR. 
Mystic Wharf E. Street Stores 
South Boston 





Mass. 








LYNN, MASS. | 





ORAGE WAREHOUSE ca 


154-156 PLEASANT ST. 


General Merchandise and Household Goods Storage. 
Fireproof Building and Private Sidings. 
INCORPORATED 1906 







MEMBER 
F. 





DISTRIBUTORS -: PACKERS - SHIPPERS + MOVERS. 








For Shippers’ Convenience, States, C Pi "I 





FL oa 


Merchandise facilities 





A x 


VAREHOUS IE 





Ja: é F ( FR 
d RA 







NiE NUE, SPRINGFIELD 






Dist bytion 






Private S iding . et cov : 
husetts daily vw h at 8 dgepo nd Hartford, or 
Members NFWA AWA ACW AVL "ha ts 













SPRINGFIELD, MASS. | 





Max Lyon, Pres. 


NELSON’S EXPRESS & WAREHOUSE CO., INC. 


Merchandise Storage—Pool Car Distribution 
Fleet of Trucks for local delivery. 


93 Broad St. 
Springfield, Mass. 


Telephone 
6-476|—6-3458 








hd MASS. [ 


J. J. Sullivan The Mover, Inc. 


Fireproof Storage 
385 LIBERTY ST., SPRINGFIELD | 





Offices: 
HOUSEHOLD GOODS STORAGE Packing, 
Shipping, Pool Car Distribution of All Ki 

Fleet of Motor Trucks 











NEW BEDFORD, MASS. | 
IN THE 


NEW BEDFORD AREA 
the Best is 
NEW BEDF ORD STORAGE 
~ WAREHOUSE CO. 


3 MODERN WAREHOUSES 
FURNITURE STORAGE DEPARTMENT 


SERVING NEW BEDFORD—CAPE CoD— 

















ck MARTHA’S VINEYARD—NANTUCKET 
Since 1910 
PITTSFIELD, MASS. | 





T. ROBERTS & SONS, INC. 
Local and Long Distance Furniture Moving 


of St Warehou: 
Heuseheold yy ino Sacktne — Shipping 
i ~ 2 ee and Distribution 
tribution 


DIRECT R.R. RE B. & A. R.R. OR ANY R.R. 








SPRINGFIELD, MASS. | 


Atlantic States Warehouse 
and Cold Storage 
Corporation 
385 LIBERTY[ST., SPRINGFIELD 1 


1 

General Merchandise and) Household Goods Storage 

Cold Storage for Butter, Eggs, Poultry, Cheese, Meats 
and Citrus Fruits 


B. & A. Sidings and N. Y., N. H. & H. R. R. and 
B. & M. R.R. 








Daily Trucking Service to 
suburbs and towns within 
a radius of fifty miles. 


A. W. A. 


Member { 
M, W. A. 














DETROIT, MICH. | 








Central Detroit Warehouse 


Located in the heart of the wholesale and jobbing 
district, within a half-mile of all freight terminals. 
Modern buildings, lowest insurance rate in city. 


Warehouse & Terminals Corporation 
Wyoming and Brandt Avenues 
concrete buildings, fully sprinklered, 


Modern 
serving the west side of Detroit and the city of 
re ll Specializing in heavy and light package 


merchandise and liquid commodities in bulk. Con 
nected directly with every railroad entering the city. 


Central Detroit Warehouse Co. 
Fort and Tenth Streets, Detroit 16, Mich. 








DETROIT, MICH. | 


John F. Ivory Stge. Co., Inc. 


MOVING—PACKING—SHIPPING 
STORAGE—PRIVATE SIDING 


8035 Woodward Ave., Detroit 2, Mich. 
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and Firms are Arranged Alphabetically 
DETROIT, MICH. [- 


|DETROIT STORAGE CO. 











' 











Established 58 Years 


STORAGE WAREHOUSES 
ALL OVER DETROIT 


Local and Long Distance Removals 
Foreign and Domestic Shipping 
Main Office 
2937 East Grand Boulevard 
Detroit 2 


Telephone Trinity 2-8222 














t 


ot 
-“ 





The importance of Detroit as a pri- 

mary center of distribution deserves 
this great new terminal warehouse and 
the service behind it. 
This modern building was designed and 
built for warehouse purposes exclusively. 
In addition to dry storage, it houses the 
most complete and efficient cold storage 
plant in this wide area. 
Every warehousing facility is available 
Exclusive office space. Financing. Ade- 
quate receiving and distributing facili- 
ties. Absolute protection. Minimum in- 
surance. Modern equipment. Continent 
wide connections. 


» BUILT TO SERVE 





W. J. Lamping, Gen. Mgr. 
GRAND TRUNK WAREHOUSE & 
COLD STORAGE COMPANY >"rne!7 =. 

















DETROIT, MICH. [ 


Facing the Basiest D ET a 0 : T 


Thoroughfare in 


In this modern fireproof building you can have bright, 
inexpensive, specially designed offiees under the same 
roof with a complete warehouse and distribution service. 


150,000 sq. ft. located on Detroit’s busiest thoreughfare. 
Private siding facilities for 10 cars with free switching 
from all railroads. Large, enclosed loading dock. Our 
own trucks make prompt reshipment and city deliveries. 


JEFFERSON wancuoust 


1900 E. Jefferson Ave. DETROIT 7, MICHIGAN 























DETROIT, MICH. [ ac hene Sede 


RIVERSIDE 


STORAGE & CARTAGE CO. 


ey Cass & Congress Sts., Detroit 26 
Household Geeds and Merchandi Ss 


Moving—Packing—Shipping 
Persenal Service Guaranteed 
Members — A.W.A. — H.F.W.A. — Allied Ven Lines 



























Iu Greater 
DETROIT 


the Seat ds 


*U.S.* 


UNITED STATES WAREHOUSE COMPANY 


1448 WABASH AVENUE « PHONE RANDOLPH 4730 
Division of 


[nited States Gid Storage Grporation 


fe on @ De OE = 








U. S. WAREHOUSE CO. U. S. COLD STORAGE CO. 














Members N. F. WV. A. 


DETROIT, MICH. | 





Wolverine Storage Company, Ine. 


oS 


11850 E. jefferson Ave., Detroit 14 


f)) STORAGE AND MOVING, PACKING 
AND SHIPPING 
Agent for Allied Van Lines, Ine. 



















GRAND RAPIDS, MICH. | 


THE LARGEST COMPLETE WAREHOUSING AND 
DISTIBUTING SERVICE IN GRAND RAPIDS 


Co.umsian Storace & Transrer Co. 
Approximately 90% of All Commercial Storage and Pool Cars 
ca in Grand Rapids Handled Thre Columbian 


Member of 6 Rap erentad ty ALLIED DASTRIBTTION IC 
cago @ uew YORK 
a8 Newoeney ave The 8 west 4260 
Mon 8031 Penn.6.0907 
















LANSING, MICH. | pres 
» FIREPROOF STORAGE CO. 


430-440 No. Larch St., Lansing 2 
Merchandise ye Household 








se 











SEPTEMBER, 1946 



























Sear ey z 





LANSING, MICH. Agent fer Allied Ven Lines, Inc. 
LANSING STORAGE COMPANY 


The only modern fireproof warehouse in 
exclusively for household 


Lansing storage. 
MOTHPROOF FUR AND RUG VAULTS 
Lecal and Long Distance Moving 
“WE KNOW HOW” 

440 Ne. Washington Ave., Lansing 30 

















4 1840 No. Michigan Avenue 


BRANCH HOUSE SERVICE 
. AT WAREHOUSE COST 


@ It is possible here to secure the same high-grade ser- 
vice you would expect in your own branch warehouse, 
but at less expense and without worry or trouble. 

@ Saginaw is a distribution point for Northeastern 
Michigan. Every merchandise warehouse facility is 
available at Central-Warehouse Co. 

@ Merchandise storage, cartage, pool car distribution, 
daily direct service to al) points within 75 miles by 
responsible carriers. 


CENTRAL WAREHOUSE CO. 
SAGINAW, MICHIGAN 











MINNEAPOLIS, MINN. | 


~ 


¥ vi » Hendes AMERICAN WAREHOUSEMEN'S ASSOCIATION 








Established 1880 





e CAMERON ey 
Aine TRANSFER & STORAGE CO. 

UZ 734-758 Fourth St. No., Minneapolis i 

7 cist etaer pth mega ~ <= Distribution 











MINNEAPOLIS, MINN. | Sides tn Belin, Poe 


LA BELLE SAFETY STORAGE & MOVING co. 
708 Central Ave. Minneapolis 14, Minn. 
OPERATING AGENTS ALLIED VAN LINES 5 

Fireproof Storage Warehouses. 


Large fleet of equipment for lecal and leng YX“ 
distance moving. 

















ROCHESTER, MINN. | 









MINNEAPOLIS, MINN. 





ASSOCIATED WAREHOUSES, INC. 
AMERICAN WAREHOUSEMEN’S ASSOCIATION 





Munneapous Terminat Warenovse Go. 


OPERATED JOINTLY WITH 
ST. PAUL TERMINAL WAREHOUSE CO. MIDWAY TERMINAL WAREHOUSE CO. 


ALL MERCHANDISE WAREHOUSING SERVICES 
CONVENIENT FOR ALL TWIN CITY LOCATIONS 











Merchandise and Household Geods Storage 
Lecal Pool Car Distribution 
Packing—Crating—Bonded Storage 
Leeal and Leng Distance Moving 


ROCHESTER TRANSFER & STORAGE CO. = 
10—1s¢ Ave., S. E., "Phone 4515 
Rochester, Minn. 
Member N.F.W.A. and Allied Van Lines, Minn. Northwest W.A. 








ST. PAUL, MINN. [ 








BALLARD 


STORAGE AND TRANSFER CO, 


16 E. Fourth St., St. Paul 1 
NFWA AVL 





© 











For Shippers’ Convenience, States, Cities 





ST. PAUL, MINN. 





Merchandise Storage — Cold Storage 
Pool Car Distribution 


Industrial Facilities 
Situated in the Midway, the center of the Twin City Metropolj- 
tan area, the logical warehouse from which the Twin Cities and 
the Great oe b> be served —_ one stock, with — 
speed and charge to either 





Pillsbury Avenue | Paul 4, Minnesota 


ae 

Represented by DISTRIBUTION SERVICE, INC. 
2 way @25 

NEW YORK CITY 4 
BOwting Greee 9.0888 


218 €. M. Water Third st. 
CHICAGO 11 SAN FRANCISCO 7 
Pheae: Superior 71 Phene: Sutter 346) 





A COMPLETE WAREHOUSING SERVICE| 


CENTRAL WAREHOUSE COMPANY | 








$T PAUL MINN. 


Agents fer Allied Van Lines, inc. 
Member of N.F.W .A.—A.W.A. 
Special attention given heuschold ef- 
feets of your officials and employees 
moved from or to St. Paul. 
HOUSEHOLD GOODS STORAGE MERCHANDISE STORAGE 


Cemplete Branch House Service 
, STORAGE 
FIDELIT* sren CO, 


TRANSFER 























fice & Warehouse: 332 Rosabel Cor. E. 4th, St. Paul } 
JOPLIN, MO. 
1027-41 Virginia Ave. Joplin, Mo. 
Distribution and storage of merchandise. 
Gaim) Fireproof warehouses—Motor wan service. 
Ved 
PACKING—STORAGE—SHIPPING 
Agent for Greyvan Lines, Ine. 
KANSAS CITY, MO. 
| tm Kansas City 
WAREHOUSE co. 
1015 E. Eighth St. (6) 
Distribution Cars are so handled as to 
ests and those of your customers. 
Three Fireproof Constructed Warehouses 
Member of N.F W.A. Agents Allied Van Lines, ine. 


Sunflower Transfer & Storage Co. 
On railroad siding—Lowest Insurance rates. 
it’s the As B.- FIREPROOF 
carefully safeguard your own inter- 
KANSAS CITY, MO. _ 


























biatabliashed TSSO 


CENTRAL STORAGE CO. 


Efficient, Complete Merchandise Warchousing “nice 
Office—1422 ST. LOUIS AVE. 
C(Weat LOoth Street) 


ome. Sia eee Coe ae ee 2 Se 0 eee Are 





KANSAS CITY, MO. I 





NLL 


a, 





Trackage on 
STORAGE > four railroads 
ruc ks— 
DISTRIBUTION ‘ agg nat 











ST. LOUIS AVE 
& MULBERRY ST 





Merchandise pear iec Tien 


DISTRIBUTION AGE 









































aa 





gov |= 











in ™ 


CHOICELY LOCATED WAREHOUSES IN 


KANSAS CITY 


TO INSURE EFFICIENT AND ECONOMICAL 
COVERAGE OF THIS GREAT MARKETING AREA 


CHECK THESE FEATURES ALL BRANCH HOUSE 
Modern Facilities FUNCTIONS INCLUDING: 


Spacious Switch Tracks 
Ample Truck Loading Doors 





Streamlined Handling Equipmeat § wWeighin 

Our own fleet of Motor Trucks Reconditioning 
Cool Rooms Shipping 
Storage and Transit .0.D. 

Office Space and Display Rooms Sight Drafts 


“tnaneing Inventories 


Freight Prepayments 
It costs you nothing to investigate Crooks 
Terminal facilities. Phone, wire or 
write us regarding yeur needs. 


(ras Torminad Warehouses, 


1104 Union Ave. Kansas City 7 
arrison St. Chicago 7 271 Madison Ave. New York 16 


ssocia ted with Overland Terminal Warehouse Co., 1807 E. Olympic Bivd., Los Angeles 21 
Members of the American Warehousemen's Association and Interlake Terminals, inc 


















KANSAS CITY, MO. j “Right in the Midst of Business” 








COMPLETE WAREHOUSE FACILITIES 


"for the proper Storage and Distribution of your 
Merchandise in the Kansas City trade area. 


POOL CAR DISTRIBUTION 


We invite your Inquiries. 

















tt Reprssented dy ALLIED DISTRIBUTION INC. 
CAGO 8. NEW YORK 18 
Tl WEST 42N0 St. 
Mon.5531. Penn.6.0967 


MIDWEST TERMINAL WAREHOUSE (CO. 


2020-30 Walnut Street, Kansas City 8, Mo. 
Owned ond Operated by the $T. LOUIS TERMINAL WAREHOUSE CO., St. Louis, Mo» 









IANSAS CITY, MO. | ~ 





Established 1903 











iT. LOUIS, MO. | 


POOL CAR TERMINAL—Spacious, enclosed, sheltered loading, 
Dock, facing wide Street in Wholesale and Shipping District on" 
840-Alton Railroad siding. 


MERCHANDISE STORAGE — GENERAL CARTAGE 
Sprinklered—A.D.T.—Fleet modern Equipment 


THE ONLY WAY TRANSFER & WAREHOUSE CO." 


1404-10 St. Louis Avenue, Kansas City 7 


ee 








AALCO MOVING & STORAGE CO. 
3519 Page Boulevard, St. Louis 6 


) Nationwide Movers of Household Goods 


GENERAL OFFICES 
ome, YT ame 3519 Page Boulevard 








SEPTEMBER, 


Agents fer Nerth American Van Lincs 


—_———— 





1946 









from shipps '4 


he marhet 































COMPLETE: ; 
Free from deficiency; culibel absolute; . 
finished; to supply what is lacking. That’s — 
a complete definition of Long service. It 
covers every phase of modern warehousing 











..., and distribution:as a. matter of course. 
 » §$.MLLONG WAREHOUSE 
ST LOUIS... Fa a Ree rea a _ e 





ST. LOUIS, MO. 















Facilities 
plus Service 


To Meet Your Warehousing 
and Distribution Requirements 




























“The Home of 
National Distributors” 
In the Heart of St. Louis 

Industrial and Wholesale Districts 


One Contact, One Responsibility and rates no higher through 
our Organization. 


20 Years of E 
to assure you of proper handling of your merchandise and 
prompt courteous service to your customers. 


Our Facilities: 

Central Location, Protection, Special Space, Cleanliness, 
Switchboard, Order Dept., Complete Stock 
Control and Records, Monthly Inventories, 
Traffic & Legal Dept., and Bonded Employees. 


2% 
Sences'S 


ST. LOUIS TERMINAL WAREHOUSE CO. 


SERVING INOUSTRY FOR TWENTY YEARS 


eneral Offices * 826 Clark Avenue * St. Lovis 2, Mo. * MAin 4927 








NEW YORK OFFICE CHICAGO OFFICE 
250 Park Avenue (17) 53 West Jackson (4) 
Plaza 3-1235 Harrison 1496 

















ST. LOUIS, MO. | 








for 
conscientious 
handling of 


fine furniture 


Ben Langan 


Storage & Meving 
5201 DELMAR, ST. LOUIS 8 








$T. LOUIS, MO. [ 








RUTGER STREET -.. 


WAREHOUSE, 
MAIN & RUTGER STS., ST. LOUIS 4 


A.D.T. Burglar & Sprinkler Alarms. 
200,006 


Sq. Feet of Service 
Low Insurance 


INC. 


Track Connections with Ali 
and River Lines. 


6 a 


few York 
WUrray HIN 9-7645 


Chicago 
Randolph 4458 





ST. LOUIS, MO. | 














SEDALIA, MO. | 


200 Dickson St. 


Established 1912 


Tyler Warehouse 
& Cold Storage Co. 


Merchandise and Cold Storage 
Unexcelled service at lower rates 
Pool Car Distribution and Forwarding 
St. Louis 6, Mo. 


Member of A.W.A.—Me.W.A.—S#.L.M.W.A. 


ip Wie AMERICAN WAREHOUSEMENS ASSOCIATION 





773 











kd 


cial Storing, 
Packing and Shipping 


Owner Manager Responsibility 


MIDDLETON STORAGE 
118 N. Lamine St. Phone 946 Sedalia, Missouri an 


Household Goods and Commer- 
Crating 


Moving, 


Local and Long Distance Hauling 
Pool Car Distribution Private Switch 








SPRINGFIELD, MO. | 











mee aquare 


GENERAL WAREHOUSE CORPORATION 
601 N. National fre epringhent. Missouri 


Merchandise and Household Goods 
Storage and Distributio 


ne 
feet, sprinklered 


ool Car Distribution 
oe... A.WA—i.F.W.A—Me.W.A. 












Private Si 


sAseats tor Rar 
mber Mayflower Wareheusemen'’s 


P. "0. wedi tg Minnesota Avenue 


Established 1904 
BRUCE COOK TRANSFER & STORAGE COMPANY 
Complete Facilities fer Storage of Merchandise 
and Household Coods 


Stop im Tramsit and Peel Car Distribution 
Wereiomes Bove, ane Verestan oor Cie Truck Lines 


ree Switehing 
Transit Compeny 
Association 


ings, Montana 









HASTINGS, NEBR. | 





1876 


BORLEY’S | 


’ Storage & Transfer Co., Ine. 


Pool Car Distribution 
FIREPROOF BONDED 
STORED OR SHIPPED 


MEMBER 
0 








es! 


For Shippers’ Convenience, States, C ties 





LINCOLN, NEBR. | 1889 57 Years of Continuous Service 194% 


gntmrchandize and Household Storage—Pool Car Distribution 
@ operate Thirty Trucks and have open edi pein 
oe Sy ee are clean, beth rine and Non-Fire i} 











mt a gion Unien Pacifie with ail ether lines storing otter die 
at on caidas ne : are peeneaston, We solicit your busines 
j ‘ Ss AY LLIVANS 
ramsfer Grand island Sterage Ce. 
ra Bee Site sarees 
OMAHA, NEB. | FORD 


STORAGE & MOVING COMPANY 
1024 Dodge Street Omaha 2, Nebraska 


Omaha's most modern, centrally located warehouse. Fireproof 

sprinklered—Low insurance. Sidings on 1.C. B.B. and U.P. B.B. U. 8. 

Bond. General Merchandi Storage— Household Storage. Alse oper 
ate modern facilities in Council Bluffs, lowa. Our own flest of surks for quick 


deliveries 
Member of N.F.W.A. and A.W.A. 


« Raprssontad ty ALURD DISTRIBUTION IC 
cnicaco & - hs NEW YORK 16 
1525 NEWBERRY AVE. West 426 St) 
Mon. 5931 Penn.0.0907 








OMAHA, NEBR. | 


GORDON 


Storage 
Warehouses Inc. 


Merchandise and Household Good 


located on trackage. We handle pool ca, 
Trucking service. Let us act as yaR 





Four medern, sprinklered 
merchandise and household goods. 
Branch. 
Main Office, 702-12 So. 10th St., OMAHA &, NEBR, 
Sorte A.W.A.—-N.F.W.A. Agents fer Allied Vam Lines, Im, 


Cat to NWERICAN WARERDUSEMENS ASSOCIATION 

















OMAHA, NEB. 
~s M 802-812 Leavenworth Street, Omaha 8 


MOREWOOD WAREHOUSE 


Exclusive Merchandise 
Complete Distribution—Storage Facilities 











MANCHESTER, N. H. | Make Our Warehouse Your Branch Offeo fr 
Complete Service ln Now Hampehire 
NASHUA,N.H. McLANE & TAYLOR 


Bonded Storage Warchouses 
CONCORD, N. H. Offices 624 Willow St. 


General Merchandise Storage & Distribution, Househelé 
Geeods, Storage, Cold Storage, Unexcelled Facilities. 
Pool Car Distribution 


Direct R. BR. Siding, Bosten & Maine R. R. 


















GREAT FALLS, MONT. | 








Ath OR cae hace: 
neni sale cemranteyee repel Nea es 








GREAT FALLS TERMINAL WAREHOUSE COMPANY 


Complete facilities for storage of merchandise and house- 
hold goods. 
Stop in transit and pool car distribution. Warehouse dock 
and truck terminal. 
Private siding 


P. O. Box 8 


Free switching 
426—9th Ave., South 








*Y10 


Over Sixty Years of Honorable Service 


ENGEL BROTHERS, INC. 


HOUSEHOLD GOODS STORAGE 
1179-81 EAST GRAND STREET, ELIZABETH 4 
EEN Fiert or VANS I LocaL anu Lone Distance Mos 





DISTRIBUTION AGE 
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Firms are Arranged Alphabetically 





RSEY CITY, N. J. | Ow the Hudson River Directly Opposite 
— 


New York City 


HARBORSIDE WAREHOUSE COMPANY, Inc. 


Established 1933 
facutive and Sales Office: Thirty-four Exchange Place 


FACILITIES —2 unt 
ecting with 





ding 16- ‘acilii 
gin. 21 ft.; aise pier berth 600 ft.; bulkhead draft 25-30 ft. 


SERVICE FEATURES -Free lighterage, pool ear distributien. 
dice space. Storage-in-transit. All perishable products accepted 

free switching en certain —— Products. space 

oon ~~ steamers dock at piers adjacent to warehouse. 
te sorer ¢/o Harborside Warebouse Ce., 

Mreet Ststion Dr's. 


ASSNS. —A.W.A. — Btge. . 
Mer. Exch.; Com. & Ind. Assoc, 





_ PERTH AMBOY, NN. J. | 











ONE answer to EVERY 


shipping and storage problem .. . 
A FEDERAL wanenouses 


e Fireproof Building Centrally 
Located 

e 200,000 Sq. Ft. of Floor Area 

e Modern Moving Service Insured 

e Private Vaults for Furniture and 
Valuables 

e Experienced Bonded Personnel 

e Office & Show Room Facilities 


e Excellent Loading & Unloading 
Facilities 





e Complete Mov- 
ing, Storage, 
Packing & Ship- 
ping for House- 
hold Goods, Office 
Furniture & Ob- 
jects of Art. Dis- 
tributors’, Mana- 
facturers’ and 
Traffic . Managers’ 
inquiries are cor- 
dially invited. 


MARKET 3-1766 


FE D E R 4 L STORAGE WAREHOUSES 


155 WASHINGTON ST © NEWARK 2, NEW JERSEY 














/ 
NEWARK, N. 
—, 


N. J. MEMBER: N.J.F.W.A. and N.F.W.A. 
PACKING! MOVING! STORAGB! 


——dependable since 1860—— 


KNICKERBOCKER 


STORAGE WAREHOUSE COMPANY 


96 te 106 ARLINGTON STREET 74 te 76 SHIPMAN STREET 
We. R. Mulligan, Pres. James E. Mulligan, Sec’y and Mgr. 





NEW YORK CITY 


HARRIS WAREHOUSES, INC. 
RECTOR ST., PERTH AMBOY 
Gen. Offices—246 South St.. N. Y¥. C. 
Est. 1900 
Merchandise Storage and Distribution 
Dock and Pier Facilities within the 
Free Lighterage Limits 











ALBUQUERQUE, N. M. | 


SPRINGER TRANSFER COMPANY 
ALBUQUERQUE 
Fireproof Storage Warehouse 


complete and efficient service in distribution, delivery 
or storage of general merchandise or furniture. 


Member of N.F.W.A.—A.W.A. 














ALBANY, N.Y. { 
Albany Terminal & Security Warehouse Co., Inc. 


Main office: 1 Dean Street, Albany 1 


Storage for every need. Pool cars a specialty. Avail- 
able storage space for rent if desired. Direct track 
connections with all railroads running into Albany. 


Member American Wareh "se A 














ALBANY, N. Y. | 


Central Warehouse Corporation 
Colonie and Montgomery Sts. 


Albany 1, N. Y. 
Telephone 3-4101 


General Merchandise—Cooler and sharp 
freezer Cold Storage; also U. 8S. Custom 
Bonded space available. Office and storage 
space for lease. Fireproof construction with 
very low insurance rate. Storge in Transit 
privileges. All classes of dern wareh 
and distribution service rendered. 


COLD STORAGE—DRY STORAGE 
DISTRIBUTION 














NEWARK, N. J. | 


Newark Central Warehouse Co. 
_ General Offices: seri Edison Place, Newark 5 


ow Jersey and the entire 
insurance rates. ‘Natale Reet Nd. 


= 
on, em —. delivery Cag SR Moter Freight Terminal. 
POOL CAR DISTRIBUTION 


Member of N.J.M.W.A. 





eee 








ALBANY, N.Y. [— 
JOHN VOGEL, Inc. 


STORAGE WAREHOUSES 
OFFICES, 11 PRUYN ST., ALBANY 7 


HOUSEHOLD 600 DS - STORA Aes A AND 1am, oF aus 
FLEET OF MOTOR ISTRIBUTION OF ALL 
POO TION OF MEROHA 
xyouR ALBANY Suipments CAREFULLY HANDLED 


remitted 
aume of AVL—NFWA—NYSWA 
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28 Fulton St. 


Established in 1892. The Eagle Warehouse & Storage Co. of 
Brooklyn, Inc., has become the synonym for the careful handling 
and storage of household goods and merchandise. ADT automatic 
firm alarm; a warehouse of concrete and brick; twelve trucks to 
insure prompt service. Our long experience guarantees perfect 
service. Consign shipments to Jay Street T Brooklyn, N. Y. 


CLIFFORD N. JENKINS, President EDWARD T. JENKINS, Treasurer 
M. KENNETH FROST, Vice President E. J. McKEIGE, Secretary 
1VOR 8 CLARK, Vice President WILLIAM A. SCHIFFMAN, Oper. Exec. 











6) Dende, WATIONAL FURNITURE WAREHOUSEMEN'S ASSN. eS 
Aged ALLIED VAN LINES, mc 








BROOKLYN, N.Y.[~ cenrratty LocaTeD Member of A.W.A. 


EMPIRE STATE WAREHOUSES COMPANY 


390-98 NOSTRAND AVENUE . BROOKLYN 16, N. Y. 
y FIREPROOF WAREHOUSES 
i STORAGE OF GENERAL MERCHANDISE 
' 10 GIANT FLOORS MODERN UNLOADING FACILITIES 
200,000 FT. OF SPACE 
PRIVATE VAULTS FOR LIQUORS 





For Shippers’ Convenience, States, Cities 





BUFFALO, N. Y. [ 


LEDERER 
TERMINALS 


. « » HAVE SOMETHING IN STORE for you .., 
124 NIAGARA FRONTIER FOOD TERMINAL, BUFFALO ¢ 




















BUFFALO, N. Y. | 3 ve 
LEONARD 
WAREHOUSES a 

163 GEORGIA ST., BUFFALO 1 
STORAGE AND LOCAL OR LONG 


DISTANCE REMOVAL OF HOUSE- 
HOLD FURNITURE 














BUFFALO, N. Y. | 


Galesminded 
THE MARKET TERMINAL WAREHOUSE 


102 Perry St., Buffalo 4 

















BUFFALO, N. Y. 
G 
s 








ENERAL MERCHANDI 
TORAGE—DISTRIBUT 
RAIL — LAKE — CANAL TERMINALS 


ERIE — NYC — BUFFALO CREEK R. RB. 
HEATED SPACE OFFICES — MANUFACTURING 





GENERAL OFFICES 
1200 NIAGARA STREET BUFFALO 13, NEW YORK 





BUFFALO, N.Y. | 
WILSON WAREHOUSE CO. 


Gen. Offices: 290 Larkin St., Buffalo 10 
General Merchandise Storage and Pool Cer Distribution 


Fireproet Bulidings N.Y.C. Siding 
Low insurange -**+ en-om-* Glee facilities. 


Jf Ranatontad tye MLULD DESTABOTIOS me 
ey; rer 
Mea.ton Penn.6 0907 











FLUSHING, L. I. N.Y. | 


Member: AVL — NFWA — NYFWA — NYSWA 














BUFFALO a N. 3 Economical Storage and Shipping 
KEYSTONE WAREHOUSE CO. 


SENECA AND HAMBURG STREETS, BUFFALO, N.Y. Ea 

Where all traffic arteries converge. Modern building. \ 

low ‘omres gee rases. Di je pa = connections wi ; la 
‘enn. . fi. switchi arrangements \N 

with ‘all lines into Buifalo. Capacity 20 cars daily. 2H 

Pool car distribution. 





At} 











BUFFALO, N. Y. [ 


Knowlton Warehouse Co. 
50 Mississippi Street, Buffalo 3, N. Y. 
POOL CAR DISTRIBUTION 


MERCHANDISE STORAGE 
PRIVATE SIDING 





Flushing Storage Warehouse Company 
135-28 39th Avenue, Flushing, N. Y. Established 1903 


Fireproof Warehouses 





. Corona, stone, College . 
laston, Great Neck, Little Neck, Port W: 
hasset, Hempstead, Garden City. 














HEMPSTEAD, LI. [Harry w. WASTIE—Vice-Pres. 6 @--_ “er, 


HEMPSTEAD STORAGE CORP. 


GENERAL OFFICES, 237 MAIN STREET 
Branch Warehouse Ne. 2—208 Nassau Read, Ressevelt, L. |. 


FIREPROOF STORAGE WA 
rer er E REHOUCES 


merchandise, Peel car distribution. 
Storage fer furs, elething, ete. 
Local and Long Distance moving. Serving all of 
Long Island 
Member of N.F.W.A.—N.Y.F.W.A.—N.Y.8.W.A.— 


L.1.M.S.A. Agents for Allied Van Lines, ine. 














JAMESTOWN, N. Y. j H. E. FIELD, President FRANK H. FIELD, Mer. 


WILLIAM F. ENDRESS, INC 


66 Foote Ave., Jamestown, N. Y. 





MERCHANDISE STORAGE © COLD STORAGE 
Specializing: Cream, Frozen Fruits, Vegetables, Meats, Ete. 


. 85,000 Cu. 

ace, eu. ft. of cooler space. Sidings and 
Truck Deeks. Consign shipments via Erie RR. 25-ten 
Truck Weigh Seale. Members Wat. Assn. Refrigeration 
Wareh . Y. State Assn. Refrig. Whsemen. 











BUFFALO, N. Y. | Let us care jor your needs tn Buffalo 


LARKIN WAREHOUSE INC. 


189 VAN RENSSELAER ST., BUFFALO 10 


General Merchandise Storage and Distribution 
Modern—Fireproof—Low Insurance Rate \ 
on New York Central & Erie R. R. i 
GOVERNMENT BONDED WAREHOUSE 














SMALL HANDLING PROBLEMS are discussed 
by Matthew W. Potts, materials handling 


consultant on page 42. 
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WAREHOUSES IN 
LITTLE FALLS 
FRANKFORT 
HERKIMER 


Use our SPECIALIZED storage in transit 
facilities—on the main line of the New York 
Central R. R. Ideally situated for shipments 
moving in either direction between the 
Eastern seaboard and the West. 


Three warehouses - private sidings - pool 
car distribution. Your inquiries are 
welcomed. 


STORAGE 


TRANSIT 


CORPORAT 


New York Representative 
GEORGE W. PERKINS 


62 BEAVER STREET 
NEW YORK 5S, W. Y. 





— 
oe a a es et 


LITTLE FALLS, NEW YORK 





NEW ROCHELLE, N.Y. [—,.-.. racume 


MEMBER 


Storing, Shipping 


O'Brien's Fireproof Storage Warehouse, Inc. 


Pack 6 Spee f Fine Furniture 
metas obs of Act 
Alse Serving 


New Rochelle, Pelham, Larchmont, Mamaroneck, White 
Plains, Scarsdale, Hartsdale. Send B/L to us at 
New Rochelle. 














mEW YORK. NW. Y. Telephone: Plaza 3-1234 
Cali John Terreforte for Merchandise Storage and Distribution 
Information on 73 Member War 


AMERICAN CHAIN 











OF WAREHOUSES, INC. 


250 PARK AVE. NEW YORK 17 


NEW YORK, N. Y. | 


BOWLING GREEN 


STORAGE AND VAN COMPANY 


NEW YORK CITY 
Cable Address: BOWLINGVAN 











House to house moving round the World of 
Household Effects and Art Objects in Steel and 


Wood Lift Vans. ey 


Safety for Foreign Shipments. 











> 




















NEW YORK, N.Y. | 
FIREPROOF STORAGE 


CHELS WAREHOUSES, INC. 


We specialize in storage and transfer of Household Goods. 
Pool cars distributed. Our warehouses, brick and steel construc- 
tion, a highest degree of safety. Trucks, trailer, tractor and 
lift va n via all R.R.'s sta. New York. For Mt. Vernon, 
ceaies vie N.Y.C.-NY,NH&H sta. Mount Vernon. 


N.F.W.A. — N.Y.F.W.A. — N.Y.S.M.T. — M.&W.A.G.N.Y. 


Main Office—426-438 West 26th St., New York City 1 


WN. Y. C., East Side—28 Second Ave. Larchmont—111 Boston Post Rd. 
Maeu-* Vernon—27-33 So. Sixth Ave. Bronrvilie—100 Pondfield Rd. 



































Wonder, WATIONAL FURNITURE WAREHOUSEMEN'S ASSN. 
Aged ALLIED VAN LINES, me 





NEW YORK, NW. ¥. | 


RECIPROCITY? Yes, we will guarantee as much tonnage as 
you send us, possibly more. Serving New York and within one 
hundred miles since 1926. Vicinity of all rail ds and st 
companies. 








Modern Equipment—Warehouses—Vans 


Write DAYTON STORAGE CO, INC. 
1317 Westchester Ave., NEW YORK, N. Y. 








NEW YORK, N. Y. | 
SERVING THE NEW YORK MARKET 


There is no problem in Warehousing and Distribution 
which we cannot work out satisfactorily with the ship- 
per. We have advantages in location and in equipment 
which enables this company alone to do certain things 
which cannot be done elsewhere. 

We invite your correspondence on any or all features 
of our Warehousing—Distribution—Trucking Service— 
Field Warehousing. 


Independent Warehouses, Inc. 
General Offices: 415-427 Greenwich St., New York 13 


& Reprsiented dy ALLIED DISTRIBUTION INC 
CHICAGO 8 


1525 NEWBERRY AVE. 
Mon.5531 








NEW YORK 18 
THWEST 42ND ST. 
Penn.6.0967 























NEW YORK, N. Y. | 


CAPITAL AND SURPLUS oa! 
$5,600,000 


GENERAL STORAGE 


EASY ACCESSIBILITY QUICK HARDLING 
EXCELLENT LOADING FACILITIES NEW YORK’S LARGEST TRUCK SCALE 


TWO MODERN FIREPROOF WAREHOUSES 





SPRINKLED SECTIONS LOW INSURANCE RATES 


se She. Manhallan. 








STORAGE & WAREHOUSE CO. 


Street 
weve 


Wy) Wont, WATIONAL FURNITURE WAREHOUSEMEN'S ASSN. eS 
kyo 





ALLIED VAN LINES, ic 





NEW YORK, N.Y. | Pepe se ae 
T. I. McCORMACK TRUCKING COMPANY, INC. 


261 ELEVENTH AVENUE NEW YORK 1, &. Y. 
2s thie ab ef Gt Tesieeithan ee 


Easily accessible from al! points. 


Railroad with New York Central, Erie, and 
Lehigh ise Valley “Rellroada. = 


Sea Distribution, Trucking, Tank Trucking, Tank 
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NEW YORK, N.Y. | 


Storage, Distribution and Freight Forwarding 
From an Ultra-Modern Free and Bonded © 
Warehouse. 


IDEALLY LOCATED 
IN THE VERY CENTER OF NEW YORK CITY 
Adjacent to All Piers, Jobbing Centers 
and The Holland and Lincoln Tunnels 


Onusual facilities and unlimited experience in forward- 
and transportation. Motor track service furnished 
en required, both lecal and long distance. Lehigh 

Valley R.R. siding—12 car capacity—in the building. 

Prompt handling—domestic or foreign shipmens, 


MIDTOWN WAREHOUSE, INC. 
Starrett Lehigh Bldg. 


601 West 26th St., New York 1 
Represented by Associated Warehouses, Ine.—New York City and CaJenge 











OSWEGO, N. Y. at 

FRUITS OSWEGO NETHERLAND CO., INC. 
veces! ESTABLISHED (918 
CONDENSED. MILK ; ' ” 
WPOWDERED MIL flites with veatiatio vu and humldty wma Tenses 
A 
1 
S 








ERED MIL ompera- 

ALMONDS ture Range for COLD and Sharp Freezer facilities —15* 
s te Storage-in-transit privileges. 

f All Fireproof buildings—Very low 4. 

ear private siding—Free switchIng—UvU. ; won a 

















& 
4 oe —Bonded. Member of N.Y.S.R.—A.W. Ase. 
COCOA BEANS H. B. Lasky, Treas, and Mgr. 








RICHMOND HILL, L.1., N.Y. | 


Kew Gardens Storage Warehouse, Inc. 
Motor Vans, Packing, Shipping 
Fireproof Storage Warehouse 


9330 Van Wyck Blvd. at Atlantic Ave. 
Richmond Hill, N. Y. 


Telephone Republic 9-1400 














NEW YORK, N.Y. | 


THE NATIONAL COLD STORAGE CO., Inc. 


Storage and Distribution Facilities 
for Perishable Food Products 
Brooklyn 2, 66 Furman St. dersey City 2, 176 Ninth St. 
Fulton Terminal—N.Y. Dock Ry. Erie R.R.—Storage-in- Transit 


General Offices 
60 Hudson St., New York 13, N. Y. Telephone: REctor 2-6590 














NEW YORK, N. Y.[ 


NEW YORK DOCK COMPANY 
Executive Offices—44 | Whitehall St., New York 4 


WAREHOUSES 
STEAMSHIP. Fe ww Sead 
FACTORY SPACE 
RAILROAD CONNECTIONS 
Licensed by Cocoa, Cotton, Coffee & Sugar, Metal 
and Rubber Exchanges 
Member: A.W.A., W.A.P.N.Y., N.Y.S.W.A., N.Y.W.W.T. 











NEW YORK, N.Y. | 


PORT WAREHOUSES, INC. 


41/47 Vestry St. Tel. WA 5-8077-78 54/58 Laight St. 


U. 8. BONDED AND FREE WAREHOUSES 
ALSO TEA BOND 
Im the heart of the Canned and =. Goods District 
of the Port of New York 
Two Fumigation Chambers 











NEW YORK, N.Y. | 





SANTINI BROS., INC. 


Serving Greater New York and All Points in 
Westchester County 
MOVERS—PACKERS—SHIPPERS 
General Offices: 1405-11 Jerome Ave. 
New York City 52 


Tel.: JErome 6-6000 Nine Firepreef Warehouses 
4,000,000 Cuble feet of sterage—Poel Car Distributicn 











NEW YORK, N.Y. [~ 130,000 Sq. Ft. Fi » Muskie 


SHEPHARD WAREHOUSES INC. 


DAILY DISTRIBUTION SERVICE TO 
ALL POINTS RADIUS 35 MILES 


667 Washington St. New York City 14 














NEW YORK, WN. ¥. | Circle 7-6731 


SOFIA BROS., INC. 


45 Columbus Ave., New York 23 
FIREPROOF STORAGE WAREHOUSES 
Household Goods and Commercial Storage 
Commercial, Industrial, Local and Long Distance Moving 
EXPORT PACKERS—POOLCAR DISTRIBUTION 
Member of NFWA—NYSWA—PNY WA—UNYWA—M&WAGNY 
Agent Greyvan Lines 














ROCHESTER, N.Y. | 
GEORGE M. CLANCY CARTING. CO., Inc 


Storage Warehouse 


Main St., East of Circle St., Rochester 7 
General Merchandising Sterage—Distributica 
Pool Cars Distributed—R: 


eshipped 
U. $. Custom rayage 
Household Goeds Moved—Stered—Shipped 
Direct R.R. Siding N. Y. Central in the Center of Reshester 











SCHENECTADY, N.Y.[° 


" MEMBER 





Schenectady Storage and Trucking 
McCormack Highway 
Transportation 


Offices: 151 Erie Blvd., Schenectady 5 
General ay teens p aaenye and Distribution 


For Shippers’ Convenience, States, Cities ." 











Pool Car Distribut old Goods 
Storage and Gabe Long Distanee Trucking 





GREAT NORTHERN WAREHOUSES, INC. 
° FIREPROCF e 

SE STORACE and CISTRIBUTION 

RIVATE RAIL SIDINGS 


T SERVICE TO Alt NEW Y 


MERCHANI 











SYRACUSE, N. Y. | 


DISTRIBUTION 
MOTOR FREIGHT LINES 
PRIVATE RAIL SIDINGS =» "PAGE WARES INC. 


ERIE BLVD. AT SO. WEST ST., SYRACUSE 1 
COMPLETE MERCHANDISE aa OLD ee STORAGE 











Ropresented by 
DISTRIBUTION SERVICE, INC. A.W.A.—N.F.W. Av L—w. YS.WA 








BROAD STREET WAREHOUSE, INC. 


Complete Warehousing 
Service 


General Merchandise — Cold Storage 
Heated Storage 
ng and Motor Freight Terminal 
rucking Service to ell 
Points in New York State 








WHITE PLAINS, N. Y. | 


J. H. EVANS & SONS, INC. 
Office & Warehouse: 107-121 Brookfield St. 
Household Goods Moving, Storage, Packing, 
Shippirg. Prompt service for any point in 

Westchester County. 

Member N.Y.F.W.A.—N.F.W.A. 











EEE 
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Eee | ingle Transfer and Storage Co. 
OP 44 Valley St. Asheville, N. C. 

















CHARLOTTE, N.C. | 


AMERICAN STORAGE & WAREHOUSE CO. 
CHARLOTTE I, N. C. 
OFFICE AND WAREHOUSE, 926 TUCKASEEGEE ROAD 


MERCHANDISE STORAGE ONLY. POOL CARS DISTRIBUTED. 
MOTOR TRUCK SERVICE LOCAL AND DISTANCE, PRIVATE 
RAILROAD SIDING. SPRINKLERED. 

ESTABLISHED 1908 











CHARLOTTE, N. ©. | 


Carolina Transfer & Storage Co. 


1230 W. Morehead St., Charlotte 1, N. C. 
Bonded fireproof warehouse. 
Household goods and merchandise. 


Pool cars handled 5 ry ¢ Motor Service. 
Members A. W. A. and N. F. W. A. 











CHARLOTTE, N.C. | 
SOUTHERN WAREHOUSE & DISTRIBUTING CORP. 


934 N. POPLAR ST., CHARLOTTE, N. C. 
Merchandise Storage Only 
Pool Car Distribution 
Seaboard Railway Siding 











CHARLOTTE, N.C. | All bulldings fully Grepreef construction 


UNION STORAGE & WAREHOUSE CO. Inc. 
BONDED 
224-226 & 306-308 West First Street 


MERCHANDISE STORAGE — POOL CAR 
DISTRIBUTION 


Member of A.W.A.—Meotor Service 


0 Represented by ALLIED DESBAIBUTION DC 
(enrcaco 8 7, ee, NEW YORK 6 
1928 NI WOERRY AVE — WEST 42ND St 
fren 5531 Penn.6.0967 














EE Point of tHe Sourn 










DURHAM, N. C. 


Y . 

\ The trading area of Virginia and the Carolinas 
radiates direct lines from Durham, N.C. 
The Southern Storage & Distribution Co. is in 
the heart of Durham, providing the legical, 
modern-minded organization te serve your 
warehousing and distributing needs with 
economy and efficiency. 





RALEIGH, N.C. [| 


CAROLINA STORAGE & DISTRIBUTING COMPANY 


MERCHANDISE STORAGE 
POOL CAR DISTRIBUTION 






















Private Siding Trucking Service 
Members aA. W. A. American Chain ef Warehouses 
FIREPROOF WAREHOUSE 





WILMINGTON, HK. ¢./ 
7 FARRAR TRANSFER & STORAGE WAREHOUSE 


1121 South Front Street 

















FARGO, NW. D. 
Union Storage & Transfer Company 
FARGO, N. DAK. 
e Genera! Storage—Cold Sonege--Heseaheld Goods 
y 


devoted to cold 























WAREHOUSE CO. 


Leng Distance Hauling ef 
Freight and Household Geeds 
Allied Van Lines — Agent 

















CHICAGO 8 
1525 NEWBERRY AVE. 
Mon.5531 














CANTON, OHIO’ | 


REMBER 


70 Chases a0 Akron 8, Ohio 
Z Lew Insurance. 
Member of May.W.A.—0O.W.A.—A.W.A. 
* Represented 
CANTON STORAGE, Inc. 
FOURTH AND CHERRY, N.E. 
Canton 


A.D.T. Alarm. 
ty 
2 
Merchandise, Household 


AKR 
AKRON, OHIO | corre CITY VIEW STORAGE CO. 
Peel Car Distributies. 
Household Goods Sterage. 
ALLIED DISTRIBUTION INC 
Fy = 
Penn.6.0967 _| 
Goods, Cold Storage 











CINCINNATI, OHIO | 


Member of A.W.A.—0 WA 





Merchandise Sterage, Pool Car Distributi 
Private Sidings, Reciprocal Switching Spria- 
klered Buildings. 












SOUTHERN STORAGE AND DISTRIBUTION CO. iam 


‘ , a 
2002 E. PETTIGREW'ST., E. DURHAM, N.C.- TEL. R-6661- P.O. BOX 188 Ga a, ‘ 








GREENSBORO, N.C. [ Gilden it Ceahiaity Bante 


TATUM-DALTON TRANSFER & STORAGE CO. 
311 E. WASHINGTON ST. 
MERCHANDISE STORAGE 
POOL CAR DISTRIBUTION 
Private Siding Trucking Service 

















9,000,000 Cubic Feet Strictiy Hreproot 
Select the Warehouse Used by the Leaders! 
GENERAL STORAGE—COLD STORAGE—POOL CAR 
DISTRIBUTION—LONG DISTANCE TRUCK TERMINALS 
11 Car Switch in Building 
Internal Revenue and General Bonded Storage 
Insurance Rate 14Y2c per $100 per annum 


CINCINNATI TERMINAL WAREHOUSES, INC. 


49 CENTRAL AVE. HARRY FOSTER, Generel Menager CINCINNATI 2 
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CLEVELAND, OHIO | 








WAREHOUSE SERVICE, 


GENERAL MERCHANDISE AND 
INDUSTRIAL EQUIPMENT WAREHOUSING 


94 Acres af Storage Space, Consisting of 10 Buildings of 
Brick and Concrete—Fire Resistive Construction—OVER- 
HEAD CRANE SERVICE AVAILABLE TO HANDLE 
HEAVIEST BULK MATERIALS—Easy Access for Truck, 
Rail or Boat Shipments—1750 Feet of Dock Space. 


COR. W. 45th & DIVISION AVE. AT lantic 4747 


ALLIED 


oz= 


Evenings LA kewood 2876 





CLEVELAND, OHIO [ 





Established 1911 








82 Beaver St. °* 


HE 
CLEVELAND STEVEDORE co. 


offers 


Complete Merchandise Storage Service 


with 
Four (4) Modern Warehouses 
Mechanical Handling & Pallet System 
Water—Rail—tTruck Facilities 


Also 
General Stevedoring & Unlimited Outdoor Storage 
Six (%) Waterfront Docks—Four (4) Locomotive Cranes 


P.R.R.—B.&0O.—N.Y.C. Sidings 


New York Representative 
GEORGE W. PERKINS 
WhHitehall 4-2287 


Main Office 


Dock 22, Foot of W. 9th St., Cleveland 13, Ohio 








CLEVELAND, OHIO | 





Warehouses: 


Established 1884 


CLEVELAND STORAGE CO., INC. 
All Merchandise Storage Facilities 


Storage in Transit—East, West and South 


Field Warehousing 
Genera: Office: Guardian Bldg. (14) Phone: Main 3415. 


Cleveland, Ohio, and Dunkirk, New York. 


Rep. by INTERLAKE TERMINALS, INC., 271 Madison Ave., New York 


ty 16—MUrray Hill 5-8397 








CLEVELAND, OHIO { 





@ 





FRENCH & WINTER STS. 


CURTIS STORAGE & TRANSFER, INC. 


SPECIALIZING IN POOL CAR 


DISTRIBUTION 


Operating our own Delivery System 
Merchandise Storage—Tank Storage 
Private siding NYC Railroad 


CLEVELAND 13, OHTO 





CLEVELAND, OHIO | 











“An old organization with young ideas” 


THE GREELEY-GENERAL WAREHOUSE COMPANY 


located in the 


; fm «60s New York Centrai Freight Terminal 
Ne, BROADWAY AND EAST 15TH STREET 


Cleveland 15 





LEVELAND, OHIO [ . 





CLEVELAND, OHIO | 


DIRECT FROM FREIGHT CARS 


SHIPMENTS to Cleveland, consigned to 
The Lincoln Storage Company over any 
railroad entering the city, can be handled 
from freight car direct to our loading plat- 
form. 
Carload shipments to our private siding, 11201 Cedar 
Ave., on the N. Y. C. Belt Line, connecting 
R.Rs. entering Cleveland; L. C. 1 -Paune. Teclid Ane 


Sta. feng | Euclid Ave, warehouse; other R. 
Cleveland, Ohio. pallens 


LINCOLN STORAGE 


W. B. Thomas. Pres. 
CLEVELAND 


ee, 





Reepliss 


5700 Euclid Ave. 





11201 Ceder Ave, 





Wiebe, WATIONAL FURNITURE WAREHOUSEMEN'SS ASSH. 
Ajo ALLIED VAN LINES. inc 


CLEVELAND, OHIO | 


NATIONAL TERMINALS CORPORATION 


1200 West Ninth Street, Cleveland 13, Ohio 
Four Modern Wareh in Downt tion. 
General Storage, Cold Storage, Office Sp3ce and Stevedoring 
at our waterfront docks. 


New York Representative — Mr. H. J. Lushbaugh 
122 E. 42nd Street Murray Hill 5-5960 


CLEVELAND, OHIO | 




















City-wide Facilities 
on Storage and Distribution 
of Household Goods 


Ample equipment, 
Trained personnel 
Also Private Rail Sidings 





Address inquiries to: 


Exclusive Agent: 


== “NEAL Sx, 


7208 Euclid Ave. Cleveland, 3 






For Shippers’ Convenience, States, Cities 
















































EHOUSE | 


HAS THE FACILITIES 
TO MEET ALL OF YOUR NEEDS 

Dd. 1 2; and fi f. Low insu: erate, 
Enclosed docks and siding on Big 4 Railroad; Daily delivery service; 
Office and display space; Telephone accommodations; U.S. CUSTOM BONDED. 


- 134O West Ninth St 


Mead. 









General Offices - - 


CLEVELAN.. OHIO | 


RAILWAY WAREHOUSES, Inc. 


in CLEVELAND, OHIO 


For Facilities, Service and Security 
Write for Details 
Address 3540 Croten Ave., $. E., Cleveland 15, Obie 

















Member of @ W A. 








Now there are 


WATER, RAIL AND 
TRUCK FACILITIES 


Cleveland's Only Lakefront Public Warehouse with Direct 
Connecting R.R. F: 


A. ©. T. Protection 


LEDERER 
TERMINALS 


ses Offices: FOOT OF E. 9th ST. 
Cleveland 14 





How Traffic Management Can Cut Selling 
Costs is explained in an article on page 44 


by Henry G. Elwell, traffic consultant. 
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COLUMBUS, OHIO | Established in 1882 


Columbus Terminal Warehouse Company 
119 East Goodale St. Columbus 8, Ohio 


Modern warehouses and storage facilities. 
A.D.T. System. Private double track siding. 
Free switching from all railroads. 


+ Ran raromtam ty <= 
jemrcacoe % utw vorRK ie 
$929 MEWOERRY AVE ‘WES! 42m SL 
Pee 5931 Poon 6.0967 














QOLUMBUS, OHIO | 


| HILLTOP VAN & STORAGE CO. 
2830 W. Broad St., Columbus 4 
Household Goods Storage 


Burglar alarms—ADT 
Local and Long Distance Moving 
Agents for North American Van Lines, inc. 














ROLUMBUS, OHIO 
THE MERCHANDISE WAREHOUSE CO. 


370 West Broad St., Columbus 8 
Complete service for —_— 
MERCHANDISE STORAGE AND DISTRIBUTION | Pua 
Private Siding VYC and Big Four 7 
14 Car Capacity 
Peo! Car Distribution A.D.T. Service 
Centrally Loeated Medern Facilities 
Members: A.6.W.—O0.0.A—A WA 














COLUMBUS OHIO | 


The NEILSTON STORAGE co. 
260 EAST NAGHTEN ST. COLUMBUS 15 


Medern warehouse for merchandiac—Low f 
Insurance—Central location in jobbing dis- f&;, 
trict — Private railroad siding — Pool ears \& 

distributed, s 








Member of O.W.A. 








MARION, OHIO G. A. WRIGHT, Pres. &@ Mer. 
WRIGHT TRANSFER & STORAGE CO. 


126 OAK ST, 
=] Merchandise—Heousehold Goods | pee | 
Wright Service te Meet Your aN 
Requirements \ YY, 





Member of N.F.W.A—A.V.L—O.F.W.A. 








TOLEDO, OHIO | 


CAR CAPACITY 





N.Y.C. AND 
B.GO. RR’s 





GREAT LAKES TERMINAL WAREHOUSE CO 


321-359 MORRIS ST. TOLEDO 4, OHIO 
COMPLETE WAREHOUSE FACILITIES 








~4 


OLEDO, OHIO | 
Merchants and Manufacturers Warehouse Co. 


Office and Main Warehouse: 15-23 So. Ontario St., Toledo 3 
BRANCH WAREHOUSE: 2131-51 Smead Ave. 


Center of Jobbing District 
Sprinkiered Buildings — 200,000 square feet ag | Storage — 76.000 
cuble feet Cool Storage — Private Sidings — Nickel Piate Read. 
Storage—Poo! Car 


New York Centrai—free Switching. oo 
Distribution — Negetiable Receipts — ransit Storage Privileges _- 













































Low Insuranee Rate — City Delivery Phony 








TOLEDO, OHIO [Te GuicKk SHIPPERS': 


> TOLEDO TERMINAL 
WAREHOUSE, INC. 


128-138 VANCE STREET, TOLEDO 2, OHIO 


Merchandise storage . . . Pool car distribution . . . 

a . - « Private siding Nickel Plate Road 
. Free switching . . . Negotiable receipts . . . Tran- 

sit storage arrangements .. . 

Motor truck service .. . 

\) cated in — District . 





Onte Wereheqsemeete Asse. © ey 
te ee... of Commerse 





VVUVVVVVVVVVYV 
4 An fn tr, hr, hr, he, Lr. hn, lr, Le, hn, , 


















WRINGFIELD, OHIO | 


AEmMBER 
(A 


WAGNERS SERVICE, INC. 
Pennsylvania Railroad and Lowry Ave. 


A warehouse service that embodies every 
modern facility for the storage and 
distribution of Housebela Goods and 
Merchandise — Mutor Freight Service. 














TOLEDO 2, OHIO} Merchandise and Furniture Storage 
AEmeED ' 





Automatic fire and burglar alarms—ADT 
Long Distance Moving 











YOUNGSTOWN, OHIO ["™ Since 1878 


TisherGililer 


CARRIAGE & STOKAGCE CO. 
Household Goods — Pool Car Distribeticon — 
Werehowse— 
Privete Rall Sidiag 














OKLAHOMA CITY, OKLA. [ PEE 4 
©. K. TRANSFER & STORAGE CO. 








I) 
GENERAL WAREHOUSING AND DISTRIBUTION 











TOLEDO, OHIO | Phone Main 2118 
GREAT LAKES MARINE CORP. 


formerly 
JARKA GREAT LAKES CORPORATION 
217 Cherry St., Toledo 4, Ohio 
Telede’s only warehouse having combined Waterfront and Ralireng Fasilities. 


Storage-in-Transit Privileges. 
Merchandise Warehousing Stevedoring 











TULSA, OKLA [ 


JOE HODGES FIREPROOF WAREHOUSE 


Merchandise Storage—Pool Car Distribution 
Located in Center of Tulsa Wholesale District 
Member: A.W.A., N.F.W.A. end Americas Chala of Werehouses 
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TULSA, OKLA. | R. W. PAGE, President 


PAGE STORAGE & VAN LINES 
1301 So. Elgin, Tulsa 5 
Storage — Moving — Pack 











For Shippers’ Convenience, States, Cities 








C. W. NICHOLAS, Pres. 

0. H. Nicholas Transfer & Storage @ Co, 
324 So. McKean St. 

Merchandise and Household Good; 





















Merchandise Storage — Distribution — Complete Drayage Service 
Public, Custom and Internal Revenue Bonded Warehouses. ADT sprinkler 


ping of Household Effects ano i‘ ee se Pepiee Sat orem 
Works of Art—Silver and Rug Vaults 2 Warehouses 41,000 sq. ft. 
PORTLAND, ORE. [— ERIE, PA. | IN ERIE IT’S 
COLONIAL WAREHOUSE:Jand TRANSFER CO. THE ERIE WAREHOUSE COMPANE 
1132 N. W. Glisan St. - - Portiand 9 FOR COMPLETE STORAGE SERVICE AND POOL CAR Dis. 





TRIBUTION TO SURROUNDING TERRITORY. 


2 WAREHOUSES 


























PORTLAND, ORE. ; 


MANNING 





WAREHOUSE 


COMPANY 





and burglary protection. Private PRs o> el cr ant 1925 HOLLAND 1502 SASSAFRAS 
siding. Free Switching. fais eta ave The z wert Sin N.K.P. RR. N.Y.C. RR. 
PORTLAND, ORE. = at dade bee HARRISBURG, PA. | Gn. vile 
HOLMAN TRANSFER COMPANY HARRISBURG STORAGE CO, 
STORAGE DISTRIBUTION COME STRIBUTION SERVICE 
SINCE 1864 OCATED ON BOT H PENNSYLVANIA 
1306 N.W. Hoyt St., Portland 9 ; AND READING RAILROADS 
A.W.A.—0O.S.W.A. MEMBER — “AMERICAN WAREHOUSEMEN’S Assn.” 
HARRISBURG, PA. 








PORTLAND, ORE. |” 


J. H. CUMMINGS, Pres. 
ents yt te STORAGE & 
AREHOUSING 


einiinesianite Transfer Co. 
General Forwarding Agents 
SPECIAL ATTENTION GIVEN TO POOL CARS 
Our private siding is served by all reilreeds 
1504 N.W. Johnson St., Portland 9 
Estab. 10nn 














PORTLAND, ORE. | 
OREGON TRANSFER COMPANY 


Established 186% 
1238 Begg on Glisan Street Portland 9, Oregon 


- DED and mingpee ya WAREHOUSES 


Pra Insuranee Rance tprntte Equipped 
Member A. W. 
Eastern Representatives Geasibesien Services, Ine. 


























HARRISBURG WAREHOUSE CO, 


GENERAL MERCHANDISE STORAGE 
POOL CARS DISTRIBUTED 
BRICK BUILDING—LOW INSURANCE 
STORE DOOR DELIVERY ARRANGED FOR 
PENNA. R. R. SIDING 


OPERATING KEYSTONE WAREHOUSE 











HAZLETON, PA. | rR 


; KARN’S STORAGE, INC. 


MERCHANDISE WAREHOUSE L.V. tT SIDING 
Sterage in Transit Peel Car Distributices 
Packing — Shipping — Hauling 
Firepreef Furniture Storage 
Members: Mayfiewer W.A.—?.F.W.A.—?P.W.A. 











LANCASTER, PA. | 


LANCASTER STORAGE CO. 
LANCASTER, PA. 


Merehandise Storage, Household Geods, Transferring, 
Forwarding 
Manufacturers’ Distributors, Carleoad Distribution, 
Local and Long Distance Moving 
Member of May.W.A. 














PORTLAND, ORE. | COVER THE NORTHWEST 


RUDIE WILHELM WHSE. CO., inc. 


1233 N.W. 12th Ave., Portiand 9 








Free Switching frem All Railroads 
New York, 271 Madison Ave. 





PHILADELPHIA, PA. | 














ALLENTOWN, PA. | 
MEMBER Only Large Fire-Retardant Warehouse is 
; Lehigh Valley 
DIEHL STORAGE COMPANY 
128-132 N. 8th ST. 


HHG.—STORAGE—MDSE. 
MOVING—CRATING—SHIPPING 
F. WILLARD WOLFE, PRES. & GEN. MGR. 











Fidelity Storage and Warehouse Company 


> General Offices—1811 Market St., Phila. 3 
Agent for Allied Ven Lines, Inc. 

ly) | Bus type vans for speedy delivery anywhere. We distribet 

Wy 





pool cars of household goods. Prompt remittance. 
Assoc. N. F. W. A., Can. W. A., P. F. W. A- 


— 





———— 





Various aspects of Product Liability Insur- 
ance are explained in an article on page 
54 by L. S. McCoombs, associate editor, The 
Spectator, foremost insurance publication. 
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By oad Firms are Arranged Alphabetically 









PRIVATE SIDING 
— 8&0 — 
5-CAR CAPACITY 


Pool Car Distribution 











a First’ in Philadelphia... 
Thoroughly Modern Facilities 
Customs Bonded 


COMMERCIAL WAREHOUSING CO. 


MEADOW and WOLF STREETS, 
Member PWA 


COMPLETE WAREHOUSING SERVICE 
FOR STORAGE AND DISTRIBUTION 
OF GENERAL MERCHANDISE 


Low Insurance Rates 














PHILADELPHIA 48, PA. 








PHILADELPHIA, PA. | Established 1865 


GALLAGHER’S WAREHOUSES 


708 South Delaware Avenue, Philadelphia 47 
Merchandise Storage Storage in Trans 
Direct Sidings-Penna. RR. and Reading KR. 

Pool Car Distribution 
Represented by Associated Warehouses. Inc. 

New York (17) Deliveries Chicago (6) 
52 Fanderbilt Ave. City and Suburban 549 W. Randviph st 
Murrayhill 9-7645 Randolph 4158 











PHILADELPHIA 6, P A. | 2,100,000 Square Feet 
MERCHANTS WAREHOUSE CO. 


10 CHESTNUT ST. phone LOM. 8070 





12 modern warehouses located in important shipping 
centers. Served by all railroads. Loading and ua- 
loading under cover. Storage-in-transit privileges. 
Goods of all kinds, bonded and free. 

on 














PHILADELPHIA, PA. | BUELL G. MILLER, President 


MILLER 


North Broad Storage Co. 


2709 No. Broad St., Philadelphia 32 
BROAD & LEHICH & BRANCHES 
Member of P.M.T.A., C.F.M.A. of Pa. 





i 








PHILADELPHIA, PA. | conpiete Hovscheld Goods Servicol 











QUAKER 


STORAGE COMPANY 


2501 GERMANTOWN AVE., PHILA, 33 
Agents for United Van Lines, Inc. Member: P.M.T.A.. G.F.M.A., P.F.W.A. 











For Warehousing in Philadelphia 


ee Foe 
Oe ag ¥ 


VANIA’ ff 


Whether you want little or lots of room, 

‘Pennsylvania’ has more than 1,000,000 
square feet of storage space... bonded and free . . . to 
meet all your warehouse needs! You can choose from 
22 big, modern warehouses from which to handle tem- 
porary or long-term storage and distribution problems 
in Philadelphia... and have these extra advantages at 
your disposal: Rail and highway facilities; special 
equipment for handling the most difficult commodity; 
store-door delivery in one- to ten-ton trucks. ‘Pennsyl- 
vania’ offers you safety, economy, convenience, and 
low-cost insurance. Write, wire or telephone for 
details at once. 


PENNSYLVANIA WAREHOUSING 
E>, .& SAFE DEPOSIT COMPANY 


PP yoeg SD 


6) 4th and Chestnut Sts., Philadelphia 6 


we. = ; 

ro 
“ia & 

Sere) 
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For Shippers’ Convenience, States, Ci 


13 MODERN 
WAREHOUSES 


Strategically located throughout Philadelphia, they 
provide more than 68 acres of excellent storage space. 
Each building is equipped with every convenience, de- 


signed for the safe, pro mp. and economical handling 
earn low insurance rates. 


of goods of every kind. 


—derving PHILADELPHIA AND VICINITY wit Economy and Dispatch! 


Special provision is made for the storage of house- 
hold goods. 

Served by both Pennsylvania Railroad and the 
Reading Company. Convenient to the big piers. Com- 
pletely equipped pool car department is maintained, 


Write for Particulars 


Represented by 


An Association 
of Good Warebouses Located at 
Stratezic Distribution Centers 





®) Members: A.W. Av 


__ TERMINAL WAREHOUSE COMPANY 


DELAWARE AND corer AVES. ¢ PHILADELPHIA 23 


os if & 
cy N.F.W.A., Pa, F.W. A. 





2 Broadway, NEW YORK CITY 
Phone: Bowling Green 9-098 


625 Third St., SAN FRANCISCO 
Phone: Sutter 3461 


219 E. North Water St., CHICAGS 
Phone: Sup. 7180 














13th AND SMALLMAN STS. 
PITTSBURGH 22 





In the Heart of 
Pittsburgh’s 
Jobbing District 











STORAGE IN TRANSIT 
COMPLETE TRUCKING FACILITIES 
PRR SIDING 
A. D. T. PROTECTION 


Also operators of 


WHITE MOTOR EXPRESS CO. 


Established 1918 


WHIT TERMINAL 


COMPANY 


13th AND SMALLMAN STS. 














PITTSBURGH, PA. | 


=, WJ. SilIper transrer co. 





STORAGE, PACKING, CRATING end SHIPPING 
POOL CAR DISTRIBUTION 
LONG DISTANCE HAULING 
2748 West Liberty Ave., Pittsburgh 16, Pa. 
of N.F.W.A.—A.T.A.—P.F.W.A.—P.MT.A, 











PITTSBURGH, PA. | 


DUQUESNE WAREHOUSE CO. 


Office: Duquesne Way and Barbeau St. 
Pittsburgh 22 


Merchandise Storage & Distribution 


Members A. W. A. 











PITTSBURGH, PA. | 


ESTABLISHED 1865 


SHANAHAN 


General Agents 
Aero Mayflower Transit Ce. 
Fireproof Warchouses—Household Goods 
ft. 62.500 


125.000 sa aq. ft. 
ata Sth Avenue 7535 Pemn Avenue 


PITTSBURGH, PA. 





7 














PITTSBURGH, PA. 
ED WERNER TRANSFER & STORAGE COMPANY 


1917-19 Brownsville Road 
58 
pe Pittsburgh, Penne. 8 83} “<aaj 
kit Storage, Packing and Shippin. 
NY Meomber of Metional Furniture Warehousemen s s* 
‘ Agent of Allied Ven Liees, Inc 








DISTRIBUTION AGE 
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§ORANTON, PA. 
———— R. F. POST 


DRAYMAN & STORAGE WAREHOUSE 
223 Vine St., Scranton 3 


HOUSEHOLD STORAGE Merchandise and Household Goods 


MERCHANDISE STORAGE 


ey, ae ee eae ~\ STORAGE and DISTRIBUTION 








Modern Concrete Warehouse. 100,000 Square Feet of Storage Spaca. 
SCRANTON, PA. [~ Private Tracks Connecting with All Railroad and Steamship Lines. 


Motor Truck Service. Low Insurance Rates. 
THE QUACKENBUSH WAREHOUSE CO. 
mista swaths hea Gace ais CHARLESTON WAREHOUSE 


eT wana AND FORWARDING CORPORATION 


+ Represented Sy MALIRD DuTEONTION BEC 16 RESELL ST., CHARLESTON, 3. oe 
isan mrwotnay ave OF ny wiwast dino ae: Telephone 2-2918 ‘ 1.0.8 iu .4-M . 


SHARON, PA. [ COLUMBIA, S. C. | Distribution Center of South Careline 


SHARON COAL & ICE CO. ssn ~CAROLINA BONDED STORAGE CO. 
230 W. Budd St., Sharon, Pa. Ae a, pate 
Cold Storage—Merchandise—Household Goods x General merchandise and household goods 


2 Varehouses with private sidings on Erie 4&2 P age. 


4 1 itching. L Stored Commodities, otha . = os 
Eel Storage for fure — Cold Storage lockers —- Quick Pool Car Distribution. Private rail sidings. 
Freese space. Sprinkler equipped warehouse. 









































WILKES-BARRE, PA. | SIOUX FALLS, $. D. [~ 


WILKES-BARRE STORAGE CO. ScrssiiSvorase WILSON STORAGE AND TRANSFER CO. 


Prompt and Efficient Service 
12 Car Track Located on Lehigh Valley RR. Switches Investment 110 NO. REED ST. 


Storage-in-Transit and Pool Cars 8350.000 Fireproof, sprinklered building with private siding om 
s , « Ef the CaNW. 
19 New Bennett St. Wilkes-Barre, Pa Labeling and D ot P : H 


* Represented ty SS ALLIED DISTRIBUTION INC. State Bonded hold Seonataried. Servies. 
c nm NEW YORK 18 ere Gi Owners + tnd of Wiless’ Forwarding Ge Co. 
1525 NEWBERRY AVE. The Tl WEST 42ND ST. 80,000 Sq. Ft. ators af NF —STee 


Mon.5531 Penn.6.0967 Floorspace 





























WILLIAMSPORT, PA. | KNOXVILLE, TENN./ 
eee oO. FIREPROOF STORAGE & VAN COMPANY, Inc. 


Automatic Sprinklers — Low Insurance Rates 201-211 Randolph St., Knoxville 8, Tenhessee 
135,000 feet Southern Rai tracks 
PRR SIDINGS Fo meat pe Ray Rerccnrn fm tes sb 
MERCHANDISE STORAGE AND DISTRIBUTION Insurance st 1%c. per $160.60 Household goods shipments 
Household Goods — Drayage ’ distributed. = a 
Ideal Distribution Point for Central Pennsylvania 








Amerioon Warchousemen's 
PROMPT AND EFFICIENT SERVICE 




















MOVIDENCE, R. I. | MEMPHIS, TENN.| S. 8, DENT. Monager 


CADY MOVING & STORAGE CO. (BBR General Warehouse Co. 


0.90 use St, Provanac § Fea, .,{21,So, Main St. Memphis 3 
=| FIREPROOP WAREHOUSE </E = S ry ee Personal Service” : 





Storage, Moving, Shipping | Tae : Located tn the center of the Jobbing 
Fleet of Long Distance Moving Vans \s le & Whelesale District 


Member National Furniture Wareheusemen’s Asse. < “), Sprinklered Low Insurance 
dgent for Allied Van Lines, Inc. Private R. BR. siding Perfect service 


MOVIDENGE, R. 1. 




















MEMPHIS, TENN. |... eee 
Terminal Warehouse Company of R. I., Ine. ] “Service to the entire MidSous 
eS A eee e COMPLETE WAREHOUSE FACILITIES 


Sterac. ll kind ft G 1 Merchandize, Peol C. a hal : 
ee Dixtribetion. re lacaeaued. My gh for the proper Storage and Distribution of 


Track f 4 . M ° 
ee re. ee ee ae your Merchandise in the Memphis trade area. 


Shipping directions South Providence, R. I. Lai : P ' OL CAR DISTRIBUTION 


a a We invite your Inquiries. 
ote : Represented. oy ALLIED DISTRIBUTION DNC. 
The use of public merchandise warehouses Sou a a tty, Yor 
~~ 5531, 


as aids to marketing is discussed on — 
page 58 by W. G. Tanzer, president, MIDWEST TERMINAL WAREHOUSE CO. 
Interlake Terminals, Inc. 61 West Georgia Avenue, Memphis 5, Tenn 


Owned and Operated by the ST. LOUIS TERMINAL WAREHOUSE CO., St. Louis, Mo. 
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MEMPHIS, TENR. j Benton T. Grills, See’y. & Mer. 
NICKEY WAREHOUSES, INC. 


“Memphis Most Medern Warehouses” 
285-305 West Trigg Ave., Memphis 2 
Merchandise ay & cing She 2h Car Distribution 
Delivery Service 


A.0.T. Burgtar and me Supervisery 
Pac. Private rail 





a ee ee 6 oe 








MEMPHIS, TENN./ W. H. DEARING, President 


POSTON WAREHOUSES, INC. 


Ee ESTABLISHED 1894 
671 to 679 South Main St., Memphis 2 
Insurance Rate $1.28 per $1,000 per Annum Distributien a Sesialty 


Merchandise storage, dependable free switehing, Local 
(Hinets Central and Cotton Belt Railway tracks. Automatic sprinkler. 














UNITED WAREHOUSE & TERMINAL CORP. 


Warehouse No. 1 Warehouse No. 2 
137 E. Calhoun Ave. 138-40 St. Paul Ave. 


Memphis Tennessee 


(Mdse.)—Peol Car Oistributioe—Lecal Boag ery 60) ew 

heart of the wholesaie district and conveniont to Rall, Truck and 

terminate. Eight car raliread siding—(n. ~—" L ane Can. ) — Reel ervent 
tag. Represented by Distribution Service. Member of A.W.A. and &. 


MEMPHIS, TENN. H. K. HOUSTON, Pres. P. D. HOUSTOK, V.P. 








WASHVILLE, TENN. [=> Eighth Ave.,So., Nashville 2 
Central Van & Storage Co. 


MERCANTILE AND HOUSEHOLD STORAGE 
WAREHOUSE STOCK and POOL CAR DISTRIBUTION 


Automatic Sprinkler System—Centrally Located 





For Shippers’ Convenience, States, € 





CORPUS CHRISTI, TEXAS ( 


CORPUS CHRISTI WAREHOUSE 
AND STORAGE COMPANY 


Located AT PORT SITE 
te docks NAVIGATION DISTRICT NO. | 
Storage Distribution Drayage 
yy EXCLUSIVELY 
%, a SS. f+. Low insurance Retes 
: Seuthwest teins and Transtermen’s Ass’a 











CORPUS CHRISTI, TEXAS | 


Robinson Warehouse & Storage Co, 


General Offices: 1500 N. Broadway, Corpus Christi 


Specialists in 
General Merchandise Storage—Pool Car Distribution 





- Daily and a ee —— 
San Antonio, Austin, Laredo and ty Valley, 
Expert Handing: tAquiries 











gs. x. Bd pg oe Pres. 
Cc, Pres. 


DALLAS, TEXAS | 
ADLEY, Vice- 


DALLAS TRANSFER AND 
TERMINAL WAREHOUSE CO. 


ESTABLISHED 1875 


Zand & 4th Units Santa Fe 
Building, Dallas 2, Texas 
Modern Fireproof 
Censtruction— 
ce, Display, 
wenn" sees 


nd 
Warehouse Space 


Operators ef the 
Lone Star Package Car 
pe gg (Dallas and Fort 





Worth Divisions) 
S7H. & N. T. Motor Freight Line 
ss Agents for Allied Van Lines, Inc. 
pg ha: N.F.W.A., American Chain 
arehouses 
MEMBERS Southwest Warehouse & Transfer- 
men’s Assn., Kutary Club 








NASHVILLE, TENN. | 





Nashville Warehousing Co. 
P.O. Box 555, Nashville 2 
GENERAL STORAGE 


POOL CAR DISTRIBUTION 
FREE SWITCHING—CITY TRUCKING 








NASHVILLE, TENN. | 





ESTABLISHED 1886 


THE PRICE-BASS CO. 


194-204 Hermitage Ave., Nashville 2 @xis) 
STORAGE 


Automatic Sprinklered—Spot Steck and Pool Car Distributicon— 
Private Siding 








DALLAS, TEXAS [ 


INTERSTATE - TRINITY 
a COMPANY 


301 North Market St. Dallas? 


Merchandise Storage and 
Distribution 


Household Goods Storage 
Moving & Packing 


Long Distance Hauling 


R. E. ABERNATHY, Pres. 
J. A. METZGER, Vice-Pres. 


el ‘ ‘} ¥ L 
re zs 
ALLIED DISTRIBUTION INC. 
CHICAGO 8 /P NEW YORK I8 
1525 NEWBERRY AVE. 1 WEST 42ND st, 
Mon.5531 Penn.6.0967 














AMARILLO, TEXAS | 
ARMSTRONG TRANSFER & STORAGE CO. INC. 


103 SOUTH PIERCE STREET 











Merchandise Storage & Distribution 

Household Goods Storage, Moving & Packing 

Long Distance Operators 

WM. C. BOYCE 
BEAUMONT, TEXAS [ 
TEXAS STORAGE COMPANY 
656 Neches Si. Beaumont, Texas 
@ Merchandise and Household Goods 





30,000 Sq. Ft. Distribution of Pool Cars 
Transfer Household Goods 
Agent for A.V.L. Member of M.F.W.A—6.W.AT.A. 











DALLAS, TEXAS | 





MERCHANDISE STORAGE 

, POOL-CAR DISTRIBUTION 
SERVING THE GREAT 
SOUTHWEST AREA 


EVERY ACCOUNT IS 
PERSONALLY SUPERVISED 
BY THE MANAGEMENT 
KOON-MecNATT STORAGE & TRANSFER CO. 
1100 CADIZ ST., Dallas 2 
CONTRACT OPERATORS FOR ALL Rall 
LINES AND UNIVERSAL CARLOADING # 


SPECIALIZING 





pte 2 [, ae Po 





DISTRIBUTING COMPANY ZB 


Over 10,000,000 Pounds of Freight Handled Monthly 








Warehouse, Concrete Construction 
122 


for Dallas Shippers 
DISTRIBUTION. AGE 





ls 


\S| gay |3) cee 
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ELPASO, TEXAS [~ponkers 0f Merchandise” “Service With Security” 


international Warehouse Co., Inc. 


1601 Magoffin Ave. Inc. in 1920 El Paso, Texas 
Lowest Content Insurance Rate 
Fireproof Lng oo of Household Goods, Autes & Merchandise. 
and Customs Bonded. Private Trackage—T: sp atte Po. tn 
Pool Car Distribution—Meter Trusk Servies. 
Bombete Oe ae ree for APL. 


faaa wrwotney oan sr 





OUSTON, TEXAS [ay HOUSTON 





— berthing space for eight steamers. 
HOUSTON WHARF CO. 


(Long Reach Docks) 
ome AND OPERATED BY GULF ATLANTIC WAREHOUSE 
. O. Box 2588 Housten 1, Texas 








Men 5 
foRT WORTH, TEXAS | 

in Fert Worth it's Binyen-O’ Keefe 

MERCHANDISE STORAGE—POOL CAR DISTRIBUTION 

located fire warehouse Is wp wee A 





_ 

Our modern pped te verve 
yu with ever 90,000 square feet of merchandise end heuee' storage space 
MOVING—STORAGE—PACKING—GHIPPING 


BINYON-()KEEFE sm j 


800 Calhoun St., Fort Werth 1 
Associated with Distribution Service, Ine. 

















FORT WORTH, TEXAS | 


d4gente——-ALLIED VAN LINES, INC 





Storage, Cartage, Pool Car Distribution 


O. K. Warehouse Co., Inc. 
255 W. 15th St.. Fort Worth 1, Tex. 

















Member—SWA-AW 


TEXAS & PACIFIC ERMA CO. 
Warehouses—DALLAS—FT. WORTH 
Merchandise Storaye 
Pool Car Distribution 
Office, Display and 
Warehouse Space 


FORT WORTH, TEX. | 





Branch Office Facilities 
Ample room for porting 
“d Au 





aT 





LOW INSURANCE RATES 





PATRICK TRANSFER & STORAGE CO. 
Merchandise and Household Goods Storage 
a vin omt Car Distribution 
- Operators—Heusten Division 
Lene Star Package Car Ce. 

1117 ae fase Agents for Allied Van Lines, lac. Members 4.F.W.A 

State and Lecal Asa. 
MERCHANDISE DISTRIBUTION 
COMMERCIAL STORAGE— 
OFFICE SPACE — PARKING SPACE 


HOUSTON, TEXAS [- 
klered—A.D.T. Watehmen 
shipeiae and Uptewn Warehouses 
Houston 2 
HOUSTON, TEXAS | 
T. P. C. STORAGE & TRANSFER CO., INC. 
2301 Commerce Ave., Houston 2 








HOUSTON, TEXAS | Ww. E. FAIN, FOUNDER 


W. T. FAIN, MANAGER 


TEXAS WAREHOUSE COMPANY 
Es 'ablished 1901 
Forty-four Years 
Under Same Centinuous Management 
MERCHANDISE EXCLUSIVELY 
Pool Car Distribution Sprinklered Througheut 
A.D.T. Supervised Service 
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6 Commercial Bonded 
Warehouses to serve you. 


HOUSTON, TEXAS Ss 
22 car spot on 6 railroads. 


Est. 1925. Office: 915 N. San Jacinto St. 


procre 
MEMBER: A. W. A.—State and Local Associations. 











epgRil, WARE 
p06 ESS 
HOUSTON, TEXAS | 


Better Warehousing in HOUSTON 


We operate a modern low 1 b in the center of the wholesal 
jobber, rail and truck terminal district. Most conveniently located 4 
’ trucks; well trained personnel; cooler space. ~ simasang 


HOUSTON CENTRAL WAREHOUSE Co. 


erce and San Jacinto Houston.1, Texas 


+ Rap stented oy MUED STRIUTION Dec 
cuicago® ™% wtw YORE 6 
1923 NEWBERRY AVE 8 WEST 42ND St) 
Mon 5931 Ponn.6.0907 














HOUSTON, TEXAS | 
Houston Terminal Warehouse & Cold Storage Company 


701 No. SAN JACINTO ST., HOUSTON 
a! i egrige Cold Storage . 
T. Service Pool Car Distribution 
FB Display Space 
Lowest Insurance Rate 





New York Representative 
Phone PLasa 83-1235 





Chieage Representative 
Phone Harrison 1496 








HOUSTON, TEXAS | Agent for Allied Von Lines, Ine. 
UNION Transfer & Storage Co. 


1118 Vine St. P.O. Box 306, Housten ! 





Forwarding and Distributing 
MERCHANDISE STORAGE es 
* Threugheut. 


areheuses Serinkiered 
Supervised by A.D.T. Servies. 
SERVICE THAT COUNTS 
HOUSTON, TEXAS | yuiversaL TERMINAL WAREHOUSE CO. 
1002-1008 Washington Ave., Houstoe 


Merchandise Storage — Pool Car Distribution — Drayage Service 
A.D.T. Content Station Automatic Supesvinery 


rinkler, W: , and 
wastes U. Ss. Customs Bonded, Boy “Space 


Represented in all principal cities by 
UNIVERSAL enema & DISTRIBUTING COMPANY 


UNITED STATES FREIGHT co. 
Members State and Local Associations 


wOUsTOn, TEXAS [> a aanwee em 
WESTHEIMER 


Transfer and Storage Co., Inc. 


2205 McKinney Ave., Houston 1 
OVER 50 YEARS IN HOUSTON 


6 8 
Lift Van Service—20 ear lengths of 


Autematle Fire and Burglary 
Firepreot Warehouses—A.D.T. a NOE. Ww 


Agent for Allied Van Lines, Inc. State and Local Assn 
SAN ANTONIO, TEXAS [ 


waa MERCHANTS .....0. 


TRANSFER & STORAGE CO. 
Merchants & Transfer Sts., San Antonio 6 
Complete Storage and Distribution Service 


Over 50 years of satisfactory service 
Member of A.W AAS. ApS. A. 
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SAN ANTONIO, TEXAS | Agent for Allied Van Lines. tee. 
Scobey Fireproof Storage Co. 


*1'.2339 Nerth Medina &St., San Antonio 7 


HOUSEHOLD - MERCHAN. & 
DISE - COLD STORAGE - (cen 
CARTAGE Sy Be 
DISTRIBUTION =") 
INSURANCE RATE - - - 10c SICAL 
Members of 4 Leading Association: ,..._ 











SAN ANTONIO, TEXAS | 
“Aon, SOUTHERN TRANSFER & STORAGE CO. 


P. 0. BOX 4007, STA. A, SAN ANTONIO 7 
Specialists in Merchandise Distribution 


FIREPROOF CONSTRUCTION 
BONDED STORAGE % 


6 Raprsrontiad oy (ALLIED DeSTRIBUTION DAC 
tw YORK 6 é 
Sis wewosany ave, 7 Ln west aiuo $8 ; 
Men 593) Penn .6.0907 











TYLER, TEXAS | IRA P. HILDEBRAND, Owner & Manager 


HILDEBRAND WAREHOUSE COMPANY 


Bonded under the Laws of Texas 


General Storage and Distribution from the Center of East Texas. 
Specializing in Pool Car Distribution and Merchandise 
Warehousing 














MEMBER OF A.W.A. 


WESTERN GATEWAY STORAGE CO. 


GENERAL WAREHOUSING 
POOL CAR DISTRIBUTION 
MEPCHAN-ISE AND COLD STORAGE 





SALT LAKE CITY, UTAH | 
CENTRAL WAREHOUSE 


520 West 2nd South St., Salt Lake City 1 


Fireproof Sprinklered 











Insurance rate 18c. Merchandise Storage. ei 
SALT LAKE CITY, UTAH | 


Pool Car Distribution. Office Facilities. 
Merchandise Storage and Distribution 


Member A. W. A. 

Over 1,000,000 cubic feet reenforced Concrete Sprinklered Spoce 
Insurance Rate {1 Cents 
CORNWALL WAREHOUSE CO. 
Bere tose gga 
DISTRIBUTION Sam SERVICE, INC, 

New York -Chicage-San Francisco 














awe, << c-__.—_...... 
KEYSER MOVING AND STORAGE CO. 


328 West 2nd South, Salt Lake City 1 Est. 19/8 
12,000 sq ft. 
secessible, and 











Selling consumer products through public 

warehouses is regarded by many as a grow- 

ing trend. R. G. Culbertson, president, 

Culbertson’s Inc. discusses what he is doing 
in this connection on page 66. 











For Shippers’ Convenience, Staten 


“Thte te the Place” 


SALT LAKE CITY, UTAH 
FOR BETTER SERVICE 


SECURITY STORAGE & COMMISSION CO. 


230 S. 4TH WEST ST., SALT LAKE CITY 1 
Over 39 Years’ Experience 


Merchandise Warehousing - Distribution 
Sprinklered Building - Complete Facilities 
Lowest Insurance Cost - A.D.T. Watchman Service 
Office A dations - Display Space 


Represented ty American Chale of Woerebesens im 
Crtenge (4) 
58 W. Jackese Bivd. 
MEMBER: 
awa-—uWwa 








NORFOLK. VA._| HOUSEHOLD * AUTOMOBILE STORAGE * MERCHANDISE 
: NEW-BELL STORAGE CORPORATION 


22nd St, nticello Ave. 
NORFOLK to" ‘VIRGINIA 
MODERN SPRINKLER EQUIPPED WAREHOUSE 
50,000 SQUARE FEET PRIVATE RAIL SIDING 
Lewest Insurance Rate in Norfolk. Peol Cer Distri 
we eremnees 1N MERCHANDISE STORAGE 
AND DISTRIBUTION 
AGENTS sae. MAYFLOWER Ny whl COMPANY 
Member M.W.A. & A.T.A 








NORFOLK, VA. | 


STORE and DISTRIBUTE 
IN THE PROSPEROUS TIDEWATER 


AREA THRU PRUDENTIAL 
HOUSEHOLD GOODS MOVED, PACKED, SHIPPED 
POOL CAR TRANSFER TRUCKING SERVICE 
LARGE FIREPROOF WAREHOUSE 
OPEN YARD STORAGE AVAILABLE 
LOCATED ON N. & W. SIDING 


PRUDENTIAL STORAGE and 
WAREHOUSE COMPANY 


Billings St. at N. & W. Ry. 
P. O. Drawer 1859 _ Telephone 22481 or 54008 














NORFOLK, VA. 


Serving—Ve. Beach, Ft. Monroe, Newport News, Williemsberg 
ond Tidewater Virginie 


Security Storage and Van Co. 
530 FRONT STREET 


Finest Freproof F r itere Ware 
Motor Vor & Lift Yon service 
Collections — di tributions 

Nay WAAL var 


Norfolk 


a NORFOLK. vA. 


SOUTHGATE 


STORAGE COMPANY, Inc. 
239 Tazewell St., Norfolk 10 


For economical storage and distribution 
you will want to know more about our 


individualized services. Our fireproof 
warehouses are in the Southgate Terminal, 
on the waterfront and in the center of 
Norfolk's wholesale district. Served by 
all rail, water and motor lines. 


Write fer Booklet—“7 POINT DISTRIBUTION” 


DISTRIBUTION AGE 











Tad Firms are Arranged Alphabetically 





RICHMOND, VA. 68 Years of Uninterrupted and Espert Service 


BROOKS TRANSFER and STORAGE CO.., Inc. 
1224 W. Broad Street, Richmond 3, Va. 


Fireproof Storage Warebouses—810,000 Cubie Feet Fieor Space—Autematic 
Sprink! Insurance Ratee—Careful Atteation to Storage—Packing and 
Shipping of Household Geods—Prive’s Railroad Siding—Pool Car Distributica— 
Motor Van Servies to All States—Freight Truck Line. 

Member of N. F. W. A.—A. ¥. L.—A. T. A. 














RICHMOND, VA.| an w. strothor, Pree. _- D. U. Desgett, V. P. 


A. ¥. Atkinson, See. & Treas. 
STORAGE ‘THE W.FRED.RICHARDSON 
HOUSEHOLD 


— Storage Corporation 


OBJECTS of ART Main ae Brividers. Fishmore zo 
FURS - RUGS Long Dist Movements 
VALUABLES one me 4 Aame tur Aitied Veo Lines, Ine. 











SEATTLE, WASH. ["s ctste's One-Stop Warehousing Servicel 
UNITED CULBERTSON 


Wer chemdlse Storepe & Distrtbetien ee 
Ud Costoms—See Stores Seattle's Exclusive Furniters Repository 


SEATTLE TERMINALS, Inc. 
Executive Offices: 1017 &. 40th St., Seattle & 











SEATTLE, WASH. | Lieyd X. Coder, Pres.-Mgr. Ret. 1919 


SYSTEM Transfer & Storage Co. 
2601-11 Second Avenue, Seattle 1 
Warehousemen & Distributors of 


General Merchandise and Household Goods 
Office and Desk Space—Low Insurance Rates 
Member—A.¥ AW 3.0 AN FW A-S.T.OA 











SEATTLE, WASH. | 





RICHMOND, VA. | Established 1908 


VIRGINIA BONDED WAREHOUSE 
CORPORATION 


1709 E. CARY ST., RICHMOND 3, VA. 

160,000 $O. FT. 

SPAC’ 
BUILDINGS 

SPRINKLERSD 
U. S. BONDED 

& PUBLIC 
WAREHOUSES 
MERCHANDISE 


STORAGE @& 
DISTRIBUTION 











-L. LAWSON & SON 


Finance and Storage 
Peel Car Distributers 
General Merchandise Storage 


421-25 EAST CAMPBELL AVE. 
ROANOKE 7, VIRGINIA 








ROANOKE, VA. [ 
ROANOKE PUBLIC WAREHOUSE 


369 W. Salem Ave., W., Roancke & 





Capacity 600 Cars 
Private Railroad Siding 


Automatic Sprinkier 
Accurate Accounting 
We make a Specialty of Storage and Pool Car Distribution 

for Agents, Brokers and General Merchandise Houses. 


Uember of dmerieun (hain of © archouses 








SEATTLE, WASH. | 


EYRES TRANSFER & WAREHOUSE CO. 


4 Seattle Institution—S7 years of outstanding service 
2203 First Ave., So., Seattie 4 
Cartage _ Distribution _ Storage 


Highest financial rating; new fire » A.D.T. sprinklered 
buildings; lowest insurance rate (10.2¢); modern equipment. 


“The Chippers’ Open Door ta Alaska and the Orient” 











SEATTLE, WASH. | J. R. COODFELLOW, Pres. 
OLYMPIC WAREHOUSE & COLD STORAGE CO. 


MERCHANDISE STORAGE & DISTRIBUTION 
1203 Western Avenue Seattie 1, Wash. 
Cold Storage — Dry Storage — Rentals — Pool Car Distribution — Office Rentals 
Firepreef, brick const.; Sprinkler system; Imsuramee rate: 12.8c. Siding connects 
With al rail lines. 
Bonded U. 8. Customs: State License No. 2 
Momber ef A.W.A. (C.8.) Wash. State Whemas. Assn. 











TAYLOR-EDWARDS 


WAREHOUSE & TRANSFER CO., INC. 
1020 Fourth Avenue South Seattle 4 


WAREHOUSING e DISTRIBUTION e TRUCKING 


Represented By 
DISTRIBUTION SERVICE, INC. 
New York—Chicage—San Franeisee 











SPOKANE, WASH. | P. C. HINTON, Owner 


RIVERSIDE WAREHOUSE CO. 
E. 41 Gray Avenue, Spokane 8 


Telephone and stenograp 
Specialize in serving food and related industries; 





car distribu- 
. modern ware- 

















Ses Se 
The E TRANSFER o& 
S STORAGECO. 

308-316 PACIFIC AVE. 
THE INLAND EMPIRES LARGEST DISTRIBUTORS 
MEMBERS: AWA’-ACW-WSWA 


PACIFIC STORAGE AND 
DISTRIBUTING CO. 


1721 JEFFERSON AVE. ¢ Tacoma 2 
A Complete Merchandise Warehouse Service 
DRAYAGE — STORAGE — DISTRIBUTION 


TACOMA'S Merchandise Warehouse and 
Pool Car Distributors 


Member AWA—Wash. State Assn. 
Represented by American Chain of Warehouses 











TAYLOR-EDWARDS 
WAREHOUSE & TRANSFER CO., INC. 
401 East 21st St. Tacoma 2 
WAREHOUSING e DISTRIBUTION e TRUCKING 

Represented 
DISTRIBUTION Senvice, Inc. 
New York—Chieago—Gan Francisco 
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HUNTINGTON, W.VA. | 


Every facility for you and your patrons’ con- 
venience to secure your share of this Five 
Hundred Millicn Dollar market is available 
through 
THE W. J. MAIER STORAGE COMPANY 
1100 Second Ave., Huntington 10 











WHEELING, W. VA. | W. W. KENAMOND, Owner 


WARWOOD TRANSFER CO. 


| Office: 133 No. 21st Street 
Warehouses: 2233-35-37-39-41 Warwood Avenue 


Household Goods Storage—Packing—Shipping 
Individual Storage Vanlts—Safe Above Floods 
Member Ind. Mevers’ & Warcho 





usemen’s Asen. 








APPLETON, Wis. | STORAGE — WAREHOUSING 





MERCHANDISE and HOUSEHOLD GOODS 

Pool Car Distribution within 100 Miles of Appleton 
Gi Long Distance Moving Coast to Coast Service 

=) i Cartage, Heavy hauling of Machinery a Specialty 


ry H. Long 


Ha ny Wainut St. 


Moving & Storage 


pleton, Wis. Phone 6900 








For Shippers’ Convenience, States, 


GREEN BAY, WIS. ESTABLISHED 1903 


LEICHT f7onace col 


». BROADWAY + GREEN BAY WIS 4 


New York Office: Marinette Office: 
Interlake Terminals, Inc. 1720 Pierce St. 
271 Madison Ave. (16) Marinette, Wis. 
Merchandise Storage 
Pool Car Distribution 
Transit Storage 
Household Goods Storage 

d—Yard co CANW, 

erage, Faciliti Reci " switchie oy 
la es ec’ a 
Stevedore Services lines ~~. red 


Complete local and over-the-road truck services with 76 units 
of all types of equipment, including low-bed trailers, winches 


and cranes. 
Aero-Mayflower moving and storage Inquiries invited 











MADISON, WIS. | LOW INSURANCE RATE 


CENTRAL 
STORAGE AND WAREHOUSE COMPANY 


COLD STORAGE 
DRY STORAGE 
FREEZER STORAGE 





612 W. Main S#., Madison 3 

















Public Warehouses 
Marketing Aids 


(Continued from Page 59) 


trainload, thus keeping pace with — 


the current trend of business, with 
the assurance that storage expense 
will be in proper ratio to the 
volume of business transacted. 

Public warehouses offer far more 
than a resting place for merchan- 
dise with a bunch of ‘‘huskies’’ to 
handle freight. They can render 
practically every service you may 
need except the actual selling of 
your products. For instance, the 
average warehouseman considers 
the following branch house func- 
tions mere routine: 

Receiving; Checking; Over, 
Short and Damage Reports; Stor- 
ing; Marking; Weighing; Recon- 
ditioning ; Shipping ; C. O. D. Ship- 
ments; Sight Draft Shipments; 
Invoicing; Collections; Stock Con- 
trel; Inventories; Freight Pre- 
payments, ete. 

Often he goes a lot further and 
renders a highly specialized serv- 
ice incidental to the particular 
needs of the storer and in keeping 
with the nature and character of 
the product stored. As an example, 
we are providing one of these 
specialized services in connection 
with an account which distributes 


126 


liquid ammonia in specially con- 
structed steel cylinders and pre- 
viously provided the same service 
for storers of gas bottled in similar 
cylinders. We make shipments to 
our client’s customers with the un- 
derstanding that the cylinders are 
to be returned to the warehouse 
when empty. Upon their return 
they are accumulated, consolidated 
and then periodically shipped to 
our client’s point of production. 
There the client inspects the safety 
valves, caps and cylinders before 
refilling them for further use. 

The cylinders have serial num- 
bers. A record of these numbers 
is maintained in our office, and our 
client is advised of the numbers 
on the cylinders so that he knows 
at all times what units are in the 
possession of his customers, which 
are in the warehouse and which 
have been returned to the factory. 
In other words, our service gives 
our client positive control and an 
accurate means of keeping tab both 
on the filled and empty cylinders 
at all times. 

In addition to the services we 
have mentioned, the merchandise 
warehouseman, more than likely, 


will offer the following features 
representing carefully planned, 
custom designed, ready-to-function 
facilities : 

Sound buildings; 
tions; responsible management; 
low insurance rates; negotiable 
warehouse receipts; financing of 
staple commodities; spacious pri- 
vate switch-tracks; ample truck- 
loading doors and docks; mechani- 
eal handling equipment; local and 
long distance trucking; consolida- 
tion of trap cars; distribution of 
pool cars; storage-in-transit priv- 
ileges; railway express and parcel 
post service; space rentals for pri- 
vate storage; office space; sample 
and display rooms. 

Also, many public merchandise 
warehouses maintain and operate 
cool rooms, temperature and hu- 
midity controlled rooms, and fumi- 
gation chambers to care for the 
special needs of various types of 
storage items. Many are located 
on waterways as well as railways, 
thus giving the shipper the benefit 
of rail, water and truck transpor- 
tation. 

In short, the public merchandise 
warehouse offers a comprehensive 
service, broadened in scope to the 
point that it includes all braneb 
house functions except selling. It 
is a service that measures up t0 
_the most exacting requirements. 


choice loca- 


DISTRIBUTION AGE 
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MILWAUKEE, wis. ) “Store American” 
AMERICAN WAREHOUSE CO. 
House Ne. | and Genero! Office House No. 2 
525 East Chicago St. @ 32 North Jackson St. 
LICENSED AND BONDED SPECIALISTS IN MERCHANDISE 
STORAGE, DISTRIBUTION AND FORWARDING 
|. Central Whelesale District Location 4. Burglary Protection; Bonded 
2. Leeal Delivery Service ooy Employees 
%. Negotiable Warehouse 5. Complete Warehouse System 
Issued 6. Service Minded 
Private Siding—Chicago and North Western Railway—3rd Ward District? 














MILWAUKEE, WIS. [— 4 
NILWAUKEE'S ved COMPLETELY ) 
PALLETIZED WAREHOUSE 











@ Over 1>4 Million Cubic Feet First Floor ir e 


es 
‘ 


ATLAS STORAGE 


OGISION OF P&V-ATLAS INDUSTRIAL CENTER INC 
647 W. VIRGINIA ST. MILWAUKEE 1, WIS. 





MILWAUKEE, WIS. [sn o0y Pamou™ 


National Warehouse 


— STATE BONDED — 


EVERY CONCEIVABLE WAREHOUSE & 
DISTRIBUTION SERVICE AFFORDED 
A.D.T. Service 
468 E. Bruce St. 
Milwaukee 4 
C. & N.W.RB.R. Siding 











126 N. JEFFERSON ST., MILWAUKEE 2, WISCONSIN 
Wisconsin's Largest Warehouse 
STORAGE SPACE BOAT DOCKAGE 
POOL CAR DISTRIBUTION STEVEDORING 
CUSTOMS BONDED SPACE MOTOR TRUCK SERVICE 
Since 1904 we have served the Jobbing Trade. 
Representatives: 


AMERICAN CHAIN OF WAREHOUSES 
Chicago: Tel. Harrison 1496 @ New York: Tel. Plaza 1234 


INTERLAKE VERE Digg seen pet 
New York . Murray Hill 5-8397 j 














SHEBOYGAN, WIS. | 


SHEBOYGAN 


WAREHOUSE & FORWARDING CO. 


A Merchants & Manufacturers Warehouse 
llth and Illinois Ave. Sheboygan, Wis a 
Member of A.W.A.—May. W.A.—Wis. W.A. 














CANADA 











MILWAUKEE, WIS. | LINCOLN 


FIREPROOF WAREHOUSE CO. 
MERCHANDISE WAREHOUSING 
AND DISTRIBUTION 
LOCATED IN HEART OF BUSINESS DISTRICT 
Offices: 206 W. Highland Ave., Milwaukee 3 
Member of A.W.A.—W.W.A.—M.W.A. 








MILWAUKEE, WIS. | 


NATIONAL TERMINALS CORPORATION 


954 So. Water Street, Milwaukee 4 Tel. Mitchell 5644 


Milwaukee’s most modern and best located Waterfront Warehouse: 
Automobile —- Warehousing on unit basis for spot stocks. Storage 
“in transit’”’. Pool car distribution. eo Bonded. 
Member of A. . & W. W. A. 
New York Office: 122 E. 42nd St., Phone Stoner Hill 5-5960, New York 17, N. Y- 

















MILWAUKEE, WIS. ( —Phone Marquette 7091 


TERMINAL STORAGE CO. 
100-112 W. Seeboth St. 


Milwaukee 4, Wisconsin 


Ceeler, Freezer and General Merchandising Sterage 
Deep Water Dock, Private Siding 
on C.M.St.P. & P. R.R. 











TORONTO, ONT. | M. A. RAWLINSON, Pres. @ Gon. Mgr. 


M. RAWLINSON, Ltd. 
Established 1885 610 Yonge St., Toronto 5, Can. 


seven Buildings to Meet All Requirements fer Moderna 
Storage and Distribation 
Customs Bonded. Pool Car Distribution. Huoasehold 
Geeds Moved, Packed, Shipped and Stered 
Mombers of Con WA—NFWA—BAIFR—FWRA—TCAW—ALLIED VAN LINES 














TORONTO, ONTARIO | 
TERMINAL WAREHOUSES LIMITED 


Lecated on Toronto's Harbour Front in the heart of industrial Ontarie 
COMPLETE MODERN STORAGE AND 
DISTRIBUTION FACILITIES 


Dry Sterage Celd Storage Bended Storage 
Office and Light Manufacturing Space Lowest Insurance 
Field Warehousing 














MONTREAL, QUE. | 





SLLAWRENCE WARFHOUSE INC. 


i-VAN HORNE AVENUE, MONTREAL, CANADA 


200,000 SQ. FT. OF MODERN FIREPROOF sPacet 
LOCATED IN THE EXACT CENTER OF THE CITY 
OF MONTREAL 





New York Representative: Frank j. Tully 
77 B . New York 7. Phone Worth 2 





Ce REI, me REE Re 





MONTREAL, QUEBEC | setabtished 1908 


‘Pres. & Mam. Dir. 


Westmount Transfer & Storage Ltd. 
205 Olivier Ave., Westmount, P. Q. 


LOCAL AND LONG DISTANCE MOVERS 
Private Reom System for Storage 
CRATING, PACKING and SHIPPINE 
Charges and Promptiy Remitted 
Member: N. F. W. A., Can. W. A. 
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WHERE 
THE 


FLYIN’ 
FIS 


‘PAY! 


Seafood, milk and other 
perishables; magazines, 
newspapers and printed 
matter; clothing; furniture; 
machinery ... all “pay off’ 
when you fly them to market 
via CAPITAL AIRLINES-PCA. 


Additional aircraft exclusively 
for contract cargo use... 
plus new, low cargo rates 
. » « now enable you to reach 
new markets anywhere in the 
United States, faster and more 
efficiently than ever before. 


Take advantage of this modern, 
inexpensive, up-to-the-minute 
contract distribution service. 
“It’s the CAPITAL Way to Get 
to Market” . . . at a time when 
the market is right. 


Call your nearest Capital 
Airlines Cargo representative, 
or write direct to Contract 
Division, Air Cargo Depart- 
ment, Capital Airlines-PCA, 
Washington National Airport, 
Washington 1, D. C. 
































INDEX TO GENERAL ADVERTISE 





Public warehouses advertisements start on page 92 and are arranged 
alphabetically by states, cities and firms. 
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When the signal light of business shows 

REEN for GO will your product be ready 

i Consumer- Point-of-Sale? It will, if you 

ilize L & L MODERN WAREHOUSING—NERVE CENTER OF 

ISTRIBUTION*. L & L offers 4 scientifically equipped plants, strategically located 
key sales areas. Write for your copy of L & L’s newest 


*U S PAT APPLIED FOR 


stribution brochure. 
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LEHIGH AT NEWARK LEHIGH AT ELIZABETH LACKAWANNA AT JERSEY CITY LEHIGH AT BROOKLYN 


LEHIGH WAREHOUSE AND TRANSPORTATION CO 


LACKAWANNA WAREHOUSE COMPANY INC + LEHIGH WAREHOUSE AND TRANSPORTATION 
LEHIGH WAREHOUSE AND TRANSPORTATION COMPANY-ELIZABETH « LEHIGH WAREHOUSE Rt F BR K 
LEHIGH TRANSPORTATION INC * FOREIGN & DOMESTIC CORP * FOREIGN & DOMESTIC BOTTLERS OF NY 


HEADQUARTERS: 98 FRELINGHUYSEN AVENUE * NEWARK 5, NEW JERSEY 











Ae RE En A LILIA RN SOLIS aS oT 


eI gy 








Ti: SERVICE we offer you 


now is not only post-war service . . . it is 


post-war service plus—service that is better 
than ever. 

The technique and improvements that 
were developed to cope with emergency 
war-time conditions have been retained, 
as have up-to-the-minute equipment and 
personnel well trained in its use. 


Most of Harborside’s vast cold- and dry- 
storage capacity has again been made 
available for the needs of normal commerce 
with the result that we are now able to 
offer you almost all our comprehensive 
facilities. May we hear from you — soon ? 

Direct connections with the Pennsylvania 
Railroad, and with all other lines by light- 
erage; 16-car placement at one time; five 
minutes to Holland Tunnel and_ trunk 
highways; low insurance rates, 


34 EXCHANGE PLACE, JERSEY CITY 3, N. J. 





